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A Prohibition We All Endorse 


wide prohibition of falsehood in advertising 
will be enforced through the decision 
rendered by the Federal Trade Commission on a test 
case in the West. The telegraph dispatch that leads 
our news section in this week’s issue, in brief tells the 

, story. 

The thirst for fraudulent profits has made many a 
dealer violate the laws of truth in advertising. Year 
after year action has been taken by associations, 
some states have passed acts hoping to cure the sins 
of business, but all in all progress has been mighty slow. 

The wheels of the judiciary eventually come to the 
subjects needing correction and it is our sincere hope 
that the Federal Trade Commission will evolve some 
platform of truth in advertising by means of this test 
case. 

The retail shoe trade has been rather fortunate in 
the past four years in the reduction of sample shoe 
stores and fraud in advertising, linked up with 
exaggerated values, bargain.sales and the like.. The 
reason for this has been more through the fact that 
floor goods in the factories have been minimized and 
absorbed. 

We had hopes that the making of high priced mer- 
chandise would bring about a carefulness in factories 
that would reduce factory damaged shoes to a mini- 
mum but of late the carelessness of the manual worker 
in the factory is making the number of rejected pairs 
greater and the illegitimate advertised stores are 
able to get a renewal of supplies to carry on their 
trade. 


| OPES are expressed that by July 1 a nation- 


We are pleased to note the activities of the Associ- 
ated Advertising Clubs of the World. The local 
vigilance workers and Better Business Bureau 
Secretaries are now making studies of the selling of 
“sample merchandise.” 

The “Recorder” has advised these factors for truth 
in advertising just what the word “sample” means 
and its general “‘size’”’ application. 

The general public thinks, and undoubtedly the use 
of this word “sample” is intended to lead them to 
believe, that these goods have been made up by the 
manufacturer for use by salesmen in selling lines of 
goods. If this is not true, these so-called sample 
stores purchase seconds, odd lots or cheap grades of 
shoes to sell as samples, thus building up an unfair 
business practice and destroy confidence in advertis- 
ing. 

Business in general has been slow to arouse itself 
to the necessity of combating fraud on advertising. 
We frankly believe that this is due in large measure 
to the fact that many stores unconsciously indulge in 
exaggerations through the feeling that advertising 
must hit beyond the mark to make sales. 

The growing intelligence of merchants for the 
necessity of advertising up to the merit of the goods 
but not beyond is the first remedy that must be 
applied to store publicity through paid advertising 
space. 

It is high time that the great factor, advertising, 
should be made an honest partner to the enming of 
honest products. 
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A German Source of False Economics 


In view of the somewhat spirited letters received 
commenting on a short editorial in a recent ‘‘Recorder’’ 
it might not be amiss to. spread a little enlightenment. 

N these days full of the reverberation of new 

doctrines in economics and industry, we believe 
that if some business man’s daily newspaper were to 
publish instalments of John Stuart Mill, it would 
find hundreds of intelligent readers following them as 
closely as the women follow the fashion news, or the 
popular novel. To an intelligent reader, his works 
are more interesting than most modern novels. 

We believe also that a reading of Marx would 
serve to fix most thoroughly in mind the source and 
origin of most of the anarchistic isms of the day, the 
mental and moral poisons of greater or less degree of 
virulence which are addling the weaker minds of the 
multitude, near and far. Although this moon- 
struck German is held up as a sort of patron saint of 
manual laborers, he never did a day’s labor in his 
life, nor employed a day’s labor; and probably not 
one workingman in a thousand ever read any consid- 
erable part of his chief book, ““Das Kapital,” either 
in the original or in the English translation, published 
in London in 1886, some twenty years after it was 
written.’ They can hardly be blamed for that; the 
portentous volume before us contains no fewer than 
816 pages! It is heavy, soggy, moist stuff, too, all 
the way, with many footnotes in fine print. 

It is easy to see whence originated the style of 
argument of the breed of anarchistic, bolshevistic, 
syndicalistic, socialistic, communistic orators and 
labor agitators, and the many morbid “labor organs” 
which are published. They all sing the same tune; 
and Marx composed it and set it to a common lingo, 
which they repeat, over and over. 

A recent re-reading, for the testing of our original 
impressions of twenty years ago, finds these impres- 
sions strengthened rather than modified otherwise. 
There are some truths, of observation and argument; 
it would be rather difficult to write more than 800 
pages without telling at least a little truth! There 
are matters of common agreement; but the basic 
features, the distinctive theories which set him apart, 
the things which make him different, are fallacious, 
false, and empty. What do his followers get out of 
the book? Nine-tenths if not ninety-nine hundredths 
of them distill from it only hatred and envy; they 
get their eyes only upon his pet main theory, that the 
muscle-worker does it all (brains and business ability 
and management being worth nothing), and is regu- 
larly robbed by others, and has the right to reach out 
and take whatever he sees and wants, from any one 
who has more than he has. 

Over and over, he repeats his supposition, “Suppose 
that the day’s wages of the worker pays for only the 
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first six hours work; then if he works twelve hours a 
day, the other six hours of his work is clear profit to 
his employer, the capitalist.” Again and again he 
holds up that theory of robbery of labor, in page 
after page of his tedious “Volume I.” With such a 
diseased basis, what wonder that so many of his 
devotees among workers are sour-minded, snarling 
malcontents, viewing with jealous eyes every evidence 
of prosperity greater than their own, and full of the 
green bile of envy? 


He was evidently an indefatigable reader; he quotes 
scores of books. And he was a natural “gulper,” 
who swallows everything presented, without much 
chewing or analysis. His logic is lame and his meth- 
ods faulty. Page after page—hundreds of pages—he 
devotes to lugubrious tales of the sorrows and trials 
of the poverty-stricken in “capitalistic” England, 
blaming all the troubles on “the new capitalistic 
methods of production, in factories,” with no thought . 
of whether people had been just as much distressed 
in the previous years, before there were factories and 
mills, which is of course the truth. He devotes 
many pages to showing how the introduction of ma- 
chines threw certain people out of work—as if it 
would be a fine thing for the race to go back 
to scratching the ground with pointed sticks 
for a living, as in the joyous old days before 
there were any machines or any “capital.” 
It would be a long way to go, for it is certainly 
many centuries since men acquired enough 
brains to save some of each crop, for seed; and 
that is all that “capital” is, seed for another 
crop of useful commodities. , 


But the primal vice of the whole dismal array of 
theorizing is the assumption that no man can rise 
except by pulling others down; that capital can 
accumulate only by the robbing of labor; that half 
the earnings of labor is taken from the laborer, by 
arbitrary masters. It is a philosophy of humbug, 
the direct progenitor of the meanest envy, of the most 
grossly false economic ideas, of pessimism and 
hatred, of mean-spirited, peevish, ignoble discontent. 
Not one man who ever raised himself above the level, 
in material prosperity, but also brought scores or 
hundreds of others up with him. And it is a diseased 
and morbid mind—the sort of mind that an outcast 
German tramp-professor, exiled and half starved in 
a London garret, might be expected to develop— 
which would mistake all the accidents and untoward 
incidents and possible defects of the industrial and 
commercial systems of the world, as being the chief 
product of the systems, the intended and purposed 
results of the systems. It is a primitive and barbaric 
sort of mind. If a Mexican peon is rudely butted by 
a locomotive, being too lazy to get out of the way, 
his fellow peons declare war on all railroads, tearup 
the tracks and try to shoot the engineer. It is beyond 
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their crude intellects to see that the railroad is to 
them a blessing, that killing peons is not its desire, 
and that all they need in order to get along with it 
is to respect the plain laws of physical inertia, and 
keep off the track when the train is imminent! 

Some fine day, the breezes of common sense 
will scatter many a present pocket of poison gas, 
scattered over the world and mostly “made-in- 
Germany,” and the breathing will be better, 
and feverish rage and hatreds will die away, and 


the whole world will be cooler and saner. It is 
the duty of every good citizen, and especially 
and particularly the duty of every business man, 
to help the circulation of pure air, and to check 
the further distilling of evil vapors. Let us 
have done with the malign reversing of great 
maxims. End the readings, “With malice 
toward all and charity for none” and “On earth 
war and ill-will to. men.” They have done 
damage enough. 
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TRUTH IN ADVERTISING OBLIGATORY 


Federal Trade Commission Issues Complaint Against 
Cc. L. Chase 


Washington, D. C., April 23—The Federal Trade Com- 
mission has issued a formal complaint against C. L. Chase 
of Minneapolis and Kansas City, Mo., charging him with 
using false and misleading statements in catalogues and 
other advertising matter, trading under the name of the 
Chase Shoe Company. C. L. Chase distributes shoes by 
mail. 

In its complaint the commission states that it has reason 
to believe false and misleading statements made in catalogues 
and advertising matter; that Chase is a shoe manufacturer; 
that he is a shoe manufacturer’s distributor and that his 
shoes are sold direct from the factory to the purchaser. 

On the contrary it is charged that Chase does not manu- 
facture shoes, is not an agent for any manufacturer but 
buys from manufacturers in wholesale quantities and stores 
stock in his own warehouse from which mail orders are filled 
in the due course of his business. The commission has 
announced that hearing will-be held in Washington on June 3, 
at which Chase has been cited to appear. 


LOUIS M. WINSLOW KILLED IN ACCIDENT 
Auto Struck by Train at West Peabody 





Lynn—Louis M. Winslow, kid leather merchant, of Lynn, 
was killed Tuesday, April 22, while returning from the 
review of the 26th Division at Camp Devens. His auto- 
mobile was struck by a train at the West Peabody railroad 
crossing. Two of his companions were killed. One was 
James H. Emmons, a retired last manufacturer, of Lynn. 
Mr. Winslow’s skull was fractured, and his leg was broken. 
He was taken to J. B. Thomas Hospital, in Peabody, where 
he died a few hours after the accident. His chauffeur, George 
A. Waden, was arrested for manslaughter. 

Mr. Winslow came from the old Cape Cod family of Wins- 
lows, whose members started the firm now known as Winslow 
Bros. & Smith Co., morocco manufacturers, and also were 
active in forming the United Shoe Machinery Co., the late 
president of the company, Sidney W. Winslow, being a 
Cape Cod Winslow. 

Louis M. Winslow became associated with the late 
A. B. Martin, a noted leather manufacturer, of Lynn, and 
upon the death of Mr. Martin he succeeded to the business. 
He was treasurer of the Benz Kid Co., Lynn, a director in 
the Tanners’ Products Co., vice-president of the Central 
National Bank of Lynn, and a director in several institutions. 
He belonged to the New England Shoe and Leather Asso- 
ciation, the Boston Boot and Shoe Club, and other trade 
organizations. 

Mr. Winslow is survived by a daughter. His wife died 
several years ago. He but recently returned from a trip 


across the continent with his daughter. He was a man of 
strong character, devoted to his home, successful in business 
and esteemed by all who met him day by day. 


FIFTH VICTORY LOAN CAMPAIGN 


New England Shoe and Leather Association to Sonat 
Quota 


Boston—The New England Shoe and Leather Association, 
in a special circular signed by President Harry I. Thayer, 
issues a ringing call to the trade to do its full part and sub- 
scribe to the Fifth Victory Liberty Loan, the canvass for 
which is to continue from now until May 10. 

The Association, which did such splendid work in connec- 
tion with the four previous Liberty Loans, and whose activi- 
ties cover the entire New England section, will carry on its 
campaign with the aid of the same committee made up of 
representative shoe and leather men and those representing 
the allied trades, Boston having its special section of the 
committee. 

The members of the trade are requested to make the 
largest possible subscriptions, to carefully canvass their 
employes and to make reports of the amounts subscribed 
on official blanks which are furnished by the Association. 

They are also urged to arrange meetings of their employes. 
to be addressed by members of the firm and others wherever 
this is found feasible. 

The New England shoe and leather industry is again 
confidently expected to ‘‘go over the top.” 


MERCHANTS IN IOWA AND GEORGIA 
Number of Retail Shoe Stores in Larger Towns 


Boston—According to a survey which has just been made 
in the state of Iowa, in cities over 5,000 population, there are 
814 retail shoe merchants, general stores and department. 
stores handling shoes. 

In cities over 5,000 population in Georgia, there are 731 
retail shoe merchants, department stores and general stores. 
handling shoes. 

UNITED STATES CLINCHING THE PHILIPPINE 
MARKET 


Imports of Shoes Exceed Million Dollar Mark 

Washington, D. C.—The United States apparently is 
clinching the Philippine market for boots and shoes, the 
annual report of the Bureau of Insular Affairs, of the War 
Department, under whose jurisdiction comes the adminis- 
tration of affairs in the islands, showing a healthy increase in 
the importations of American boots and shoes during 1918, 
as compared with the previous year. 

For the first time in the history of the islands, imports of 
boots and shoes exceeded the million-dollar mark, the total 
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for 1918 being $1,172,667. This was an increase of a quarter- 
million dollars over the record of 1917, and represented the 
importation of 635,177 pairs. In 1917, imports amounted 
to 602,999 pairs, with a value of $912,296. 

Although the total imports increased a quarter of a million, 
the gain registered by American exporters absorbed all but a 
little more than $1,000 of the increase, while, in fact, the 
quantity imported from other countries showed a slight 
falling off. 

American shoes imported during 1918 aggregated 517,998 
pairs, valued at $1,136,370, as compared with 456,459 pairs, 
valued at $877,396, in 1917. Imports from all other countries 
during 1918 aggregated 117,179 pairs, valued at $36,297, as 
compared with 146,540 pairs, valued at $34,900, in 1917. 


ANNUAL MEETINGS OF ASSOCIATIONS 


The United States Chamber of Commerce has just com- 
pleted its preliminary program for the Seventh Annual 
Meeting to be held in St. Louis, April 28 through May 1. 

Bolshevism and all forms of social or industrial unrest will 
be one of the important subjects to be discussed at the 
Twenty-fourth Annual Convention of the National Associa- 
tion of Manufacturers, to be held at the Waldorf-Astoria 
Hotel, New York City, on May 19, 20 and 21, 1919. Other 
topics to be considered are Government ownership of rail- 
roads; Government supervision and stabilizing of trade 
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prices; Federal revenue and tax legislation; employment 
relations; employer’s duty to provide jobs for soldiers; 
approaching revision of our patent laws; the industrial 
legislative outlook, and vocational training. 

A special Round Table Export Trade Session will be held 
in the evening of one of the Convention days. 


MORE LEATHER TO BE EXPORTED 
Hides and Skins for Scandinavian Countries 


Washington, D. C.—Word has been received at Washing- 
ton by the War Trade Board that the ration of hides and skins 
for the Scandinavian countries has been increased to meet 
the domestic requirements of the various countries. In fact 
it is stated that in so far as can be ascertained no licenses are 
being refused for exportation to the Scandinavian countries. 


DEATH OF G. FLENNER ROOKE 


G. Flenner Rooke, who recently died at Hamilton, Ohio, 
had charge of the following shoe stores: B. and N., Inc., at 
Peoria, Ill.; L. S. McCabe Company at Rock Island, II; 
E. B. Colwell Company at Monmouth, IIl. 

Mr. Rooke, although only thirty-eight years of age, was 
well known in this section of the country and his loss will be 
keenly felt by a large circle of friends. 





Banquet of the May Company Employes Shows Unique 
Merchandizing Idea 


Cleveland—An atmosphere of real interest pervaded 
throughout the evening of March 25, that marked the May 
Company Shoe Department Banquet in Cleveland, Ohio. 
This novel occasion gathered together 
not only all the employes of the shoe 
sections but also the departmental 
heads and executives for one significant 
reason—to fully explain the idea of 
Foot Comfort Service, its relative merit, 
and the relation of this unit of value to 
the store. The dominating motive was 
simply to build and train better a large 
salesforce, to give them a constructive 
insight into their daily work and im- 
press upon them the unpardonable 
offense of merely selling only shoes to a 
chronic foot sufferer, when the impera- 
tive and urgent need was presented to 
suggest a Foot Comfort Appliance or 
Corrective. The Dinner-Conference 
brought out the fact that the latter sale 
would never be dollar-and-cents idea, 
but a beneficial help and true service to 
the May Company. 

S. M. Gross, the General Superintendent of the May Com- 
pany, outlined the success and achievements of the May 
Company, and alluded to the fact that the reconstruction 
year 1919 was teeming with pleasant possibilities of greater 
business. He was followed by Sam Wilkenson (Manager of 
the Women’s Shoe Section) who emphasized the Foot Com- 
fort Idea as a practical, human necessity. In turn, both 
Dr. Thompson and Mr. Rutledge (of the Scholl Educational 
Force) spoke of the Dr. Scholl Method of Foot Correction 
that would some time pass into every-day speech and how it 





stood everywhere for a symbol of foot relief and had brought 
genuine satisfaction to every person that tried it. 
In turn Mr. Smith, the Practipedist of this well known de- , 





Banquet of May Company, Cleveland 


partment store, gave. an impressive discourse and declared 
that shoe salespersons must know their work, realize the im- 
portance of it, and each sales transaction should embody an 
appreciation of these principles. He termed the real secret 
of the May Company’s success as founded in that consc‘en- 
tious sense of responsibility that each employe assumes. He 
compared the Foot Comfort Service as having in reality the 
sacredness of a trust, and that the great world of foot sufferers 
expected fruitful results from it. For this reason, he said, 
no store man can give less than his best to be of real value. 
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White Footwear Holds Forth Mid- 
Summer Promise 


Popularity of a Seasonable Type of Shoe in Oxford and Pump Expected 


NASMUCH as warmer weather is prevailing the country 
I over, the call for what might be denoted Summer footwear 
is beginning to make itself apparent early and is giving 
some line on what will be the tendency of the Summer trade. 
Broadly speaking, the general belief of the shoe stores 
nationally is that white will be dominant—especially in the 
middle west and south throughout the season and that the 
buying will run almost exclusively to oxfords and pumps, the 
call for boots being regarded as practically nil, although some 
see a possibility of a revival of white boots in the fall, par- 
ticularly if prices can be made at that time to justify purchase 
by the average consumer. 


The Line-up of White Demand 


In the call for white footwear, summarizing the opinions 
expressed by the retail trade, the oxford is mostly wanted at 
the present time and is being sold in the welt and McKay 
with a sixty to forty division between military and Louis 





heels. The Louis heel gets the call on the oxford with the 
sole refined down, while on the heavier sole the military heel 
is more in demand. 

A leading merchant said that while he had prepared heavily 
for a demand along this order he was already of the belief 
that he had not done so sufficiently to meet the call which he 
was beginning to see ahead of him. 

Discussing the popular price trade, another nationally 
known merchant said that he saw ahead of him a big trade on 
white goods with the high price of kid leather rendering fabric 
footwear desirable to those unable to pay the top prices which 
seem likely to be continuously commanded for kid footwear. 
His viewpoint is that the public is accepting, so far as it is 
able to, the high prices prevailing, but that there are limita- 
tions in white footwear beyond which certain elements of the 
public cannot go and these limitations stop many people 
short of leather footwear in the summer time when lower 
priced fabric footwear is available. 
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White Kid Popular 

As the season progresses, it is the idea of most merchants 
that the thinner sole provided by the turn shoe will be wanted 
and that with the coming of this demand the pump will be 
the more desirable and will become the volume seller as com- 
pared with the oxford, although at the present time in the 
matter of quantity the oxford and pump seem to be running 
about fifty-fifty in the total. In the pump, as in the oxford, 
the white kid will be called for by those who can see their way 
clear to paying the price, but as the price level 
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general manager; Chester A. Brown, publicity manager; 
Edward Ward, store manager and Harry Hibschner, display 
manager. This committee called into consultation Julius M. 
Meirick, formerly of the Standard Aircraft Corporation, an 
authority on commercial aeronautics. 

Throughout all discussions, it was definitely decided that 
Airplane Delivery should be conducted on strictly business 
lines and removed from the “circus” or “stunt” element. 

The first flight will be made from Newark, New Jersey, to 





demand lowers canvas and other white fabrics 
will be wanted. White bucks look particularly 
good. 

In the pump, the Louis heel is getting practically 
all of the call, although there are some instances of 
a high military type of heel being asked for by the 
current trade. 

The statements made, although they relate to 
women’s footwear, apply equally well to misses’ 
shoes, the tendency being for the young woman to 
follow the lines of the elder in her shoe purchases. 

Men have not yet begun to buy white footwear, 
except in the rare instances of those who went 
south during the winter season, to Palm Beach and 
elsewhere, and the few dozen pairs sold to this 
element is not regarded as aecriterion for the 
future. Nevertheless, the belief is strong that in 
the weather to come, men will go more strongly 
to white shoes than ever before, both,in leather and 
in fabric. So far as so-called Palm Beach cloth is 
concerned in men’s footwear, the tendency is to- 
ward the grayish shade, the regular Palm Beach 
coloring not being very extensively obtainable. 





A War Record on Shoes 


Continuous service for sixteen months and thir- 
teen days is the record of Mayer Dry-Sox Shoes, 
worn by an American citizen who enlisted with the 
Serbian Army in the European war. 

The shoes were worn by him for the entire time 
of his enlistment, beginning December 25, 1914, 
and ending May 7, 1916. As the average life of 
an army shoe in this war is six weeks, this remark- 
able service speaks volumes for the quality of 
Mayer shoes, and again demonstrated the splendid 
reputation of the F. Mayer Boot & Shoe Co.," of 
Milwaukee, who manufacture them. 

The particular pair of shoes in question again 
came into the possession of the manufacturers 
after the wearer returned to the U. S. 

A picture of the shoes as they appear after over 
sixteen months of wear can be secured by writing 
to the F. Mayer Boot & Shoe Co., Milwaukee, 
Wisconsin. 





L. S. Plaut & Co., Newark, N. J., 
Initiate 
Department Store Airplane Delivery 


The first establishment in the world to actually install a 
carefully planned “Store to Customer Airplane Delivery” is 
that of L. S. Plaut & Co., Newark, New Jersey—‘“‘The Store 
of Personal Service.” This is a real airplane achievement. 

The committee who was organized to look into every phase 
of the question was: Louis Plaut, president; Moses Plaut, 
vice-president and treasurer; Frank Ford, secretary and 





EASTER SUNDAY ON FIFTH AVENUE 
Style all the white in footwear made the Easter week sales in shoe stores 


greater than ever before. 
As “Victory” Easter everybody dressed-up and that great day was a happy 
augury of a spirited style season for Summer. 


Asbury Park, N. J. The plane is a Wittemann model, ‘“T-T.” 
Tractor Biplane with a 210 h. p. Sturtevant motor. 


In the ‘“‘Recorder’s” New York letter of April 12, under 
“Style Notes from Bush Terminal Tenants,” our good friend, 
‘Sam’? McOmber, was mentioned as the New York City 
representative of D. Armstrong & Co., Rochester, New York. 
Another Rochester house claims the honor—that of Utz & 
Dunn. The error was a clerical one and was made inad- 
vertently. ‘‘Sam’? McOmber is well known to the trade, as 
well as to the “‘Recorder,” as a booster of the Utz & Dunn 
line and has been identified with this firm for many years. 
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A Simple Stock System for Progressive 
Shoe Merchants 


‘“‘Requires Less Than One Hour a Day,”’ Says H. E. J. Schmidt, Originator 


every progressive shoe merchant needs is illustrated 

herewith. A binder full of these looseleaf forms, one 
sheet to a style comprises the system (or perhaps one binder 
for women’s footwear, one for men’s and one for children’s 
would be much better). _-It is an order book, stock sheet and 
sales record combined. The author of the system is H. E. J. 
Schmidt, who is assistant shoe buyer for the Harris Emery 
Company of Des Moines, Iowa. ; 

This system requires less than an hour a day of the business 
man’s time, even if he is doing a business of from sixty to 
eighty thousand dollars. When the order is placed, the mer- 
chant should fill in the description of the shoe, and at the 
same time enter in the left hand corner the number of the 
order as shown by the order blank. 

In the second column is entered the date when the order was 
given. In the third column—‘‘Number Pairs’’—is entered 
the total number of pairs on the order. Under “Delivery 
Date”’ is entered the date of delivery, specified or promised. 
Enter “Your Number” from whatever series of numbers you 
may haye chosen for the particular style. 

On the reverse side of the sheet (as shown herewith), the 
‘‘size”’ section, for each pair ordered a vertical mark is placed 
in the proper space, thus ||. When the shoe is received and 
placed in stock a horizontal mark is drawn, crossing the verti- 
cal mark thus -+ These first marks are in ink and are 


Tt - sample sheets of a very simple stock system which 


part of the permanent record. When a pair is sold, a pencil 
circle is drawn around the cross, indicating that that particu- 
lar pair of shoes has been sold. 

A pencil is used, so that in case a customer returns a pair 
the pencil mark may be erased, the cross standing alone 
indicating that the shoes are again in stock. 

Under ‘Receipts’ four columns are provided for recording 
as many as four receipts upon a single order. Spaces are 
provided for nine orders. 

If a merchant has some method of filing invoices by number, 
or “‘line-number’”’ as it is termed by many merchants, a place 
is here provided for it in the spaces marked “Invoice.” 


Use of Carton Tickets 


Use small carton tickets. These are filled out when the 
shoes are received in stock. They are simply marked with 
the lot number, the size and price.’ They are attached to the 
shoe carton with clips. When a pair of shoes is sold, the 
carton ticket is removed and turned in at the desk with the 
sales check. These carton tickets are the basis for posting 
up the binder of stock sheets. 


Returns and Exchanges 


When a pair of shoes is returned, have carton ticket brought 
to the desk. The same applies to exchanges. 
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A book or pad for entering the stock number and size of 
every pair returned is kept so that each morning you can post 
up the binder. 

A new carton ticket can be made out as soon as the entry 
of the return is made, or at any opportune time thereafter. 

Whenever a pair of shoes is sent out on approval or to a 
charge customer, it is, of course, marked off the stock sheet 
quite as though it had been sold for cash. 


Cumulative Sales Record 


The entries in this section, in the center of the sheet, should 
have a cumulative total. Entries can be made as often as 
desired, every week, or every two weeks, or whenever a mer- 
chant wants the information it gives. 

Merchants can detail this work to a store salesman who can 
easily and quickly check the number of pairs on hand from 
the “‘size’”’ section and enter same in the ‘“‘Cumulative Sales 
Record.” 

At a glance a merchant can tell just how fast the line is 
moving. It’s the “‘speedometer’’ of the system. 


Posting Incoming Shipments 


Check the shipment against the ““Date Ordered” and “‘Pairs 
Ordered” columns. Turn to the “‘size’’ section and draw 
horizontal lines through the vertical lines on the sizes apply- 
ing to that particular order. Following this, fill out.and place 
carton ticket in each box and turn it over to the man in charge 
of putting it in stock. 


Requires Less than an Hour a Day 


Each morning a ‘merchant should take the previous day’s 
records, carton tickets, return tally, goods ordered and goods 
received, and post up the binder.. That’s all there is to it. 

This work can be entrusted to one reliable employe to 
operate. Don’t let anyone else make an entry in the sheets; 
fill out a carton ticket or put a pair of shoes in stock without 


his O.K. If you do this, you will have a smoothly operating 
system which will yield information of immense value. 


Distinguishing Old from New Stock 


A new set of stock sheets need not be started at inventory, 
but enter all stock which arrives after inventory in red ink on. 
your stock sheets. Then by glancing through your binder 
you can at once see how much of your stock came in the 
previous year so that it can be pushed. 


Aids to Better Stock-keeping 


Stock sheets should be filed numerically, so that they can be 
quickly located. 

When a line has been sold out the record sheet is removed 
from the binder, and either destroyed or filed in a “‘dead”’ 
file. If desired, a binder may be used for them. 

Many merchants are compelled to carry a “reserve” 
stock of duplicate sizes in the rear of the store, basement or 
balcony. The carton tickets can be used after the posting 
for securing the needed sizes to fill-in, saving considerable 
time and labor. 

Of great assistance to the person sorting the carton tickets 
previous to posting each day is the use of several colors of 
stamp pads when entering stock numbers upon the carton 
tickets, such as black for all women’s footwear, red for all 
men’s footwear, green for children’s, etc. 

The outfit complete consists of a Loose-Leaf. Binder 
(capacity 300 or 400 sheets). 300 or 500 Stock-record Sheets; 
3000 or 5000 Carton Tickets; 3000 or 5000 Carton Clips. 





A New York wholesaler wrote to a Lynn firm, Monday, 
April 20, saying: 

“‘We appreciate the splendid service you gave us in sup- 
plying us with footwear for our Easter trade. Our sales 
show a 100 per cent increase over our sales for any previous 
Easter season.” 





AZ 
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Cut No. 958, 40c 


Footwear for 


Everything for the 
and 


N assortment that is bound to suit you—every sole, every 
style of upper, and everything for the Summer season, 
from the humble “sneaker” to its high-toned cousin in fash- 
ion’s latest dictate. Whether you play tennis, golf or baseball, 


it’s here. 


The fisherman will find 


the stock is new—no old stuff, carried over from year to year, 
as is found in many sporting-goods houses. 


Our repair department can give you quick service. Let 


us convince you. 


(Insert your store name here) 


the Summer Season 


Athletic Girl, the Sportsman 
the Fisherman 


his wants supplied in this store, and 














Pretty White Shoes 
and Oxfords 


Every one of the latest 


which set off a pretty ankle and add to the 
costume of the well-groomed woman or 
miss. There is a growing scarcity of truly 


Summerish footwear, so 
early to get them. 


Have you seen the latest 
Shades in tan and russet 
leathers, as well as those 
made to match the costumes 
Dame Fashion has called 
“O. K.”? They are here, 


awaiting your approval. 


Price Range from $4.50 to $12.00 


(Insert your store name here) 







models; the kind 


it’s not a day too 
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“Terrors on Shoes” 


HAT is the complaint of 


most parents. Yet the 
active youngsters travel five 
miles to our one; they go through 
places we would never dream of 
attempting, they dig their toes 
into the ground, kick stones out 
of the way, and who ever saw a 
boy dodge a mud puddle? 
Just the same there are shoes 
made to withstand just such 
abuse. Bring the youngster 
here and let us show you 
what we have for them. 
We'll save you dollars each 
year on your shoe money. 


(Insert your store name here) 














What Does 
**Recorder’’ Service 


Mean? 


Have you ever stopped to think 
what “Recorder” service means 
outside of the very low price at 
‘ which you obtain these cuts 
themselves, for instance: They 
are not “mats” or any cheap 
method of reproduction, but 
are copper-faced electrotypes, 
mounted type high on wooden 
bases. Not only can any news- 
paper use them, but they are 
just what your printer himself 
would order for you. 
Next, you have the right to ask 
for advice in regard to your 
advertising. If your advertising 
does not “pull,” send in a 
sample and let us look it over. 
There is no charge for this ser- 
vice, if you are a “Recorder” 
subscriber. 
The advertisements in the “Re- 
corder” are an education in 
themselves. You can tell by 
them what the coming styles 
are to be and where to buy at 
best advantage. 

















————<— 
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Cut No. 961, 30c 


“Watch Your 
Step”’ 


HE first thing a 
stranger looks at is 


your feet. Note that 


the eye travels from your 
face to your feet, and as a ! 
rule the feet receive the | 
greatest attention. 
A costume by Worth } 
could be spoiled if the 
feet were encased in ill- 
fitting footwear. 
It is a duty you owe yourself to 
wear footwear which do your / 
feet justice. Comfortable shoes 
do not always mean “homely” ! 
shoes. If the feet are properly 
fitted they are also prettily fitted. 
(Insert your store name here) 


6 a 8 es 6 ht Pe 


In the Spring 
The Young Man’s 
Fancy Turns to 
Oxfords 


E wants to put off the old 
things and to put on the 
new. He’ is tired of 

boots, rubbers, heavy . hosie 
and arctics. He wants to kic 
around like a young colt, but he 
cannot do it in that Winter 
stuff. 
And, say, did you ever realize 
that the man who sells you your 
shoes wants them to last because 
he wants your trade year after 
year? Then why not buy your 
shoe dressings here? We know 
our dressings will not harm your 
shoes. But how about that stuff 
= ponent at the ten-cent store? 
it over. 


(Insert your store name here) 

















Bang Away—They’ll Stand It! 


Here is a shoe which will stand 
the gaff—pound away as you 
will on the hard sidewalks; 
walk through mud and slush, 
over rough cobbles and through 
stony fields. They will wear 
beyond what you expect of 
the usual working shoes. Built 
of solid material, they’ll hold 
up where other shoes seem to 
fairly melt away. 
No, they’re not st ylis h— 
they’re built for service rather 
than beauty, but if you want 
wear you can get it. Many 
customers purchase them for 
the rough ways of life and 
change when they get home. 
It pays to do this, if your 
work is hard on shoes. 


Hadn’t you better try a pair— 
they’re but $5.50? 


Cut No. 963, 30c 











(Insert your store name here) 
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Your Salesmen 
Can Give You 


Ideas 


It pays to take your sales- 
force into your confidence 
when writing advertising. 
The man who helps produce 
selling copy is bound to 
work hard to make it pull. 
Get extra proofs of your 
newspaper ads, give your 
salesforce a copy and paste 
them on your windows. 


They will refresh the mem- 
ory of some who might 
otherwise forget the adver- 
tisement or the name of 
your store. 


(Insert your store name here) 
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National Boot and Shoe Manufacturers’ 
Meeting 


In Boston April 24 and 25 to Discuss Important Developments of Industry, 
Labor and Prices---Some of the Addresses Delivered 


A Limited Supply of Good Leather 


Important Facts on Material Supply of World 


By E. G. HOWES 
Howes Bros. Co., Before National Boot and Shoe 
Manufacturers’ Meeting 


HOUGH repetition is not ordinarily akin to brevity, in 
this case I feel I can best fill my part of the program 


by reiterating the statements I made at the Annual . 


Convention in New York; first, that there were no doubt 
stocks of inferior hides at the source that would be offered in 
volume as soon as shipping facilities were adequate; and, 
second, that there was a limited supply of the better qualities 
of hides the world over, as well as in the hands of the American 
tanners. A proof that the latter is a fact is found in the rap- 
idly advancing market. As to the inferior hides, although up 
to the present time there has been little indication of an 
overstock of these, I am still of the opinion that they exist and 
that sooner or later we shall begin to get some benefit from 
+ heir appearance in the market. 
The further statement was made that the European coun- 
tries were bare of hides and leather. The sales of South 
American hides, and the demand for American sole leather, 


has borne out this conjecture. We are daily increasing our 
sales to foreign countries, and up to the present time they have 
reached a significant proportion of our business. The re- 
moval of the English embargo on offal has clarified that situa- 
tion materially, for excessive stocks in this line have disap- 
peared. 

High Standards of Living 


The volume of business transacted during the last few 
weeks, not only in sole leather, but in many other lines, is a 
reflection of the wealth and prosperity of this country, and an 
assurance of a continued large consumptive demand. The 
hysterical vision of pre-war prices has faded into oblivion, and 
people are just beginning to realize that such incidents as the 
recent $67,000,000 increase in railroad wages are but indica- 
tions of a higher standard of living, an enormously increased 
buying power, and a stability of values on a level that few 
of us anticipated. 

I think your President is deserving of our thanks for his 
clear-sighted vision and the energy which he has displayed in 
creating that degree of trust necessary to establish values on a 
sound basis,during the trying period we have just experienced. 
But the veil is now lifting, and the features of Prosperity and 
Stability stand out more clearly to the. observing eye which 
again penetrates the future with confidence. 





Our Merchandise and Quantity 
Products an Advantage 


In World-wide Trade There Is Opportunity 
But Financing Must be Facilitated 


By HENRY W. COOK 
Member of the Boot and Shoe Recorder Trade Delegation to 
Europe in an Address Delivered before the National 
Boot and Shoe Manufacturers’ Meeting 


Mr. President: 

Members of the Executive Committee: 

It is hard for me to share the impression of most men who 
have visited England and France since the armistice and 
have given expression to the feeling that those countries are 
not able to finance purchases in this country. 

I do believe that the countries themselves and as govern- 
ments are anxious to see their way clear to a liquidation of 
war indebtedness, or at least see daylight ahead before allow- 
ing further credits established by the United States. 

It is very evident to the visitor in England and France that 
the individual there has much more money than before the 
war and is spending accordingly. There is a great scarcity of 
many things which this country could supply, and especially 
shoes, but I do not anticipate importations in any great vol- 
ume until the method of financing is more easy than at present. 
This situation will be relieved to some extent when those 
countries are in shape to export and trade their merchandise 
for ours. Again, France will begin to feel relief as soon as 
Germany begins to pay indemnities. 


In the meantime, England allows importation of shoes up 
to 25 per cent of the importations of 1914, and France is allow- 
ing licenses sparingly but in the aggregate in fair volume. So 
great is the need anyone can go to Europe today and book 
large orders for shoes, and if he is patient can ship them over 
a period of time. For the 
present there is no difficulty 
collecting against shipping 
documents, but this will 
probably have to change 
to open credit after Peace 
is declared. And rightly 
so, as it would seem to me 
that one takes no greater 
than a legitimate business 
risk in selling any foreign 
merchants of good stand- 
ing in their own country. 
My impression is that the 
business men there are just 
as jealous of their moral 
obligations, their honor and 
integrity in business trans- 
actions as they are here. 

At first one is inclined to ridicule the style and character of 
shoes in vogue there, but learns as he discusses them with 
those who know and are responsible for them that they fit 
their peculiar needs as well as ours do our own needs. For 
instance, in England all men’s street shoes are heavy and 
rugged; most upper leathers being of the boarded and grained 
varieties, with extremely heavy soles and oftentimes rubber 


HENRY W. COOK 
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calks through soles and heels. A shoe shine there means 
cleaning with no attempt at a paste polish, as here. 

In both England and France lasts are extremely short with 
round or slightly square, stubby toes, with three-quarter inch 
tips and one and one-half inch vamps. As extreme as this 
seems, it is almost necessary in France, where insteps are so 
high and long heel measure so great. 

If one purposes to exploit either market to any great 
extent, he must be prepared to make the styles they want. 
There is a sale for purely American types, but it is limited. 
The shoes of France are just as light in construction as those 
of England are heavy. Up to now our shoes have been much 
more uniform in workmanship and materials and of much 
better finish than the factory product of those countries. 
They specialize very little; it being more than likely that 
each factory will produce everything from heavy and coarse 
work shoes to the finer dress for both men and women. 

The hand-made shoes of both countries are beautiful; real 
works of art and selling no higher than the same shoes in this 
country. 

It is said that a representative of a maker of bench shoes 
in London has been in New York since January and took 
orders for 30,000 of custom shoes in six weeks. 


Disturbed Over Embargo 

I felt quite disturbed in England at the attitude of the 
British manufacturers on the embargo against shoes from the 
United States. They freely confessed that they absolutely 
had to have our upper leather, especially glazed kid and pat- 
ent sides, and almost begged us not to take any action to 
prevent free exportation. They got around the embargo, as 
you know, by having the Government buy and import and 
allocate among manufacturers. I asked them if they thought 
it fair to the American consumer to pay possibly two dollars 
a pair more for his shoes than he would if we kept the leather 
for our own use, and they continue to hold the embargo 
against our shoes. If the same conditions hold, we will eventu- 
ally find that we are furnishing the leather for them to com- 
pete with us in shoes in the markets of the world, notwith- 
standing their unwillingness to accept our shoes. When we 
were in London statistics were being given out to the effect 


that the average weekly wage to English shoe workers before. 


the war was one pound—approximately $5; during the war 
two pounds, or $10. In this country I think we are between 
$22.50 and $25. 

French shoes are admitted into England without restric- 
tions of any kind. 

As we proceed in the exploitation of foreign markets, I 
believe we will find that we are dealing with business men who 
are keen, alert, aggressive and our equals in every way. Our 
merchandise and quantity production may give us an ad- 
vantage for a time. 


Why Prices in Men’s Shoes Remain 
Firm 


A Carefully Prepared Statement of Increased Costs of 
Men's Footwear 


By HERBERT T. DRAKE 


Emerson Shoe Co., Before the National Boot and Shoe 
Manufacturers’ Meeting 


We are all trying to look into the future and determine if 
possible at what prices shoes are going to be sold during the 
balance of the year 1919. It is now five months since the 
armistice, and though there have been, in a few instances, 
slight recessions in the prices of raw materials, for the most 
part they remain stubbornly high. 
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The most popular role for any man to assume is that of an 
optimist and as this trait is so strongly developed in the 
average American, it sometimes prevents us from weighing 
with as much care as we should the real factors in a case. I 
am not able to claim exemption from this prevailing trait, 
and in so far as it applies to business in general, and to the 
shoe industry in particular, I feel very strongly that my 
optimism is fully justified. 

But as there appears to be a tendency among some buyers 
to wait for a drop in prices, I must acknowledge that I am 
unable to agree with them in their expectations. There is 
nothing in the leather, nor in the labor situation, which allows 
us to expect a recession in the cost of production of shoes in 
the immediate future. 


A New Period of Readjustment 


As we are now entering upon a reconstruction period of 
tremendous magnitude, with great international factors en- 
tering into it, it would be rather hazardous to attempt to 
make predictions into a very far distant future. 

Considering all the available facts concerning the supply 
of our manufacturing materials and the increasing labor 
costs, as far as the ensuing year is concerned, there will un- 
questionably be a gradual tendency of prices to climb higher. 

Until European shoe manufacturers get their factories 
running to capacity and the avenues of commerce, which have 
been so badly blocked and hampered by war conditions, and 
cargo vessels are again running freely and bringing our raw 
materials from all over the world, it is difficult to see how, 
with the increased demand made upon the American manu- 
facturers, we can expect lower prices. 


Comparison of Prices of Materials, January 15 to 
April 15 
I would like to read to you a comparison of prices taken 
from the books of reliable Boston houses as of January 15th, 
and as of April 15th of this year, which show the trend of 
prices in the past three months for the principal items which ° 
are used in men’s medium grade shoes. 
Selling Price 
April 15, 1919 
Cc 


Selling Price 
Jan. 15, 1919 


Russia Calf -70 .68 -78 .76 
Black Kid 64 .61 .58 71 .68 .65 
Col. Kid 85 .80 .75 95 .90 .85 
Full Gr. Side Leather 50 .48 .46 52 .50 .48 
Col. Smuff Side Leather .42 .40 .36 46 .44 .40 
Col. Sheep 21 .20% 
Whit. Sheep 23 21 23 2 


Cotton Goods Linings 47 42 .40 .3814.3434.33 


Linings (Custom) 45 per yd .36 per yd. 
9-Iron Outsole 72 per pr .80 per pr. 
Innersole 19 per pr -21 per pr. 
Top Piece 12 per pr 14 per pr. 
Heel 12 per pr. -13 per pr. 


Taking A grade for instance: Russia Calf in practically 
three months has advanced in price 8 cents per foot; Black 
Kid advanced 7 cents; Colored Kids advanced 10 cents; Full 
Grain Sides advanced 2 cents; Colored Snuff Sides advanced 
4 cents; Colored Sheep declined 14 cent; White Sheep re- 
mained the same; Cotton Goods declined 814 cents per yard; 
Custom Lining declined 9 cents per yard; 9-Iron Outsoles 
advanced 8 cents per pair; Innersoles advanced 2 cents per 
pair; Top Pieces advanced 2 cents and Heels 1 cent per pair. 

In findings there is practically no change, while lacings are 
a little cheaper, this item is balanced by the increase in the 
prices of some of the other smaller items. In fact, with the 
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exception of linings and sheepskins there has been an increase 
in price of every item on the list. 

Before going into further detail regarding the relation the 
above advances have to a pair of shoes, allow me to call your 
attention to one other item—our labor cost. 


The New Costs of Labor 


A change from 50 hours to 48 hours per week, with further 
increases on piece work will advance the labor cost at least 10 
cents per pair, and you must not overlook the overhead in- 
crease through the loss of production caused by shortening 
of the working hours. 

Now, reducing the above advances to a pair of shoes retail- 
ing at from $9.00 to $10.00, we arrive at the following in- 
creases in our manufacturing costs: Calf Uppers 25 cents; 
Outsoles 8 cents; Innersoles 2 cents; Top Pieces 2 cents; 
Heels 1 cent and Labor 10 cents, making a total of 48 cents. 
If we deduct from this total our saving in the reduced cost of 
linings, which is 2 cents per pair, we have a final increase in 
our total cost production of at least 46 cents per pair, not 
including overhead increase. 

With these facts before us, and no sound reason for ex- 
pecting lower prices in raw materials or labor, it is very 
evident that shoes will command high prices the ensuing 
year. 

Raw materials will hold their strength until a big surplus is 
produced, and this will require a long time to bring about. 
The best grades of leather for shoe manufacturers will be 
limited in volume and of course prices will be correspondingly 
high. 

However, | believe that every indication points to a most 
satisfactory condition in our trade, prices on shoes will remain 
firm for some time to come, and when changes do occur they 
will be gradual, and not radical. 


Survey of Conditions in Men’s High- 
Grade Shoes 


Progressing in an Ever-Widening Circle—Wages Go Up 
Because Prices Are High, and Prices Go Up 
Because Wages Are High 


By HENRY W. COOK 


A. E. Nettleton Co., Before the National Boot and Shoe 
Manufacturers’ Association Meeting 


Mr. President: 

Gentlemen of the Executive Committee: 

In comparing present conditions with those of January 15th 
as they affect manufacturers of Men’s High Grade Shoes, the 
changes that have taken place have been so rapid and so 
extreme in many ways that it is hard to cast them up in- 
telligently and definitely. 

In a general way, however, I venture to say that there has 
never been a time in the history of the shoe industry when the 
unexpected has happened in every branch of the business, 
from supplying the materials, making the shoes and dis- 
tributing them to the consumer, in so short a space of time 
as that which we are considering. 

I think the manufacturers of fine shoes would be a unit in 
saying that we felt on January 15th that we had reached the 
danger point in high prices and that further advances would 
mean curtailment of a volume that even then was as low as 
would allow a profit on manufacturing. Since then, however, 
prices to the dealer have advanced 75c to $1.50 a pair, and if 
we were to price our shoes on to-day’s market for materials, 
they would have to be at least 50c a pair higher; possibly a 
dollar. I, for one, don’t dare figure them. 
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And yet business has been most active and pleasing; in 
dollars and cents almost double any time during the war 
(eliminating the military business, it is double); it is double 
the best pre-war period in dollars and cents, and almost 
equals the peak in pairs which occurred when shoes were selling 
for less than half the factory price of to-day. 

Astounding, isn’t it, when you consider our fears of January 
15th; and yet, as you know, old Senator Sawyer used to say: 
‘The worst of our troubles are those that never occur.” 


The Retail Merchant’s Experience 


Turning to the retailer’s experience, I quote one: 

**We have tried our best to keep down the price of 
shoes by not laying in a big stock of expensive footwear; 
we have made displays of lower priced shoes, but we 
found it did no good. Shoes retailing at five and six 
dollars the pair are left on our shelves, while the higher- 
priced goods are snapped up. Why? The public has 
been earning big money and is used to paying big 
prices for goods. Day after day people of moderate 
means come into this store and demand twelve dollar 
footwear. ; 

**It appears to be a case of the cost of high living, and 
not the high cost of living, as the late James J. Hill 
said.”’ 

A Widening Circle of Costs 


It would seem that we are progressing in an ever-widenihg 
circle—wages go up because prices are high, and prices go up 
because wages are high. Personally I can’t help feeling that 
the right place and only place for every loyal, progressive and 
ambitious American citizen in these times of varying opinions, 
of freely expressed fears for the future unless we do so or so 
in the much abused and never clearly defined reconstruction 
period, is right out on the very edge of the widening circle, 
showing our confidence in ourselves, in our wonderful country 
and the remarkable age in which we are living. 

Stocks are clean, and shelves are empty. 

We are promised the greatest crop this year that the 
country has ever produced. Savings bank deposits are the 
largest ever, and there are many owners of Liberty Bonds and 
Thrift Stamps that have never been bank depositors or in- 
vestors. Our exports so far this year are at the rate of more 
than six billions, and bid fair to exceed those of 1917. We 
haven’t yet caught up in shipping with the demands made 
upon it. 

High Prices Continue 

With small stocks of all kinds of completed merchandise 
and a great scarcity of raw materials, I can’t see anything but 
high prices for a long time to come. Some possibly would 
hold off from purchasing, fearing a break in prices; if they do, 
they will be the loser. Business is here, and we must all go 
with the tide if we are to take advantage of it. 

In market for raw materials, we find varying opinions and 
to such an extent that it seems to be a question of who can 
make the most successful guess. Even the statisticians dis- 
agree and one can find figures that will substantiate almost 
any opinion he cares to express. 


The Outlook on Leather 


* The cattle supply of the world is said to be 25,000,000 
short as a result of the world war; at the same time statistics 
show some increase in cattle in the United States during the 
past year. 

Good quality leather of all kinds is extremely scarce and 


. will be even more so with the lifting of the British Import 


embargo. 
Kid is not only in scant supply, but late reports indicate 
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advancing prices at skin sources, while Government reports 
show accumulations of goatskins at certain export ports. 
Tanners with private sources of information claim such re- 
ports are exaggerated. 

Imports of hides and skins are still low in comparison to 


pre-war conditions. 





It is in the Juvenile Trade that the Biggest Style 
Season on Whites is Assured 


Army Orders 25,000 Pairs 


Bids to Be Opened May 1 in Washington 


Washington, D. C.—Bids will be opened May 1, by the 
shoes, leather and rubber section, clothing and equipage 
division of the Quartermaster Department, for 25,000 pairs 
of russet shoes, sizes from 51% to 12 in B to EE widths. 

Bidders on these shoes will be required to state in their 
proposals whether they intend to use oak or union for outsoles 
and to specify the name of the tannage, and also whether 
they propose to use oak or union tanned leather for insoles, 
counters and welts, and whether oak, union or hemlock 
tanned leather for heel lifts. If necessary, they must be 
prepared to submit samples of bottom stock. 


Swift Service in Shoes 


Lynch Shoe Company, Lynn, achieved this: 

It finished 58 cases of shoes in its factory Friday afternoon, 
April 18. It delivered them to the Lynn post office at 7 
o’clock in the evening. The postal department delivered 
them to C. E. Wethey Shoe Company in New York at 8 
o’clock the next morning. By two o’clock in the afternoon, 
those shoes were being worn on Broadway. 

In less than 18 hours, those 58 cases of shoes were finished, 
inspected, packed, delivered from the Lynn factory to the 
New York wholesale house, were distributed among retailers 
and were fitted to the feet of buyers. 
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Information On 1920 Convention 


Put Punch in Your Store Library 


Punch, the monthly publication of the Massachusetts 
Retail Shoe Merchants’ Association, will be distributed to all 
members of the National Shoe Retailers’ Association through 
headquarters of the National in its May issue. There will be 
a limited number of copies for distribution to shoe retailers, 
non-members of the National, which may be had by writing 
to Massachusetts Retail Shoe Merchants’ Association, Boston 
Shoe Trades’ Club, 24 High Street, Boston. 


New Service Office in Boston 


Armstrong Cork Products Company with 
A. K. Barnes in Charge 


Announcement is made of a new organization formed by 
the Armstrong Cork Company, manufacturers of Korxole, 
the flexible cork innersoling, and several other products used 
in the making of shoes. 

This new company is known as the Armstrong Cork 
Products Company, with an office at Room 403, No. 207 
Essex Street. Besides Korxole, this concern also makes 
Linosole, a cork material for slip insoles and sock liners, 
gem duck and tape for gumming. 

A stock of these various materials will be carried in a 
warehouse space on Lincoln Street. The factory is located 
at Lancaster, Pa. The Armstrong Company is perhaps the 
largest manufacturer of cork products in the world. 

The Boston organization will be managed by A. K. Barnes, 
who for several years has been in charge of advertising 
Korxole in the company’s publicity department at Pitts- 





A. K. BARNES 


burgh. Several men are covering the country, making per- 
sonal calls on the shoe stores. 

A most cordial invitation has been extended to shoe manu- 
facturers, jobbers and retailers to visit the new office in the 
Shoe and Leather Building, where samples of the products, 
and old and new shoes containing them may be seen. 
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The Boston leather market shows a 
steady increase in activity, and in 
several lines advances are noted. As 
has been the case for weeks and weeks, 
the demand is top-heavy, the best 
grades being in such call as to create 
scarcity while the lower grades are 
almost uncalled for, and continue to 
accumulate. Shoe manufacturers have 
about completed their run on Spring 
goods, and are about ready to start on 
Fall orders, though some after-Easter 
size-ups and duplicate orders are coming 
in. The demand for top grades has 
so reduced stocks that leather men pre- 
dict a consequent call for lower grades, 
and this is given for holding those 
grades, with heavy stocks and light de- 
mand. 


SOLE LEATHER 

Sales aggregate.large, both for do- 
mestic cutting and for export, with a 
marked prevalence of orders for the 
higher grades and for offal, and a much 
smaller call for third selections or 
lower. Prices are strong, though few 
advances are noted, but thereis a general 
belief that higher prices are inevitable, 
particularly on the better grades, as 
soon as shoe manufacturers get well 
started in next seaso.a’s_ business. 
Tanners claim that with labor and 
hides so high, as well as tanning ma- 
terials, there must be advances in sell- 
ing prices, and that any marked increase 
in demand will start quotations up- 
ward. Dry hide hemlock overweights 
sell at 46, 44, 40 to 41c and 35c. Middle 
and light weights quoted 44, 42. 38 and 
33c. Supplies of Nos. 3 and 4 are 
accumulating. There is a_ steadily 
good call for the best grades of union 
sole, and cow backs are selling at 72c 
and steer backs raage from 72 to 74c. 
Lower grades are fairly active. Sole 
cutters and shoe manufacturers are 
buying. Oak sole in the better grades 
is in very moderate supply, and prices 
are advancing. Heavy bends for the 
finders’ trade is very scarce. and quoted 
96 to 98c, and blocks of 10 iron held at 
$1.20. Texas scoured ovk backs quoted 
at 78c. Best bends from packer hides 
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bring $1.00 a pound for heavy, light and 
medium 98 and 96c. Backs range from 
82 to 85c for standard tannages. 
Belting butts in better call and large 
sales quite numerous at 94 to 96c for 
No. 1 and 92 to 94c for No. 2. 

Offal of all kinds is down to a mini- 
mum, and many dealers sold _ out. 
Prices naturally are higher. Bellies 
are well sold up, with hemlock quoted 
16 to 17c: union, 18 to 22c, and 25 to 
32c. Shoulders, 26 to 28c for hem- 
lock; shoulders 45 to 5lc; scoured oak 
59 to 69c; double rough shoulders 56 to 
62c. There is a good demand for oak 
and union heads, the former quoted at 
18 to 19c; the latter at 15 to 16c, but 
hemlock heads not heavily called for 
and quoted at 11 to 12c. 


UPPER LEATHER 


The market foe the high grades grows 
stronzer every day, and in many lines 
there is a positive scarcity, which is 
pushing prices so hizh that shoe manu- 
facturers are puzzled to figure costs and 
set selling prices for their product. 
Hides are high, and cost of tanning 
materials and wages advancing, and 
tanners predict a heavy increase in 
prices as the demand increases. The 
call continues heaviest in the highest 
grades. Calf leathers selling at 85, 83, 
80c for colors, and 82, 80, 7&c for black. 
Ooze calf quoted at 95c to $1.00 a foot. 
Chrome sides in colors and black sold 
ahead in the lighter weights. Bark and 
combinatioa tannages in only moderate 
call. Waxed splits are selling right 
along for export. Ooze splits have ad- 
vanced, now 13 to 15c upward. Gusset 
Chreme splits advanced 2 to 4e. 
Flexibles in demand. The call for 
patent leather is very heavy, both for 
home cutting and for export, and 
jepanners are running their plants to 
capacity with many sold ahead on the 
finer qualities. Sheep leather shows a 
steadily increasing demand. Glazed 
kid being produced in larger quantities, 
owing to receipts of raw skins. Many 
tanners sold ahead. Patent colt and 
kid being sent out on old orders as fast 
as prepared. 


Market 


Review of Leather 
Supplies and Prices 
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The demand in the Boston market 
continues to be confined mainly to ex- 
tremes, and these are quite scarce and 
have advanced in price. Some ex- 
tremes have sold as high as 28c, though 
others of about the same salting went 
for 26c and 25c and those of’ early 
spring dating quoted somewhat lower.. 
Ohio buffs range from 24c for No. | 
down, but sales are few and far bhe- 
tween, current salting quoted at 20 to. 
2lc. New England and Canadian 
hides show the same range of prices 
though offerings are few. Southern 
are practically sold up. Extremes ar 
quoted at 24c for northerns, Ic less for 
middles and 2c less for far south. 

The Chicago packer hide market has. 
not been particularly active the past 
week; but prices have been well main- 
tained in all kinds, and in one or two 
sales advances are noted in current 
take-off. Native steers are held at 3lc 
for April heavies, and 29c for April 
lights and 28c for extremes. Native 
cows, current salting, have sold at 27c 
for heavies and 28c for lights. Texas 
steers are firm, no sales recorded at 30c 
for heavy, 29c for light and 28c for ex- 
tremes. Country hides held very 
firmly, buffs held at 22 to 24c, and ex- 
iremes 24 to 27c, according to selection_ 

The Chicago calfskin market is, per- 
haps, somewhat less firm than a week 
ago, sales of Chicago cities having been 
made at 53l4c, a drop of 1%c from 
sales the previous week. Packers are 
asking 55 to 57%c for Aprils but are 
believed to be willing to shade such 
quotations. Outside city skins are 
quoted at 52 to 53%c and countries 45 
to 47\%4c. Kips are held more firmly, 
however, early and current take-off 
quoted at 39c. 

The New York calfskin market 
shows a definite easing up on prices, 
caused by the heavier local supply and 
the receipt of large amounts of foreign 
skins. New York city skins,7 to 9 
pounds, have sold at $4.80, other weights 
$5.75 and $6.75 though tanners are 
offering $4.60, $5.60 and $6.60. 
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REVIEW of conditions existing today shows that 
A the production of women’s high grade shoes this year 
“ ~~ has not kept pace with the demand. 

Several months ago it was apparent that women were 
buying more freely than during the war, and shoes of the 
finer grades were ordered by merchants in larger quantities. 

For many years we have depended largely on the foreign 
element for turn workmen, welt lasters, wood heelers, and 
hand sewers. Immigration practically ceased in 1914 and 
it was no longer possible to add to our forces from this source. 

It became more difficult as time went on to keep all of our 
men, although wages have increased at least as fast as in any 
other industry and all factories have been running to full 
capacity except when interrupted by strikes; higher wages 
did not stimulate production. 

It is to be hoped that an earnest, concerted effort will be 
made to have our young American boys, preferably returning 
soldiers, learn these branches in our factories and thereby 
help us to increase the output. 

Wages are high, workinz hours and conditions favorable 
and our men are employed throughout the year. 

Fine leathers are scarce and high in price. It has been 
difficult for manufacturers to cover their wants ahead as in 
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Production of Women’s High-Priced 


Footwear 
Has Not Kept Pace with the Demand 


By WALTER J. HALLAHAN 
Of Hallahan § Sons, Inc., Before the National Boot and Shoe Manufacturers’ Meeting 


Cut Soles and Natural Bottoms 


past years, therefore it has been impossible for shoe manu- 
facturers to accept orders as freely as in past seasons. 

It is gratifying to note that women are wearing pumps and 
oxfords this Spring instead of boots and it is believed that 
this fashion will continue during 1920, perhaps longer. 

The saving in upper leather will be enormous and this will 
be reflected later on, we hope, in the stabilization of prices of 
fine goatskins and calfskins. 

The splendid co-operation of the retailers with the manu- 
facturers has resulted in standardizing styles each season to 
a great extent. It is no longer necessary for us to have 
distinct styles for different parts of the country and merchants 
are able to buy in advance with the full assurance that the 
styles they select are those that will be featured by the 
leading merchants in every section. 

If the spirit of co-operation between the tanners, shoe 
manufacturers and shoe retailers inaugurated during the 
war is developed more and more each season through frank, 
open discussions such as we are now having of our problems, 
it will place all of us on a more substantial basis with less 
likelihood of losses through experiments and it will enable us 
to help one another when we are in doubt, ultimately resulting 
to the general good of our entire industry. 


Why Not Utilize Good Leather with Scratches and Brands and Keep Alive a 
Conservation Measure Adopted as a War-Time Practice 


attention of shoe buyers. They are by a cut sole manu- 
facturer. He says: 

“We cannot provide enough ‘fine soles to satisfy our cus- 
tomers. We cannot sell our medium and low grade soles at 
any reasonable price. 

“For our fine soles, we get from 50 to 60 cents a pair. 
That is an abnormally high price. Yet we cannot supply 
enough fine soles at that price. 

“On the other hand, we have soles at 40 cents a pair down 
that we cannot sell at any reasonable price. We have me- 
dium grade soles held in storage since the armistice was signed. 
They were cut from army sole leather. ; 

‘Fashion, and the demand for fine shoes, have much to do 
with the state of our business in soles. Wearers of shoes, 
chiefly women, insist that shoes be finished as finely on the 
bottom as on the uppers. So makers of shoes are driven to 
buy the fine grained soles, and pay a premuim for them. 

“Natural bottoms are the vogue for shoes in most all grades. 
Black bottoms are rare nowadays, especially among shoe 
manufacturers who use our soles. It is so, because buyers 
have the habit of insisting on shoes whose soles have a 
natural finish. 


Y atte statements about cut stock seem worthy of the 


“Yet I will take the liberty of remarking that a natural 
bottom may cover a multitude of sins, just the same as did a 
blacked bottom. Shoe men know how to “dope” a natural 
bottom, just as well as they know how to black it. 


No Real Danger to Stock 

“Of course, if there is black paint on the bottom, it will 
cover up brands, barb wire scratches and liké imperfections. 
But it does not always follow that these imperfections lessen 
the durability of a sole. Usually a brand, or a barb wire 
scratch, is on the back of the animal, and that is where his 
hide is best. 

“The demand for natural bottoms on shoes was accelerated 
during the war. The Conservation Board recommended 
natural bottoms on soles of shoes. That was to save the 
expense of buffing and blacking bottoms. It was economy 
that looked good in theory, but that didn’t work out in prac- 
tice. It helped to give the natural bottoms a preferred 
position, and the soles that could be used for blacked bottoms 
were neglected. So the price of the fine grade of soles went 
up, and the supplies of medium and low grade soles accumu- 
lated. 

(Continued on page 56) 
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Why Is the Merchant Interested in 
Manufacturers’ Labor Problems? 
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The Subject of Non-Deliveries Is of First Importance---Why Continue Bulk 


Sales to Corporations for Redistribution to Workers at Cost? 


By H. B. SCATES 


President Massachusetts Retail Shoe Merchants’ Association, Before the National Boot and Shoe Manufacturers’ Association 


unionism and fair treatment, as affecting cost and 

delivery of merchandise. At first thought manufac- 
turers might ask, “‘Why does the retailer make our labor 
problem his business?’’ My answer is that over a period of 
twenty-five years, retailers have suffered through strikes, 
causing non-delivery of shoes and loss of profit respectively 
as much as have the manufacturers. 

In my opinion the time has come when our associations 
must interest themselves in this problem to bring pressure 
to bear upon manufacturers of shoes to handle this question 
of labor much more intelligently in the future than they have 
in the past. If labor has been unreasonable and unfair at 
times, it is equally true that manufacturers have also been 
unfair, unreasonable and arbitrary in their dealings with 
labor until at the present time the pendulum has swung too 
far and labor has secured the upper hand. 

We now know in the light of present experiences that the 
old method of antagonizing labor unions and combating 
progressive labor movements was a mistake, and that a 
friendly spirit of co-operation would have secured better 
results. Because manufacturers have been arbitrary in 
their dealings with labor, labor has reached the point where 
it is so suspicious of the good-will on the part of the manu- 
facturers, that we have reached a most dangerous stage. 

I believe it is the duty of our association to urge manufac- 
turers now to take the offensive and to combat bad leadership 
on the part of local union leaders, who are securing self 
aggrandizement and who employ destructive measures, and 
that the manufacturers’ association as a whole get squarely 
behind a movement to create one big shoe union, and this 
one union to be assisted to secure the best leadership possible; 
men who are big enough to be fair and to see both sides of 
our problem, at the same time without using any of their 
aggressiveness in fighting for what is fair for the workmen. 


B' labor I mean just that in its broadest aspect, trade 


To Work for the Good of Labor 


I believe that this shoe ucion should be a part of the 
American Federation of Labor, for the reason that any union 
who seeks to secure high prices for itself at the expense of all 
the rest of humanity is a class proposition, and that the ideal 
position for labor to be in is to work for the general good of 
labor as a whole. This distinctly means that the shoe 
workers shall not be paid excessive prices for their labor, the 
burden of which must be borne by all the other classes of 
working people; and the shoe union, being affiliated with the 
American Federation of Labor, would see to it that no other 
class of workmen should receive excessive prices. 

Bolshevik ideas, as regards shop committees on matters 
pertaining to discharging of help and the question of quality, 
must be combated as being unfair, because they would react 
against the best workers themselves. Also arbitration 
clauses must be accepted by the workers unless some better 


method of adjustment can be devised. As retailers, I believe 
it is our duty to urge these steps upon manufacturers as an 
association, because looking back over a period of twenty- 
five years, I have seen where more than half of the troubles 
have come about through local unions fighting each other, 
both led by incapable leaders, actuated by jealous motives. 
Therefore, I am of the opinion that propaganda of the 
cleverest kind must be devised to fight bad propaganda, and 
to convince the workers that one big union is far better for 
their own interests, than to continue to have their affairs 
conducted by two or more local unions in each shoe manu- 
facturing center. 


The Bulk Sales to Corporations 


The next vicious thing, which we as an association must 
fight, is the already large amount of shoes which are being 
sold by shoe manufacturers to big corporations, who in turn 
retail them to their employes at cost, or at a small nominal 
profit, which does not allow the retailers to compete. This, 
I think, we can put up to the manufacturers with two argu- 
ments, that they will be unable to combat. 

First, I do not believe that this method of distri- 
bution results in one single pair more in production, 
than if the shoes were sold and retailed by legitimate 
dealers at a fair margin of profit. 

Second, I would put it up to such manufacturers 
and corporations that it is not in keeping with the 
co-operative spirit of the world, in which every man 
must work in order that the rest of men may live. 
Isn’t it true that the railroad men are merely one small 
group of men, who earn their living through the efforts 
and activities of the rest of us? If we, through trans- 
portation of merchandise and passenger traffic, supply 
them with the means of living, shouldn’t they in turn 
do their share towards supporting us by giving us our 
means of living as manufacturers and retailers, by 
buying our merchandise at a fair profit? 


A Chaotic Condition in Distributing 


If our shoe manufacturers as an industry continue to 
sanction and to foster this spirit of distribution to consumers 
without retail profit, it isn’t very hard to see what a chaotic 
condition distribution would be thrown into, if only this 
principle were carried far enough. 

To fight this insidious method to a finish and kill it, we 
must have the support of every local association, and I 
invite every retailer in the country who has knowledge which 
can be proved that corporations in his town are buying 
and selling shoes to their employees at a profit lower than 
that with which we can compete, to forward to me such facts. 
A committee who have been appointed by the National 
Association of Retailers will continue the work which they 
have already started to combat this evil. The members are 
Messrs. Scates, Orr and Mensch. 
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In No European Country Is Footwear as 


Cheap by Fifty Per Cent 


A Fact Brought Out by Edwin P. Holmes at Meeting of New England Shoe 
Wholesalers’ Association 


Young’s Hotel, Boston, April 16, with the following 
member-concerns represented: McElwain, Hutchinson 
’ & Winch, Pilgrim Rubber Footwear Company, Amos P. 
Tapley Company, Dunham Bros. Company, Parker, Holmes 
& Co., Greene, Anthony Company, and The Rubber Com- 
pany of New England and Wm. H. Mayo, of W. F. Mayo 
Company, were also present as special guests. 
President Peter W. Hutchinson presided and immediately 
after luncheon introduced Edwin P. Holmes, of Parker, 


[x “Spring Meeting” of our Association was held at 





EDWIN P. HOLMES 


Holmes & Co., a member of the Association’s Executive 
Committee, who gave those present a realistic and instructive 
outline of his experiences as a member of the “Boot and 
Shoe Recorder’ trade delegation which recently visited 
Europe. Mr. Holmes’ interesting talk was embellished by a 
number of photographs taken by himself during the tour. 

He described the visit made by the delegation to various 
shoe manufacturing centers in England, and said that at the 
conclusion of the delegation’s visit to Great Britain, a most 
cordial and harmonious understanding had been reached 
with the British shoe manufacturers and wholesalers. 

Outside of the “‘national’’ shoes. produced under govern- 
ment regulations, prices of footwear in England were found 
to be about 50 per cent higher than for corresponding grades 
in the United States. Mr. Holmes expressed the opinion 
that the British Government was entirely within its right in 
doing everything it could to protect the British shoe manu- 
facturers. 

The party found that in France shoe trade conditions were 
about the same as in England. Many of the tanneries in 
that country have been destroyed and France is badly in 
need of light leathers. However, if the present embargoes 





on shoe and leather imports should be suddenly lifted in these 

countries, the price of footwear in the United States undoubt- 

edly would at once advance $1.00 a pair. 

Mr. Holmes gave some particularly interesting views of 
the Peace Conference, and said that few people in our own 
country realize how little the people of Europe actually know 
concerning war conditions there. 

Italy has apparently suffered a greater reaction since the 
armistice than either England or France, and the shoe 
manufacturers of that country ‘found it necessary to get 
together and form an Association to help out a very serious 
situation. The general methods of shoe wholesaling, Mr. 
Holmes said, were found to be quite different in these Euro- 
pean countries from those in the United States. 

Following Mr. Holmes’ address there was a general dis- 
cussion of the present status of the leather goods terms’ 
situation throughout the United States, Messrs. Byron S. 
Watson, E. P. Tuttle, and others participating. 

It was voted, on motion of Mr. Holmes, that the Associa- 
tion’s Executive Committee should meet as soon as possible 
and make a general survey of the situation for the information 
of the members at large. 

President Hutchinson announced that John G. Magaw, of 
the Pilgrim Rubber Footwear Company, had accepted an 
appointment as a member of the Executive Committee to 
fill the vacancy caused by the retirement of Mark W. Shaw. 
Mr. Magaw’s appointment will greatly strengthen our 
Committee inasmuch as he has had a number of years’ active 
and influential service in the Western Association of Shoe 
Wholesalers. 

Resolution Passed 

On motion of E. P. Holmes, the following resolution 
was unanimously adopted: 

. “Resolved,—That the New England Shoe Wholesalers’ 
Association, in meeting assembled this sixteenth day of 
April, 1919, records its cordial appreciation of the exceedingly 
helpful and constructive services rendered to our Association 
and to the New England wholesale shoe trade generally, by 
our esteemed associate, Mark W. Shaw, who recently relin- 
quished his connection with the Pilgrim Rubber Footwear 
Company; and be it further 

“‘Resolved,—That our Association hereby sends to Mr. 
Shaw, through its Secretary, its best wishes for success and 
prosperity in his new field of activity.” 

On motion of A. S. Foster, the following resolution as bear- 
ing on the present telephone tieup, was also unanimously 
adopted: 

*“‘Resolved,—That the New England Shoe Wholesalers’ 
Association, believing that continued Government control of 
our transportation, telegraph and telephone systems will 
constitute a most serious handicap and menace to the indus- 
try and commerce of the United States, hereby respectfully 
calls upon Congress to restore these systems to their owners 
at the earliest moment compatible with the general public 
interests.” 

Announcement was made that there will be a meeting of 
the Executive Committee of the National Shoe Wholesalers’ 
Association at Hotel Brunswick, Boston, July 9, 1919 
commencing at 12 o’clock noon. 
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Retail Shoe 
CLERK 


The Clerk of today is the 
Merchant A iaieasell ‘f 


Broadening the Horizon 


Merchants Getting on Higher Ground Through Heart-to-Heart Conferences 


Ohio on a business trip happened to be in a city in 

Indiana in which was located another brick making 
plant. Both of these concerns were making shale paving 
brick and were in a way competitors. The Ohio manufac- 
turer called on the Indiana firm and after a very pleasant 
visit during which general conditions were discussed he 
asked the privilege of going through the plant of the Indiana 
concern. Immediately the officers to whom he had been 
talking shut up like so many clams, advising him that it 
was absolutely against their rules to allow anybody to go 
through their plant. They prided themselves, so the Presi- 
dent of the concern stated, on doing some things in a better 
way than the average brick maker was doing. They had 
worked hard to complete these processes and they did not 
propose to give away any of the secrets of their business to 
their competitors, consequently, the Ohio brick maker 
did not get to see the plant. Before leaving, however, he 
told them that he thought in his plant they were doing some 
things in a better way than in the average plant but that in 
his opinion there was none of the plants making paving 
bricks as good as they should be made. Government reports 
of wattler tests and moisture tests showed a larger per- 
centage of bad brick even among the highest grade factories 
than should prevail. That the success of the Indiana plant, 
the success of his plant and the success of all other shale 
paving brick concerns rested on the betterment of their 
product. He invited the Indiana manufacturer to visit 
his plant and if on that visit any ideas could be secured that 
would better the product of Mr. Indiana manufacturer he 
would certainly be glad to give any information at his 
command. 


A FEW years ago a brick manufacturer from Southern 


An Apt Parallel in Business 


A few months later the Ohio manufacturer received a 
letter from the Indiana manufacturer recalling his promise 
of assistance; telling him that they had recently purchased 
at a cost of about twenty thousand dollars certain brick 
making machinery. This particular machinery had been 
bought because they had been told by the salesman that the 
same machinery had been installed a year or two previously 
by this Ohio manufacturer. They were having difficulties 
with the machinery—could not operate it successfully or 
produce good brick, and asking information as to how to 
successfully operate the machines. To this letter the Ohio 
manufacturer replied about as follows: “It is true that we 
did install the machinery referred to in your letter at an 
original cost of about eighteen thousand dollars. We spent 


about five thousand dollars additional for accessory machin- 
ery to help out the original. We tried it out for six months, 
lost some very valuable contracts and lost the good will of 
some of our best contractor friends. We figure that our 
entire loss was about thirty thousand dollars. We junked 
the machinery for about eight hundred dollars. Had you 
told me at the time I visited your plant that you were con- 
templating purchasing this machinery I would have been 
very glad to have given you this information at that time 
instead of giving it to you now and thus have saved you the 
immense loss that you have sustained. Yours truly, 


This story illustrates in a vivid way the direct loss sus- 
tained by the factory through trying to can up information 
through restricted vision and a horizon that is only as wide 
as their own plant and their own selfish ends. No thought 
was entertained toward the betterment of brick making 
generally, of increasing efficiency or doing any one thing 
that would result in improvement of the brick making craft. 


Co-operating with Sales Force 


What is true of the brick industry is just as true of the 
shoe industry. The men today who are progressing in their 
business are the men who are not only adopting methods of 
efficiency of selling shoes better, of co-operating with their 
sales force but, are the men who are big enough and broad 
visioned enough to see that betterment of their own business 
must come through a corresponding betterment of their 
neighbor’s business. If there is a merchant in your commu- 
nity who is not merchandising his shoes as successfully as 
you are, he is a menace to you. The way to remove the 
menace is to improve his methods through your assistance. 

This is the association spirit. The disposition and the 
willingness on the part of each merchant in the community 
to lay his cards face up on the table and to frankly admit that 
he has no secrets in his business but what he is willing 
his competitor to know in so far as store management and 
other general condition of his business is concerned. 

In an Indiana city recently the retail shoe merchants 
decided to organize an association. Two or three of them 
formed themselves into a visiting committee, called on the 
other merchants and told the plans of organization. With 
the exception of one merchant called upon all said ‘‘sure.”’ 
“That it is the proper thing to do, should have been done 
long ago, we are heartily in favor of the movement;, will 
attend the organization meeting and do all we can to make 
it a success.” The one merchant who had not joined forces 
with the others said he had got along this far without belong- 












April 26, 1919 





ing to an association and guessed he could continue so. He 
was pessimistic about business conditions, said retail shoe 
business was the hardest game in the world, wished he was 
out of it. His store was for sale. He complained that his 
clerks and other clerks of the town wanted to run his business 
and every other business and when the time came when a 
man couldn’t run his own business it was time for him to 
get out and that was why he wanted to sell out. 


The Store Reflects Its Management 


Everything about his store reflected his disposition and his 
mental attitude. Neither he nor his sales people wore a 
pleasant, winning smile, the store had a gloomy, uninviting 
appearance, the merchandise on his shelves seemed to have 
been selected at random from every factory and wholesale 
house who had seen fit to call on him. There was a general 
feeling among his neighbor merchants that his business was 
slipping and general appearance and his conversation was a 
pretty good indicator of that condition. This retail mer- 
chant, like the brick manufacturer referred to above, was 
restricted in his vision, had never learned the joy and happi- 
ness that comes from getting up on high ground above the 
mists and fogs that becloud the deep valleys of self-con- 
tainment. Every other merchant in this city had in mind 
the forthcoming Liberty Loan and were already doing the 
preliminary work connected with that movement. This 
one merchant had nothing to do with the Liberty Loan or 
any other welfare work that looks toward community 
betterment. 

The greatest job before every man in the world today 
regardless of his profession, occupation or business affilia- 
tion is to be happy and to bring happiness, sunshine and 
contentment to those with whom he is associated and with 
whom he comes in contact. 


Business Profit Sharing Plans 


The profits in business cannot all be computed in dollars 
and cents. A great share of the actual profit or benefit 
derived from any business lies in that invisible inspirational 
benefit that is extended to others of the community. Never 
before have merchants and business enterprises generally 
seen the actual benefit as well as the actual necessity of 
incorporating into their business profit sharing plans that 
make for the prosperity, happiness and contentment of the 
employes of the institution and whenever merchants in 
every community will forget that there is any such word as 
“competition” but recognize other men in that same line of 
endeavor as business neighbors and talk over their problems 
in an open, frank and fair-minded way, forgetting little 
niggardly selfishness, and bend their efforts toward bettering 
their own condition through community betterment, then 
will merchandising be placed on the high, scientific, intellec- 
tual and inspirational plane where it belongs. 

There are many problems before the retail merchants 
today that can be solved only on a co-operative basis. 

The luxury tax, for instance, presents problems that must 
be worked out in a co-operative way. The law is not suffi- 
ciently clear but that many points must be left to the mer- 
chant in the way of records and collections. The merchants 
of every community should get together and adopt one 
specific plan which will be in vogue in all stores that will be 
fair and just to the customer, to the government and to the 
store. 

The white shoe season presents another problem where 
concerted action is desirable. Co-operative advertising, a 
specific day set for opening the season and general arrange- 
ment. of stores to harmonize with these ideas have been 
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found beneficial in communities where they have been tried 
out and are worthy of the collective consideration of the 
merchants in every community. 


Co-operation on Help—Not Competition 


The problem of store help can best be solved by co-operation 
among the merchants rather than by competition among 
the merchants. This does not infer that the merchants 
should combine and set a price for salaries or wages of store 
help. It is meant to convey the idea that by working out 
plans of paying help on a division of profit basis in all the 
stores of the community will work to the upbuilding of 
better merchandising conditions in that community. 

A study of stores and conditions in various communities 
is convincing evidence that where merchants are antagonistic 
to each other, where price cutting and throat cutting are 
indulged in unsatisfactory stores are the rule. Stores 


= 3 
A Creed for Americans 


WE BELIEVE in our country—the United 
States of America. We believe in her Consti- 
tution, her laws, her institutions, and the 
principles for which she stands. We believe 
in her future—the past is secure. We believe 
in her vast resources, her great possibilities— 
yes, more, her wonderful certainties. 

WE BELIEVE in the American people, their 
genius, their brain, and their brawn. We 
believe in their honesty, their integrity, and 
dependability. We believe that nothing can 
stand in the way of their intellectual and 
commercial advancement and prosperity. 

WE BELIEVE that what are termed “times 
of business depression” are but periods of 
preparation for greater and more pronounced 
scientific and industrial successes. 

AND WE BELIEVE that in our country are 
being worked out great problems, the solution 
of which will be for the benefit of all mankind. 





From the address of J. Stevens Ulman, President 
of F. Blumenthal Company, before the boys of the 
Morristown, N. J., school. 








x x 





are untidy in both exterior and interior appearance; sales 
people generally are underpaid and unsatisfactory. The 
natural result of these conditions is that merchants are not 
accumulating the confidence in proportion to the efforts put 
forth. The better class of trade is leaving town and making 
their purchases elsewhere. 

While in communities where merchants do co-operate, 
work together and plan together, where sales people are paid 
on a division of profit basis, store appearance is much better, 
store service is bettér and merchandising conditions are 
better beyond comparison. Merchants are not complaining 
seriously of the high price of shoes nor of their net profits. 

The two greatest factors in elevating retail merchandising 
to a high plane of efficiency are trade journals and craft 
associations. , 

Both are mediums for the exchange of ideas. Both impart 
added inspiration, zealand pep. Both are essential and worth 
while to merchant and employe alike. 
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We Want the “Luxury Tax” Repealed 


How Your Customers Can Help in the Repeal of This Tax 
on Shoes, Hosiery and Buckles 


CAMPAIGN BY THE NATIONAL SHOE RETAILERS’ ASSOCIATION 


—. way you look at it, the so-called ‘Luxury Tax’’ on shoes is discrimination against the shoe business. 
Besides making the retailer all kinds of trouble collecting the tax and keeping track of his taxable transactions, 

it adds to the already burdensome cost of necessary footwear to the consumer. We want this ‘“‘war taz’’ on an essential 
commodity repealed. The one method to obtain the repeal of the tax is to bombard the new Congress with petitions 
and protests. We cannot let the grass grow under our feet in fighting this unfair revenue legislation. The tax on shoes 
goes into effect May Ist. A special session of Congress may not be called until June, and perhaps not until a later 
date. It is to be expected, however, that the President will call a special session in the near future and that the repeal 
of the “luxury tax’’ can then be accomplished if every retailer will enter a strong protest by writing a letter to the mem- — 
bers of the Senate and House from his home district and following this first letter up with another letter, then by a 
series of telegrams when Congress is in session. 

Address your letters and telegrams to Washington, D.C. Make your protest a strong one. 


Some retail organizations have adopted a plan which enables the customer to send his protest to Washington also. 
Following this plan many stores pass out a slip to their customers to sign. Others are circulating petitions among their 
customers. The text of both slips and petitions is brief and to the point, and the following is a good example of the 


wording used by some big department stores: 


Luxury Tax Petition 


TO THE SENATORS AND REPRESENTATIVES IN CONGRESS FROM (Here insert the name of the State): 


‘The undersigned consumer (if individual slips are used) or 
The undersigned consumers (if the large petition form is used) respectfully request that you use your 
votes’and influence to have stricken from the Revenue Bill passed at the last session of Congress, the 
so-called Luxury Taxes. | 

We request this action because these taxes are discriminatory, they are an unjust and annoying 
burden to the consumer, will throw out of employment many workmen engaged in manufacturing 
the articles taxed at a time when it would appear to be necessary to prevent unemployment, and 


because of the fact that the Government will derive a comparatively small revenue at an exceedingly 
heavy cost of collection. 


Signed: 


Thousands of shoe stores can use such slips or petitions to excellent advantage. The cost for printing will be 
insignificant compared to the results to be obtained. On and after May Ist, until Congress meets and the tax can be 
repealed, you must collect a “‘war tax’’ from your customers amounting to 10 per cent of the selling price in excess of 
$10. ‘ If you sell a pair of shoes for $12 you must collect a tax of 20 cents from the customer. (10 per cent of the $2 
excess.) THE TAX MUST BE PAID BY THE CONSUMER. YOU CANNOT INCLUDE THE TAX IN THE 
PRICE OF THE SHOES AND MARK THE MERCHANDISE “TAX PAID.” The Revenue Commissioner bas 
so ruled. The Consumer has to PAY the tar. Ask the consumer to help you KILI. the taz. 
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H. S. Potts of the Norvell-Chambers Shoe Company of 
Huntington, W. Va., gave an address on “Good Correspond- 
ence” at the annual convention of the West Virginia Credit 
Men, which was held recently at Charleston, W. Va. 


“FEEL that it is an honor to represent the city of Hunt- 
| ne and an especial honor to represent her at a meeting 
of credit men of the State—to me Huntington is the best 
city in the State, and of all the people of the State her credit 
men are closest to my heart.” 

“The subject that has been assigned to me is ‘Good Corre- 
spondence; some of its chief features; its neglect; its impor- 
tance, and how it may be developed.’ A few days ago there 
appeared in one of our local papers an account of a meeting 
at which one of the speakers was to make an address on 
‘Patriotism’—such a subject—as high as the heavens, as 
deep as the ocean and as boundless as the winds—I wondered 
where the speaker would anchor. 


Gives Ideas Based on Experience 


“So is the subject I have, ‘Good Correspondence’ and the 
question is where to begin, what features or what particular 
character of correspondence to discuss and where to leave 
off. I came to the conclusion that as this is a meeting of 
credit men we would perhaps be most interested in the 
character of correspondence that has to do with our line of 
work. I am not a correspondence expert and therefore shall 
not attempt to talk to you technically or scientifically, but 
will try to give you my own ideas based on my experience. 

“In order to get a better understanding of what sort of 
correspondence the credit man is interested in it might be 
well to define his duties, or in other words, what is expected 
of him in his very responsible position with the business 
institution with which he is connected. 


Must Pass Upon All Orders 


“First he must pass upon all orders, either accept or de- 
cline them—bearing in mind at all times, of course, that his 
house wants and needs the biggest volume of business possible, 
but that on the other hand only a very small percentage of 
loss in bad or uncollectible accounts must occur. 

“From my own experience and observation, however, I 
would say that even the very first letter to a delinquent 
customer should go a little further than to simply say ‘Your 
account is past due. Please remit.’ The letter should be 
brief, courteous, dignified, not capable of being construed as 
a demand but nevertheless conveying the impression that a 
settlement is expected. 


A Good Follow-Up 


“Tf the first letter fails to bring a response, it should be 
followed up within a very few days with another, a little 
more urgent but just as courteous. In my opinion the 
letters that really count and get the best results are the 
‘follow-up’ letters. ‘Constant dropping of water wears 
away a stone’ and so reminders if sent out with frequency 
and regularity usually produce a loosening effect in the long 
run. Regardless, however, of whether it is necessary to 
write one or a dozen letters to a delinquent customer, and 
even if it is necessary to threaten suit the element of courtesy 


“Good Correspondence” in Business 


By H. S. POTTS 
Of the Norvell-Chambers Shoe Company, Huntington, West Virginia 
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should always be employed. It never pays to be discourteous 
under any circumstances whatever. 


Must Be Handled with Care 


“The credit man has to contend with short payments on 
account of unearned discounts, deduction of interest, charges, 
etc. These little matters are very vexatious but they must 
be handled with extreme care. Often a very desirable and 
profitable account hangs in the balance over a little difference 
or misunderstanding that amounts to only a few dollars one 
way or the other. It is in these cases that ‘a word fitly 
spoken is like apples of gold in pictures of silver.’ A discreet 
letter will bring about a pleasant and satisfactory adjustment, 
whereas a little indiscretion will probably result in the loss of 
the account. A case which to my mind fully illustrates this 
feature came under my observation just a few days ago. 

‘“‘A customer wrote a letter to the house from whom he 
had received a shipment, stating that he did not think that 
he would be able to dispose of the goods and asking permisston 
to return them. The house promptly replied to his letter, 
reminding him that he had placed the order some months 
previous, that a definite delivery date was specified on the 
order, that it had been promptly accepted and acknowledged, 
that it had finally been shipped at the proper time, and that 
under the circumstances they could not permit him to return 
the shipment. The letter wound up by saying ‘We shall 
expect you to keep the goods and pay for them.’ Within 
about two days the letter was returned by the customer 
with a notation on the bottom of it to this effect, ‘All right, 
I will keep the goods and will pay for them. But—’. The 


customer had been offended by an indiscreet letter. The * 


last sentence, ‘We shall expect you to keep the goods and 
pay for them,’ was what worked havoc. If it had been left 
out and the whole tone of the letter had been a little more 
human, the customer would have kept the goods, would 
have paid for them promptly and have remained a profitable 
and satisfied customer. 


Letter Represents Credit Man’s Experience 


“T have mentioned these instances in order to bring out a 
few of the varieties of credit correspondence. In general I 
should say: The credit man’s letter ought to be really an 
edition of himself, for it represents his experience, his judg- 
ment and his ability. 

“It seems to me that there are certain qualities that stand 
out pre-eminently, as requisites of a good letter. Of course 
it should as much as possible be free from stereotyped or 
hackneyed expressions. It should be original, that is, let 
its thought and its wording originate in the mind of the writer. 
Let it be his letter, representing his firm. 


Missive Should Be Absolutely Courteous 


“Then a good letter must, at all times, be free from any 
trace of overbearing, of bullying or abuse or insolence. 
Always in every word and sentence, absolutely courteous— 
always holding an attitude toward the addressee as to a man 
or company of honor and integrity and worthy of respect. 

“‘Nothing counts more in any correspondence than prompt- 
ness. The merchant with whom you are dealing realizes 
by your promptness that you are alert—on the job—and 
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that one thing will have a great deal to do with holding him 
to the mark. 


Inject Own Personality in Letter 


“T think a credit man should try to inject into his letter 
his own personality—let the warmth and the magnetism of 
his own nature (in so far as he has those qualities) color the 
cold business sentences until they make of each letter a 
personal thing. 

“Last of all but most important of all—the underlying 
quality of all these other qualities that I have mentioned— 
and therefore first and last is sincerity—truthfulness. Speak 
the truth diplomatically, tactfully, but speak the truth. If 
you are true in your statements, even if you slip sometimes 
into errors or blunders of wording and construction, you will 
keep the respect of your customer and uphold the integrity 
of your house. No amount of finesse or juggling of words, or 
clever scheming can take the place of straightforward honesty 


and sincerity.” 


Little Helps in Management 


A manager of a very successful store has adopted a plan 
for getting odd jobs done about the store that has worked 
out most satisfactorily. Up until he adopted this plan, this 
manager would notice as he went about the store odd jobs 
that should be attended to—odd jobs as we call them, little 
things the salesmen should do when not busily engaged with 
the more important details. But if all salesmen were busy at 
the time, this job would slip his mind and consequently it 
was not done when it should have been and as this manager 
did not spend all his time on the floor, being engaged in other 
duties which required his attention in the office, he was not 
always right on hand when the salesmen could possibly 
attend to these little jobs. But with the adoption of this 
system he has no trouble in getting these details attended 
to. 

An Efficient Reminder Box 

He has a box which is divided into two apartments fastened 
to the door-sill just outside his office door, and as he goes 
about the store he makes a note of things he finds that should 
be attended to on a card which he has provided especially 
for that purpose. He drops this card into one of the apart- 
ments of this box. The clerks have been instructed regarding 
the purpose of this box and when they are not busily engaged 
in other work they are instructed to watch this box for 
things the manager wants done. When the salesman starts 
to do the work as outlined on this card he removes the card 
from the box. When he has completed the task, he signs his 
name to the card, returns it to the box and deposits it in the 
other apartment. 

Through this plan this manager gets the odd jobs done 
without taxing his memory with them, neither does he have 
to be on hand just at the moment the salesman is idle in 
order to execute commands, and is free to devote his time 
and attention to more important details. 


A Good Checking System 


By having the salesman sign the card when he has com- 
pleted the job he can tell just which salesmen are inclined 
to be willing to co-operate with the management. Some 
salesmen are inclined to lay down on the job if the ‘“‘boss” 
isn’t watching them and let the more willing salesmen do 
the work. The salesmen are unconscious of the part this 
little system plays in their promotion, yet this manager is 
rather inclined to favor those who apparently find time to 
get more of these jobs done than the others and still keep 
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their sale records equal with the rest. These jobs are not 
always the most desirable, and if a salesman is inclined to be 
a shirker he will keep busy at some trifling job until some 
other salesman has performed the job. 





Team Salesmanship 
Weekly Prize of $10.00 Offered , 


The proprietor of a large retail establishment has inaugu- 
rated a plan whereby he has stimulated a great interest 
among his salesmen in an effort to beat their sales records. 
He has divided his sales force in two teams, each team having 
an equal number of clerks and as evenly divided as possible. 
He has exercised great care to see that one team does not 
have all the best salesmen. Every Monday morning each 
salesman receives a card upon which is a record of his sales 
for each day of that week for the year previous. 

As a special incentive this merchant offers a prize of $10 
to be equally divided among the members of the winning 
team. As this merchant has ten salesmen, five on each team, 
this means an extra $2 a week to the members of the winning 
team. The only condition attached to the offer is that the 
total sales of the winning team must be greater than the total 
sales of its members for the corresponding period the year 


previous. 
A Sales Chart 


On the wall of his office, this merchant has a chart upon 
which he enters the results of the previous day, giving the 
total sales of each member of the two teams, and the sales- 
men may consult this chart each day to see how they are 
progressing. 

This merchant reports that his salesmen take a much 
greater interest in these contests and that they have resulted 
in increasing his sales more than 25 per cent. Because the 
teams are so equally divided the prize goes back and forth, 
one week to one team and the next week to the other team 
neither team has a sure thing of it, it keeps their interest alive 
and the results are well worth the costs. 





CUT SOLES AND NATURAL BOTTOMS 
(Concluded from page 49) 


‘“‘Fashion also has to do with the preferred position of fine 
soles. In the women’s trade, light, fine bottoms with thin 
edges, are wanted on nearly all fashionable shoes. It takes 
a superior piece of leather to make such bottoms. 


Selected Soles Make Higher Prices 


‘*Now I would like to say to shoe buyers that if they wish 
fine bottoms on shoes for coming seasons, they should be 
willing to pay a high price for them. The next lots of leather 
from tanneries will cost more than lots presently in the market, 
because hides are higher, and labor costs are greater. Only a 
limited number of fine soles can be selected from any lot of 
leather. So I say that if a buyer wants fine soles, he should 
be willing to pay for them, just the same as he pays the price 
for a reserved seat at the theatre, or the price for a fine 
automobile. 

‘“‘But, on the other hand, if he wants lower prices, he can 
have them by taking up the medium grade soles that are 
accumulating. They won’t look quite as nice as the fine 
grades, when finished up on the bottoms of shoes, unless 
blacked bottoms are brought back into fashion. But the 
wear is there just the same.” 
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THESE ARE CUSTOMER- 
MAKING SLIPPERS! 


Every slipper want of every woman can be met with these splendid novelty num- 
bers—They are dainty, extremely attractive and thoroughly serviceable. 

They will increase your feminine trade and invariably hold the customers they 
make—Get them in your windows—and in stock. 

And note how temptingly priced these slippers are! 


Cretonne 
Boudoir 


An ideal cretonne slipper for women desiring house 

comfort; padded sock lining; fibre matting sole: pom- 

pom. Blue, Pink and Lavender. Ladies’ sizes, 3 to 8. 
Price $10.50 Dozen 


Made of serpentine crepe with pretty floral designs to 
match kimonos. Pink, Blue, Copen, Rose and Lavender. 
Ladies’ sizes, 3 to 8. 
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i and boudoir Sli 
Strawina Vamp and Sole with ratine aut 
silk pom-pom and binding in colors 
Blue, Copen, Rose and Lavender. Ladies 
sizes, 3 to 8. 

Price $8.50 Dozen 


No. 713 
Corduroy 


Slipper 


all-round house slipper 
made of fine narrow corduroy. Fibre sole 
and pom-; . Colors: Pink, Blue, Copen, 
Rose and Lavender. Sizes, 3 to 8. 
Price $12.00 Dozen 


Princess 


Comfortable pon-ton fibre slipper lined 
washable terry cloth, with a cuff; corduroy 
bound; fibre sole silk pom-pom. Ladies’ 
sizes, 3 to 8. 

Price $10.50 Dozen 


No. 706 
Poplin 
Slipper 


_A more comfortable > -¥ could not be 

desired by any woman for her boudoir, 

made of fine in in plain solid colors of 

Pink; Blue, . Rose and Lavender. 

Ladies’ sizes, 3 to 8. “Hiiien 
Price $9.00 Dozen 


K. M. STONE IMPORTING CO. 


12-14-16 EAST 22nd STREET 


NEW YORK CITY. 











. 


Summer 


Dark Brown Play Oxford Dark Brown Barefoot Sandals 
Guaranteed Chrome Soles Guaranteed Chrome Soles 


RP eine eaten 
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534 same in Black 540, 1144-2......... 


TRED-LITE STEP 


Guaranteed for 75 Days 


The present-day children’s shoe—guaranteed to withstand the 
wear and tear that every active child gives it. 


A guarantee slip goes with every pair. TRED-LITE STEPPERS 
will win and hold the big children’s trade for every merchant. 


The low styles shown are for Summer selling. The TRED-LITE 
line includes guaranteed shoes in all styles for boys and girls. 


See our samples. 95 per cent of our sample orders bring back 
RE-ORDERS. 


Send for latest Flyer, which shows complete line. 


‘Henry Kleine & Co. 
208 .W. Lake Street 
CHICAGO 
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"Those Better Shoes” 


John Kelly: Inc. 
Rochester N.Y. 
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WeareMOVING! 


The Hygrade Shoe Works announces 
its new executive office and sales- 
rooms at Nos. 108-110 Duane 
Street, New York, after May Ist, 
1919. 


Here they will occupy ten times the 
space of their quarters up to now, 
and will enjoy a correspondingly in- 
creased advantage in meeting the 
requirements of their developing 
trade. 


Hygrade Shoe Works 


NEW YORK 


= Factory: 2963-81 ATLANTIC AVE., BROOKLYN 
Chicago Office: Lees Building 
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HE importance to the 

dealer of every tendency 

just now to stabilize and 
maintain price levels can hardly 
be overestimated. 


SUN Bie 8 8s 8 8. eS 


In the face of rising prices, 
Smith-Briscoe purchases of raw 
stock many months ago when 
the market was much lower are 
amply justified in the savings 
now possible to the dealer in the 
Smith-Briscoe line. 


a a er ee 


We will gladly tell you more, by 
letter or by salesman. 


Good Shoes 7 r 7 Sfen minal 


Gallun’s Nor- 
wegian Grain 


Marge Shoe ar, Ine. 
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~_>keComlort and Grace 
rate: ; > 
in Arch Preserver Shoes 
; NHESE shoes have nothing freakish or con- 
f spicuous about their shape. They are as 
smart as can be, Their comfort results from - 
special construction and new last modeling that 
‘provide an instep which comes up and sta}s up 
‘snug to the arch of your, foot. 

They are anatomically designed and scientifi- 
cally fitted to prevent flatfoot and other arch 
troubles, and to preserve the high sweeping arch 
you were bora with. By their comfort and sup- 
port they permit a springy, youthful step and 

hoa are | promote a graceful carriage. They assist in re- 
Misses, Arch Pre storing health, beauty and comfost to unhappy 
feet, 

Every active woman will be keenly interest€d 
in the wonderfal story told in the booklet, 


“The Story of Beautiful Feet’’ 


yeargandkasaman- 't tells how this Arch Preserver Shoe has 
p benaty Bone brought comfort and grace to thousands of 
Tue seiay shoe | Women Mothers will also be surprised to learn 
COMPANY how much their shoes have to do with the weak 
Portsmouth, Obie ankles and foot troubles of their children. 


This booklet is free. Write. 











We» 


Reduced reproduction of advertisement 


appearing in magazines for May. = 
Arch Preserver Shoe Advertising 


- brings you business by telling women 
how to get what they already want. 


And— best news of all to them—women can have 
these realities in a shoe with the high arches and 
stylish lasts they so dearly love. 


Women have always wanted style, wanted foot 
comfort, wanted health protection, wanted grace- 
ful foot action. 








Now they are learning where they can get all of 
these things in the same shoe. 
Arch Preserver Shoes afford prevention of broken- 
down arches because they have a rigid, anchored 
steel instep support. 


They guarantee comfort by special last modelling 
and by a new scientific fitting system that works 
wonders. Comfort promotes graceful foot action. 


This mark on every pair 


The Selby Shoe Co. 


TRADE MARK REG. US. PAT. OFFICE 


The truth of this message, being published to 


‘ millions, is testified to by thousands of women 


who have bought Arch Preserver Shoes during 
the last four years; and by dealers who have made 
wonderful successes with this shoe. 


Ask about these successes and our proposition 
for dealers. 


Send your letter to-day. 


Dept. A 


Portsmouth, 


Ohio 
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NOVILLA KID 


THE FOREMOST CONTRIBUTION TO FASHIONABLE 
FOOTWEAR 


is, favored for its soft, mellow feel, kid-like break and lustrous appearance. 
Makers of all classes of footwear are finding in NOVILLA KID the ideal combi- 
nation of quality and economy. 

It is made from selected light weight sides, but to the eye the finished leather is 
a duplicate of high grade kidskin. 


NOVILLA KID DOES NOT SCUFF 
Your manufacturer can supply you with NOVILLA KID footwear in black 


and colors at popular prices. 
ORIGINATED AND MADE ONLY BY 


Castle Kid Company - - Camden, N. J. 
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TWO STYLES FROM 
THE WELL KNOWN, 
WELL MADE LINE 
OF JOHNSON BROS. 
WOMEN’S 
SHOES 
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A Dongola 9 inch Lace Boot, 
10-8 Heel, on Our New 111 
Last. 
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A Black Kid Lace Boot, Louis 
Heel, on Our New 112 Last. 


Mag de in Le, Pre 


“Tree Sta te 


JOHNSON BROS. SHOE MEG. OO. 
Hallowell, Maine. 
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143 Duane St., NEW YORK 


Factory, Brooklyn, N. Y. 
Manufacturers of the celebrated 


Duane Shoe De Luxe 


The ultimate in Women’s Turned Footwear 


IN STOCK 


Sample Pairs gladly sent on request 


Logue Sie 


PREMIER SPATS 


Satin and Silk Moires in the latest 
shades. All the prev: 
colors in Wool Kersey 


Ask to see our **Wooleather”’ 
Greatest Spat Cloth on Earth 


<pque ovelty (53 
Tien “ing Sb 
Cincinnati, Ohio. 


Commercial Tribune Bldg. 


CUGEUEORUOGEOOGEORGRERORROER 











“Spats when 
you want 
them” 
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Its superiority is so 

generally recognized 

that our market is be- 
ing constantly wid 
Customers are amon the 
most discriminating judges of 
leather values. Useful wher- 
ever kid can be used. 
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_ Bancroft Walker Company _ 
for CLEAN shoes 


SSE eSee Sees eet 





‘mame 














Coburn 
Trolley Ladders 


are simple, efficient, inexpen- 
sive, saving time in sales effort. 
Get estimates—send us a rough 
sketch of your store interior, 
showing shelves to be reached 
and let us tell you the cost. 


Catalogue on request. 


Ceburn Trolley Track Mfg. or 
HOLYOKE, MAS 


& 


PU 
TULUUREGERUREUUEGRERGUOREQUUCOURQUROGEEOROROGUEES 


SUDUCODOEOOUEREUOCHCEUOUOOUOGCOEEOERORGROOCGEOOUGOROCEROUCRROCCRROESEUEEOERS 


OXFORD LACES 


Silk and Mercerized 
Round and Small Tubular 


One Inch Flat and Three Eighths Tubular 


COLONIAL BUCKLES 
THE LINCOLN COMPANY 


The House Ahead 
1508 Washington Ave. St. Louis 


SOCHGEEEECOOECECECOROERCGEGOROROGRRORGROCRCRORGRES 
PALIT 


PITITITIIIITITITITITI TTT iit ttt it 


Wet 





ay sonable ain Snappy 


IN STOCK 


White Nubuck, Good- 


year Welt, White Ivory 

Welting, White Enam- 
elled Heel. A to 
D, 2% to 8 


$4.50 


Style 5315 


122-124 Duane Street, ~ New York City. 











N. S. R. A. Convention, Boston, 1920 


Business Profit 


is not all in the money you make on sales. There’s 
business profit in insuring against business losses. 
Your losses by fire will be properly protected if you 
have the special insurance policy issued by us. 
There’s a profit every year of at least 25 per cent 
on your insurance cost. Write for particulars! 


Fitchburg Mutual Fire Insurance Company 
FITCHBURG, MASS. 


The city of 141 diversified industries 
99% of which are locally owned 
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Giemsa The 
shades Puskerabile 
L, 1 nN f or men 


CosyToes 
Feltwear 
















New styles in Cosy- 
Toes Feltwear for 
men reveal original- 
ity and “class.” The 
good taste shown in 
our latest designs 
appeals to the mas- 
culine mind. You 
can build up a strong 
business in Feltwear. 


A much wider choice ot 
styles is available than ever 


Sryce 166 
—New button cuff model, before. 
“> = pe ye —_ Being the only telt slipper 
_— = manufacturers in the United 
Srrus 165 States manufacturing from 
See an a the raw material to the fin- 
with soft sole ished produét and distrib- 
and spring uting direét to the consumer 
heel through the medium ot the 








retailer exclusively, we feel 
that we are in a position to 
offer you a higher grade of 
merchandise with resultant 
profit extension to you. 






Wire for one of our repre- 
sentatives to call and submit 
the full line. 


Ask for Ready-to-Ship Catalog 


Standard 
Felt Company 


FaGories and General oe 
West Alhambra, Cal. 


New York 
117 East Twenty-third St. 
Chicago 
404 South Fifth Ave, 
San Francisco 
417 Market St. 
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} stot iel 





Styre 163 
—Soft heel and spring sole, 
Bootee model. Numerous shades 

Styize 164 

—Same, but with leather sole and heel 
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ALCO-GRAVURE, INC,. N.Y. 
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When 
You 

Need 
It! 






Cherry 


rawtord 


OR UNBRANDED 
1F PREFERRED 


With Oxford business heavier than most merchants anticipated, 
there seems to be a general shortage. We have shipped large 
quantities of Oxfords and are prepared to handle your Oxford 
orders promptly in anticipation of big Memorial Day business. 


Write for Eaton Shoe Horn, showing all stock styles. 


No. 2659, shown above, is our Dictator last, carried 1—2—3-4 
ey ns PO ba yn) my TS $5.00 


CHARLES A. EATON COMPANY 


BROCKTON, MASS. 


NOW 
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SKILL AND CARE 


: are absolutely essential in the manufacture of Fine 
% Turn shoes. 
Turn workmen must use the utmost SKILL AND 
} 3 CARE in both lasting and relasting a Fine Turn. 
x Edge work, wood heeling, bottom finishing and other 
details of manufacture demand the same degree of. 
attention. 
Some of our friends say our Turn Shoes are unt- 
formly well made. We are manufacturing only Turn 
Shoes of this Character. 
Pumps and Oxfords to retail from $7 to $9. 
i Boots to retail from $11 to $16. 


ELLIS-EDDY COMPANY 


: S HOEMA KERS 
: 


Haverhill, Mass. 
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Shoe and Leather Men 
From Everywhere— 


register at the “Essex.” It’s the 
preferred hotel among shoe and 
leather men. The popularity of the 
hotel is due to its: service. Stop, 
once at least, at the “Essex’”’ and 
see what a satisfactory service is 
rendered. The pleasure of contribut- 
ing to your pleasure, and profit, when 
in Boston will be anticipated. We 
advise writing or wiring for rooms. 


Hotel Essex 
BOSTON 


-McCARTHY BROS. 


Proprietors 


Mr. Retailer. 


You want your orders filled. 
Sometimes you are in a hurry. 


But if there is any question 
about your credit you will be 
delayed. 


Get your credit record straight. 
Write us today. 


The Credit Clearing House 
**Builder of Better Credits” 
Executive Offices: 440 Fourth Ave., New York City 
Branches in all important cities 
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Modest in Price and 
Strong in Quality 
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CHILDREN’S SHOES 
WITH SELLING MERIT 











Kalt-Zimmers Quality is the 
outgrowth of good factory pro- 
duction. Years of specialization 
in making children’s shoes 
places us in a position to offer 
the shoe merchant young 
folks’ footwear of thor- 

ough merit. 
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The shoe here shown is 
typical of the K-Z line— 


95 stylish, durable, salable 


always! 


KALT-ZIMMERS MFG. CO. 
MILWAUKEE, WIS. 
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e Style 260—One of 
TSrrect Dodg ce Sg Te 


Full Louis heel. 
Sold to June 1 de- 
livery, Price $4.30 


For All Occasions 


IN STOCK 


Style 261—One of 
our new long vamp 
operas. In white 
reignskin, 2 1/8 
Full Louis heel. 
oud to June | de- 
Style 268— livery. Price $4.00 
White Sea 


Island Opera, 
“Baby’ 
Half Lou v s 


: Ui ee. $3.75 


Style 232—White Sea 
Island; white ivory 
sole. Price..... $3.25 





Style 267—This same model, in 
| white satin. Price.......... $4.50 


| O you recall the prediction that we Style 216—Same, in gold cloth, 
made relative to the price of shoes 
in the ‘Boot and Shoe Recorder” of 
March 29, wherein we stated that shoes would not be cheaper? 
We did not expect our prediction to be so thoroughly correct or 
have it so soon apparent. We predict that shoes are going to 
be still higher in price than they are now. Retailers who took 
advantage of our stock department and were fortunate enough 
to have placed their orders before we were sold out, have already 
reaped the benefit of their sagacity, and we would strongly ad- 
vise you to take advantage now of whatever salable merchandise 


can be purchased. 
Prices Not Guaranteed. 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 


2 : Boston New Philadelphia Chicago San Francisco 
= te, 183 Essex St 851 Matbridge Bldg 600 Denckla Bldg. 20 W. peckoon Bivd. 417 Pacific Bldg 
= SH — Northern Bidg. 
: Mont, 


gomery ereee City, Mo 
20 Galena Ave. BS idg. 
All goods sold F. O. B. Newburyport; terms, net 30 days. Single pairs, 25c a pair extra. 
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EV ANGELINE 


(Reg. U. S. Pat. Office) 


SHOES FOR WOMEN 


A SMART OXFORD THAT 
WILL SATISFY THE MOST 
DISCRIMINATING 


STOCK No. 3264 


Women’s Mahogany Calf Oxford, 
G. W. Natural Welt, White Stitch, 
85 Last, l}-inch Heel.- Price $4.75. 


MAY FIRST DELIVERY 


MADE BY 


L—A,. ‘A BERRY SHOE COMPANY 
PORTLAND, MAINE 


Boston Office, 428-430 Albany Building 
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They’re found in the better stores 


DE LUXE Spats originated by the American Gaiter Co. are absolutely a 
quality product—in fit—in appearance—in material—in workmanship. 

The high grade stores are our constant customers. 

The seekers of quality—and they are many—invariably find in DE LUXE 
spats the satisfaction that comes from getting the very best. 

DE LUXE spats are featured in all prevailing colors—tan; fawn, brown, 
beaver, taupe, pearl, white, biscuit, drab and chamois. 








Place your Fall orders now. Samples upon request. 


American Gaiter 
Company, Inc. 


THE PREMIER MANUFACTURERS 
OF HIGH GRADE SPATS 


Acknowledged the best fitting and finest 
made spats in the world 


FACTORY NEW YORK OFFICE 


129-133 GRAND AVENUE ROOM 602 
BROOKLYN, N. Y. MARBRIDGE BUILDING 


TODRCCOUUEEOEOQOOOURUREEOQEQOOUUUUEROQOQQGOUECREOQOQQRURERROGEE 





SPUQOQOUOUERESOOGOOUGRUSEREOOOOUOGUUREESOQDGRROREREORO00008 


TUNGCOUOOUOUOOGOONOROOEOROODOGEOLOLS 














DE LUXE 
(Invisible Buckle) 
Patent pending 


DE LUXE 


(Invisible Buckle) 
Patent pending 


SUPRUURDORCGROGOORURCROOURORDRRGRRORRRORRRREGED= 


=Aanteanl 


HOW TO READ A BANK REPORT 





: ‘Surplus’ . and . ‘Undivided Earnings’ 4 Keport of American Trust Co. to the Bank 


Commissioner, Nov. 1, 1918: 


These are also a form of “Capital.” In the case 
of the American Trust Co., Capital earned by the 
bank itself. 


This item, therefore, is a measure of growth, earn-  Jime boats sca) gor’ Brr a2 
ing power, service, efficiency, conservatism in the Customers’ Liability on pease 
28 Acceptances »U09. 
payment of dividends and other elements of Pe 2,540,169.28 


SUCCESS. pes 
$31,447,386.29 


An increasing “Surplus” shows that a portion of 

earnings is put back into the business and that LIABILITIES 
the protection afforded’ by the bank’s capital is Deposits $25, 786,348.65 
continually strengthened by a growing reinforce- a Risniteas 2,655,281.52 


ment. Acceptances i 
Rediscounts 1,597,811.12 


eS 


In on. next advertisement we shall consider “‘De- $31,447,386.29 
posits. 


AMERICAN TRUST COMPANY 


50 State St., Boston our Ge Gen 


The eighth of a series of advertisements 


ASSETS 


Member 
Federal Reserve System 





cheaper than, 


a 


“* 
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Qictory Liberty 


The Clean-up’ Pe mmore fi and England gave ten to fifteen times 


more lives in the war than America was called on 
for. It cost them more in money as well. 


America offered her men freely, and the way the soldiers of the ‘‘dollar- 
nation” fought was the bit too much that broke the enemy’s spirit. They 
fought desperately, splendidly, reckless of wounds and death. They would 
not be stopped. And had the Allied armies been required to drive the 
enemy to the Rhine, the casualty lists would have been ghastly. 


Money power saved those lives. The “dollar-nation” proved the 
might of its dollars. The enormous schedule of war preparation, the 
demonstration of the terrific potential power of the country, united for a 
common purpose, had its effect on the morale of the German people: and 
hastened their collapse. 

Industry is rapidly working back to peaceJproduction and production 
means money. Money—wealth—can be replaced, but lives never. 

The Victory Liberty Loan represents lives saved, soldiers returned to 
their homes unharmed. 


The Victory Liberty Loan is your chance. 
How much will you take? oe 


Button 


Space contributed by the 


BLUM SHOE M’F’G COMPANY 


FACTORIES AT 


DANSVILLE, N. Y. 


Prepared by American Association of Advertising Agencies cooperating with United States Treasury Department 





~] 
by 





BOOT AND SHOE RECORDER April 26, 1919 





Bi FOR ya. oi ain daicnin ca dedednnnde Se TIN hte ccs PEs s oa 


3. Approximate number of people in adjacent territory who trade in your town........... 


Ee Sr I BI wo 6. 6.4.5 5 59.64 464 eh eT teres 
5. Number of shoe retailers in your town (a) Department stores... ......00 0.0.0 e cee ees 


(b) Exclusive shoe stores. .: 0.0.00. ccc eee cece 


6. Estimate of percentage of total retail shoe 
ee, ee eee ee ere oe ees eee 


= 


Percentage of your total business that 1s 
Re re eer Terre ere he rr oe mei er 


8. Percentage of your women’s business 
ee a ne ne IIS 5 5550.05 hos IE hs kn case eave ss eos shuns 


Bi ee ae Ee SO AE GIP EE IE oi oo 8 56 hie i ks enn eke theese 5855 cae eees 


10. Is your business growing as fast or faster 
Ee A ED SE RN TI FI oo ovo oon Bb ss B86 ewe bbws diner ne cadens owen el 


OL CCE eTeTeT rt orr ere 











Ask yourself these questions 
if you want— 


—A faster growing business 
—A better grade of business 
—A higher percentage of profit 


There are in this United States thousands of retail shoe mercltants who have before 
their very doors the Golden Opportunity— 


—The Golden Opportunity to increase their businesses, raise its quality and make 


more money. 


Many of these men are today handicapped by one thing only—lack of concentra- 
tion on fast-selling lines. Their stocks are too big and too mixed. And as a result 
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their turnover is slow, their odds and ends eat up the profits made in the selling 
season, and then forced cut-price sales tend to cheapen the whole atmosphere of 


style so essential to a business in stylish shoes. 


As long as business is business and people are people, these difficulties cannot be 
overcome entirely. But they can be reduced to a minimum by the application of 


the proper buying and selling principle—concentration. 


For your own satisfaction, fill out the self-analysis chart above. Then ask your- 
self whether you are getting 100% out of your present business; whether you are 
making as much money and doing as fine a business as your local conditions 


permit. 


If your answer is yes—if you are satisfied, well and good. But if you are in doubt, 
if your store is not doing what it should and can do—then act—and act at once. 


Concentrate your purchases on a few fast-selling, nationally-known lines of shoes, 
one make only in each grade, men’s, women’s, children’s. By this method comes the 
greatest success, the greatest growth, as testified by hundreds of shoe merchants 
who are today on our books as regular customers, Accredited Red Cross Shoe 


Agencies. 


If you care to do so, send the chart to us, Attention Manager of Shoe Statistics, 
with any additional information you may see fit to add. We will be glad to go 
over it carefully and submit to you a conservative statement on the possibilities 
in your town, based on twenty years’ experience in selling shoes to merchants 
who use the principle of concentration in their businesses. 


And should you want further information, we will send a representative who, with- 
out obligating you in any way, will show you concretely what concentration on 
fast-selling lines like the Red Cross Shoe can do to increase your business. 


The Krohn-Fechheimer Company 
721 Dandridge Street, Cincinnati, Ohio 
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THE SHOES YOU WANT ARE HERE—IN STOCK 


Women’s 2 Send for 
Pumps : Illustrated 
Colonials 4 Folder 
Oxfords s and Price 
Boots . List 





ss. NO. 
. 213—B i ack 


STOCK NO. 276 
276—Black Kid Ox- 
ford, 14-8 Cuban Heel, 
Im. Tip Perforated, 
ee 
S—Sam N A-D 
7 Semi in Mahoroos Calf crouahaet 3: 00 = e in wack Kid... - in 
“tom Whi me in Paten BP ivesccagil 
— aati oy ee $3.15 249—Seme in White Kid............ $4.75 


219—Samei in White B 225—Black Kid Oxford, Lea. Louis Heel, 
Welt, A-D $4.00 


$3.7. 5 
al aa gy Calf "Onioed: 12-8 Miltary So 
Heel, A-D $4.25 ps a gh in Patent Welt........... $4.00 
ton See in Black Kid Welt, B-E. . .$4.00 234—Same in Hav. Brown, Welt..... $4.25 
STOCK NO. 433 


432—Same with Military Heel, White Welt 433—Patent Leather * Lace Field Mouse cM 
-25 Top, Lea. Louis Heel, A~D $6.2 








438—Dove — Buck, Lace, Pl. Toe, Cov. 
Louis Heel — 











The Seueiiene Shoe mera - ATA, aN = 














$2.85 
B-3479—Kinder-Garten Welt, 
brown Lotus calf, button, velvet 
outsole, wedge stitched heel. C, 
D and E widths. 12% to 2. 

$2.50 
B-3480—Same as above, 81% to 


12. 
$2.10 
B-3481—Same as above, 5 to 8. 








55 


KINDER-GARTEN LINE 28522 

a weight kid, solid leather box toes and 

. * counters, button, imitation tip, chrome 

itt. pad “gun metal. 

Good quality and fast-selling children’s shoes. All solid ae | a 
leather footwear, that looks attractive and moves quickly. — oe 

“\ Backed by the 72 years’ establishment of the Smith- B-3355- Same oo Gave, gun ee, 
, Wallace Shoe Co. SMOOTH INSIDE —STRONG $1.85 ; 

Send for OUTSIDE. Note the special prices. All styles Sa ees. 

NEW IN STOC i. — as above, gun metal, 5 


KINDER- SMITH-WALLACE SHOE CO. 


GARTEN 
CATALOG ._~— and Market Sts., Chicago Established 1846 
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Model No. 130 Model No. 136 
oO. 
“ T” LAST 
ARISTOCRA “ARISTOCRAT”? LAST 


COCOA CALF ; 

Brogan Pattern. ‘Wing Foot” Heel. i Cherry Red Calf Brogan Bal.- AA 7% to 11. 

Pearl Chrome Lining. AA - Sie ts B 5% to ll. 
; oll. 


to D. 6 to 10. 
Price $7.00 


| Dyast Wight 


























rraoerarn SOE 











Successful Merchants Everywhere 


have found a great ally in ‘‘ Just Wright”? Shoes. These shoes have 
service as well as style built into them and you know very well that 
while style may influence the first sale, that it’s wear that brings the 


buyer back for more shoes. 


19 SNAPPY STYLES IN STOCK 
All Catalogued 


The two styles shown here are particularly strong sellers. 
They will satisfy the hardest man to please on your list of 
customers. Every wearer will be telling friends what fine 
shoes they can buy at your store. Tell your requirements to 
our stock department and let them supply you at once. 


Use our Advertising Dept.—“Just Wright” Signs, Window Cards, Price 
Tickets, Shoe Stands, etc., furnished “Just Wright” Dealers. 


-E. T. Wright & Co., Ine. 


Rockland, Mass. 


NEW YORK PHILADELPHIA DETROIT SAN FRANCISCO 
Marbridge Building 1215 Market Street Washington Arcade Pacific Building 
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HE most important and urgent 
suggestion we can make 1s for 
every merchant and buyer to place 
his order for Fall without delay— 





6c » gh 
Onyx” @ Hosiery 
lines now being shown by our 
salesmen are worthy of your ear- 
nest consideration — Qualities and 

prices will be to your liking. 





Emery & Beers Company Ine. 


Sole Owners of “Onyx” Hosiery 


BROADWAY AT 24th STREET 
NEW YORK 


Boston Office: Philadelphia Office: Chicago Office: 
$1 Bedford Street 1083 Chestnut Street The Lytton Building 
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SOLD BEFORE WILL BE DRAWN 
TO YOUR STORE BY” 








‘ 


Satisfaction from every sale is the 
logical result of ‘Glove Grip” con- 
struction. Shoes cannot be made to 
fit better. Workmanship is beyond 
criticism. Appearance fosters pride 
in possession. “Glove Grip” shoes 
offer the best possible sales oppor- 
tunities to dealers. Four seasonable Model S 800 


7 ° ue” 8-inch Bal. 

Model S 474 styles for women and ten for men in . cont A ga ne 

“Biltmore” Bal. of tock wing tip. Small perfor- 

Coco Calf, 9-8 Half StOCK. ations around vamp 
Flange Heel. AA, A,7 and eyelet row. 13-8 
4 ‘Heel. AA, 4 to 8; A, 


to11: B, 6 to11; C.D. 
5 to ll. ‘Price. Catalogue on Request 2 to 8: B B and,C, 234 6 te 


M. N. ARNOLD SHOE CO. Ms NORTH ABINGTON, MASS. 
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Nothing but the Foot in the Shoe 


Common Sense Tells 


You This Plain Fact 


When the shoe is fashioned, finished and fitted 
to the foot, nothing but the foot should go 


into the shoe. 


Any sort. or kind of so-called arch- 
supporter added to the finished shoe 
after it has been fitted to the foot of 
the wearer will crowd and cramp the 
foot, deform its bony structure, injure 
the foot arches, distort the shape, rip 


the shank and destroy the fabric of the 
shoe. Like the ancient Chinese law, 
such appliances cripple the feet of the 
man or woman who uses them. They 
are foot-destroyers, -not arch-sup- 
porters. 


Surgical Science and Shoemaking Sense 


demand that an arch-supporter that helps the foot and supports the arch be 
made an integral part of the shoe when it is being manufactured in the factory 
and not something added to the shoe after it is completed and being worn. 


The Crawford Arch-Supporting Shank 


Is the Only Scientific, Common- 
sense Arch-Supporter on the Market 


RIVET 
LOCKING SHANK TO INSOLE 


Shoe Fitted with Crawford Arch-Supporting Shank 
Shank Locked to Insole—Cannot Wear Through Outsole 


It is part of the shoe, a strong, simple, 
serviceable, scientific shank locked 
rigidly to the insole, which cannot 
work up through the insole nor down 
through the outsole. It is a fixture; 
a prevention to arch troubles, a 
preservative of the shape and fit of 
the shoe. 


Nothing but the Foot 
in the Shoe 


United Shoe Machinery Corporation 
BOSTON, MASS. 


guhenes City, N. Y....124 Main 


Auburn, Me 

Brockton, Mass.........93 Centre 
Chicago 18 South Market 
Cincinnati 708 Broadway 
Haverhill, Mass.........145 Essex 


Marlboro, Mass 


ynn, Mass............306 Broad 


......208 Fourth 
....-216 Chartres 


Milwaukee...... 
New Orleans.... 


37 Warren 
Philadelphia North 13th 
Rochester, N. Y..........130 Mill 
St. Louis 1423 Olive 


11 Florence 





April 26, 1919 


April 26, 1919 
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Quick Deliveries of Special Values 


Our shoes have grain leather innersoles, heavy outsoles, best russet leather 
welting, standard hooks and eyes. We claim that they are a buy of the very 
best kind in reality—special values. A sample order on the styles shown here 


will be convincing. 


The dealer who can give more shoe value 
for less money is in an enviable position. 
You will note a gratifying increase in sales 
when our shoes are shown your trade. 


to supply needs at prices which will leave 
some money for a smoke, a theatre ticket, 
or something else which contributes to 
his happiness, and comfort. In brief, the 


man who does not wish to put all he can 
spare into shoes and still wants stylish, 
substantially-made and good wearing shoes. 
It is such shoes you can offer your trade if 
you buy of us. 


We are making a line of Goodyear welts for 
men and boys that appeals with great 
force to the average buyer. The average 
buyer, as you know, is the man who wants 














By standardizing our line we are able to produce extraordinary 
values and put into the hands of dealers uniform quality shoes 
at prices which will afford liberal profits. A little experience 
with our line and you'll never be without it. 





SW SAVILLE, TENN, 





STOCK NO. 330 
Men’s Gun Metal Whole Vam 
Frisco Last. Grain leather Hes 
heavy leather outsole. Siurfice 
stock B, C, D Widths. 
PRICE $3.45 
Less Discount 


STOCK NO. 341 


Men’s Gun Metal Whole Quarter Blu- 
cher, Admiral last. Grain leather insoles. 
oo outsoles. In stock C, D, E 

i " 


PRICE $3.45 
Less Discount 
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WHERE TO BUY 


Attractive 


Our Offer 
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In Great Demand =] 
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Colonial Buckles — 






































An Active In-Stock Number 


from our line of 


Boys’ and Little Men’s Shoes 





Stock No. 15 





No. 15 —Boys’ Tan Bal, Good jear Welt, 
pg Sole, West Point Toe, Sizes 1 to 6. 
nia dba hnucae 6 ee lana ae $3.50 
“ena WEAR IN EVERY PAIR” 


MARSTON & BROOKS CO. 
HALLOWELL, MAINE 
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Wholesale Shoe Dealers, 
Wholesale Findings, 
Department 


Stores 


Part I—Shoe Wholesalers 
A list of shoe Jobbers with names and addresses of 
firms handling general lines, specialty lines, job lots, 
commission manufacturing agents, etc. 


Part II— Wholesale F ladinge 
A list of wholesale dealers in Shoe Findings, Shoe Store 
Supplies and Leather. 


Part III— Department Stores 
A list of Department Stores selling shoes, including 
the Large General Stores. 
Gives names and addresses of firms and names of Shoe 
Buyers in nearly all cases. 
Three parts bound in flexible red leather to fit vest 
pocket. About 200 pages. Price $2.00 postpaid. 


American Shoemaking Publishing Co. 


683 Atlantic Avenue, Boston, Mass. 


36 pairs assorted shapes and finishes, carded in LI 

pairs and filled ready for adjustment. Priced from i 

.40 to $2.50 a pair. Net cash 30 days, 2% 10 days. i 

Prompt delivery by parcel post, insured, prepaid. a 

No returns, or catalog. | 
Address, Dept. R. Wl | 
66 WASHINGTON STREET, HAVERHILL, MASS. | 

cE Se IS 5c 1K NC 

DIRECTORY 
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The Presentation of Findings 


Foot Hospital for Stores 


Show Up Findings for Sports 








Is Equipment Worth More— or Less? 
Reclaiming Shoes— Old Stocks Made New 
Repairing Sport Shoes 


Selling Leather in Shoe Stores 











News and Notes from the Findings 


Equipment and Repair Fields 
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WHITE BUCK AND CANVAS CLEANER 


A thorough cleaner. Not a whitewash. 
Will renovate equal to new. 

3% oz. size (folding box), $12.00 per gross, 
$1.05 per doz. 5 oz. size (neck box), $21.00 
per gross, $1.80 per doz 


GRIFFIN MFG. CO. 


69 MURRAY ST. 
NEW YORK, U.S.A. 


Get Ready For the Dress- 


ing Demands to Come 


The two Griffin dressings described here will meet the needs 
of the majority of your customers during the Spring and Sum- 
mer months. They are designed particularly for the shoe 
materials that will be most generally worn. 


Of course they are representative of the Griffin quality, and 
that means that they will do the maximum of work and give 


absolute satisfaction. 


If these should not meet with the requirements of YOUR own 
trade, write us, for we have “A Dressing for Every Shoe” and we 
can supply YOUR need no matter what it may be. 


All goods shipped F.O.B. 
New York. On orders of 100 
Ibs. or over (which would take 
in one gross of the small or 
large buck and canvas cleaner, 
or one gross of the Lotion 
Cream 3 oz. size) we make 
an allowance of 75c per 100 
lbs. If the rate to your 
city is less than this, we 
would pay the entire 
charges. If more, this al- 
lowance would be deducted 
from the actual rate. 


‘GRIFFIN | 


u it rz | 


lovigw cREAM 


LOTION CREAM 


In white, black, light tan, Havana 
brown, dark brown, light gray and dark 
pray. Cleans, softens and polishes all kid 
eather. Contains no injurious aci 

It is to the leather what cold cream 
is to the skin. 3 oz. size, $20.00 per gross, 
$1.75 per doz. 
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A new lace that pays big profits 


This Nufashond leather-finish lace is in a 


class by itself both for its superior quality and 
for the extremely liberal profit it pays. 


The Nufashond Porpoisette is a fabric lace 
that is better than real porpoise laces. Looks 
like leather, but stronger and wears longer. 
Uniformly woven throughout—no weak spots. 
Absolutely waterproof. 


Flat or round. Black, tan, cordovan, or ma- 
hogany. All lengths. Packed in at- 
tractive display cabinets. 


Ask your jobber 


He will quote you interesting prices on 
Nufashond Porpoisette Shoe Laces. Or write 
to us for samples—use the coupon. Do it today! 


The Narrow Fabric Co., Reading, Pa. 


Narrow Fabric 
Company 
Reading, Pa. 
Please send me samples of 
Nufashond Porpoisette Shoe 
Laces and information about the 
Porpoisette display cabinet. 
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More Than A Name— 
A Material 


Copper and Silver are added to gold—making it an alloy that 
has wearing qualities. 

The materials making CORDO-HYDE, in correct proportions, 
give to the Lace ‘‘wear resistance.’ 

Of vital importance is the COMBINING OF THE MATE- 


RIALS and the correct processing—and without CORDO- 
HYDE material it is utterly impossible to make a Lace like it. 





mee LACES 


Made in flat and round—All colors and lengths. 

In addition to our regular packing we have the Special Display 
Box—it has proven a salesmaker. 

Also permits you to find out just how much this lace is appreciated 
before buying in quantities. 

The Display Box holds one gross of laces, has four compartments 
so that you can have the four popular colors—Black, Tan, Ma- 
hogany and Cocoa. 

We pack the assortment to suit you and bill at regular gross 
price—no extra charge for the special packing. 

We suggest that your order includes both flat and round laces. 


PRICE LIST 


Lengths 27” 28” 30” 36” 38” 
4.05 4.20 4.50 5.40 5.70 
4.76 5.10 6.12 6.46; 
Samples and complete price list if you prefer. 
Prices subject to change without notice. 





LACE DIVISION 


O. A. MILLER TREEING MACHINE CO. 
BROCKTON, MASS. 
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The Presentation of Findings 
Comments on Methods, Past and Present, and Morals Drawn Therefrom 


shiftlessness. Tony’s dimes were rolled into dollars by 


HAT is the presentation of findings? 
Let two tales be your answer, Mr. Enquiring 


Merchant. 

Our janitor, of days gone by, had a drawer full of blackings, 
laces, button hooks and other findings. We asked him where 
he got them. ‘They gave them to me,” was his answer. 

He had a hobby, as do other men. But his hobby was 
singular. It was to go among shoe stores and gather up the 


sot them 
, Ser nothin 
at th’ shoe stores 
SS 





things they gave away free of charge. He gathered a drawer 
full of them. When that drawer showed signs of getting low, 
he went forth on another hunting trip. He came back with 
his pockets loaded with trophies of the chase. When the 
drawer was full again, he sat down in peace and contentment. 

Now we're not praising the thrift of our janitor. Rather 
are we commenting on the folly of the shoe merchants of his 
time. Our janitor certainly had their profits for many a day. 
He had them tucked away in hi’ drawer. 

Our other story is of Tony. He came to us, with his box 
of blacking and his brush, the first day in his new business 
venture. He told us that he paid ten cents for a box of 
blacking, and that he expected to retail it for $1. He calcu- 
lated on ten shines, at a dime a shine, from that box. He got 
it. He has many dollars now. He has a regular shine stand. 
And his dimes roll fast into dollars. 

Now consider and compare these two stories. It will 
give you an idea of what we mean by “The Presentation of 
Findings.” Our janitor’s drawer full of findings was made 
up of presents from shoe merchants. We do not mean that 
sort of presentation. It’s not business. It’s carelessness, 


presentation of his services. He sold his blacking, and his 
services, too. He profited on both. That is what we mean 


‘by “The Presentation of Findings.” It is selling them at a 


profit on the goods, and the services, too. 

Now how shall we expand the principles of these stories 
to fit into the store of today? The principle of our first 
story, that of the janitor’s hoard, is easily disposed of. 
Throw it'away. Get rid of it. Don’t have it around, not 
even a suspicion of it. Entertain your customers, if you will, 
with beautiful pictures, flowers, a band concert, or a free 
lunch. But don’t give them your merchandise, not even a 
shoe string, for the principle of the thing. If one article of 
regular merchandise is given away, gifts on other articles 
will be expected. That’s throwing profits away. 

Now for the principle of Tony’s story. Tony bought 
moderately of merchandise, and sold both his merchandise 
and his services at the highest possible profit. He gave good 
shines. He gave satisfaction to his customers. He had the 
art: of selling shines. He was a salesman. It was a natural 
gift with him. If Tony only had the education for a founda- 
tion he would be a big merchant today. But he is happy as 
he is. So let it go at that. 

We will not argue that every merchant of shoes should sell 
shines as well as blacking. Nor will we even argue that the 
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clerk should sell a box of blacking, a pair of laces, and some 
trees, with every pair of $10 boots. Sales must fit the circum- 
stances. But we will maintain that Tony made his money 
by carrying his sales to the maximum. 
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Now how to present findings to the maximum? How to 
show them to best advantage? How to sell them at best 
profit? The salesman’s winning ways will go far. He can 
make the customer pleased to buy blackings, or laces, or 





other findings. Unconscious influence is the stuff he uses. 
Nobody knows just what it is. But it is right there in every 
sale. 

However, that isn’t all. He must also have the facilities for 
handling merchandise. There are limits to his physical 
abilities. He cannot afford to chase to the back store for a 
dime box of blacking when another customer is in a hurry to 
buy a $10 pair of boots. ‘Hence the arrangements of the 
findings department in relation to the shoes becomes an 
important point. That’s another way of saying “The 
Presentation of Findings.” ; 

In this matter, we have several views. We mention them 
by way of suggestion. Is it better to separate the findings 
department from the shoe department? Is it better to keep 
the findings as a part of the shoe department? 


There’s a tendency in big stores to separate the findings. . 


To have a place apart from the shoes for it, and clerks skilled 
in findings in charge. That’s a big matter. Later will we 
dwell on it, and its advantages. 

If the findings are kept with the shoes, the clerk has oppor- 
tunity to offer them, as he sells shoes. And opportunity is 


the gate to the land of profits-for the real salesman. Per- 
chance a findings day might work. One day each week, a 
special sale of findings might be had, with special advertising, 
special displays. Or an hour a day might be set aside for a 
special on findings. A special demonstration would help. 
A ten minute talk on blackings, supplemented with a demon- 
stration of them by a shoe shine artist! Or a ten minute 
talk on laces, telling how they are made, from the linen or 
cotton of the fields to the tipped product. Then a demon- 
stration of the several ways of lacing shoes! A store recently 
had living models display stockings in the window an hour 
each day. The crowd blocked the sidewalk. Action gets 
results. Put action into the presentation of .findings. It 
will bring sales. 

Singularly, we have some interest in the magic foot stool. 
It was suggested to us by a friend of ingenious mind. It 
looked a joke at first. But why not a fitting stool with a 
little stand attached, said stand displaying a box of blacking, 
some laces, and perhaps a package of foot powder, or of foot 
soap, or an arch supporter? The goods would be right 
where the customer must look at them. Also, where the 
clerk can get them in a jiffy. The suggestion to buy is 
automatic. The completion of the sale would be instant. 


fhe magic 
fitting stool 


The clerk might even drop the findings money in a little 
drawer in the fitting stool. It would save his journey to the 
cash register. Certainly, such a drawer would look better 
to the shoe merchant than the drawer full of blackings and 
lacings gathered up for the asking by our erstwhile’janitor. 


Foot Hospital for Stores 


Better Equipment and Better Profits for Men Who Make a Specialty of 
Repairing Broken Down Feet 


FOOT hospital in the retail store of the future is 
A predicted by Everett Dunbar, footologist, of Lynn. 

He has given sixty years to the shoe trade, is among 
the pioneers in the foot arch business, and now cheerfully 
gives his views of the future of footwear, particularly those 
relating to the treatment of diseased feet, for the benefit of 
shoe merchants, and the public generally. 

“A foot hospital,” he says, ‘will be fitted up in the shoe 
store of the future. Perhaps it will be in a corner of the 
main store, or in an office above. At all events, it will be 
right handy, so the fitting clerk can turn his customer directly 
into it for treatment for foot troubles. 


‘The typical foot hospital will have a special chair for the 
patient, foot baths, an X-ray machine for photographing the 
bones of the feet, and a stock of standard goods for the 
treatment of foot troubles. It will have a reception room, 
in which patients will wait. Only one patient will be allowed 
in the hospital at a time. A person wants privacy when 
treated for foot troubles, just the same as he wants privacy 
when his dentist examines his teeth. 

“There may be two types of foot hospitals. One will be a 
sort.of a high grade chiropody parlor. In this, troubles of 
the flesh and the nails of the feet will be treated. The other, 

(Continued on page 88) : 
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Show Up Findings For Sports . 


Now Is the Time to Do It — It Will Speed Up the Findings Department 


OW is the season for sports at hand. War is done. 
| \ It’s time to play. Sports are reviving. So show 

findings for sports. It will add to sales. It will 
enhance the store’s fame. 

What are findings for sports? How shall they be shown? 

Let the first question come first. Findings for sports are 
stockings, puttees, leggings. laces, dressings, trees, foot 
soap, foot powder, rest shoes, and miscellaneous other articles, 
perhaps balls for tennis, golf and baseball, and other para- 
phernalia for sports, if no other store in town has a strong 
line. 

Stockings for Sports 

Sport stockings are an essential of all sports. One of the 
most neglected essentials they are, too. People struggle 
along with old street stockings, when playing the game. 
It’s folly. Perhaps the fault is with the merchant, rather 
than with the player. The merchant has not developed 
sales of sport stockings to the maximum. That’s hardly to 
be expected. Sport stockings are new merchandise, com- 
paratively speaking. 

Players perspire in sports. That is why they play. To 
get a good perspiration is half the game. The feet perspire 
most of all. If thin street stockings are worn, the feet get 
uncomfortable. The shoes rot, too. But if sport stockings 
are worn, they absorb the perspiration, and keep the feet 
comfortable. The shoes wear longer, too. Foot work is a 
large part of the game, in baseball, golf or tennis. Good 
stockings, good feet, and a:good game! They go together. 
That’s a suggestion for a sign on the special display of sport 
stockings. 

Another sort of sport stockings there is. It’s the dress 
kind. Fancy spots, squares and clocks they have. They’re 
worn by people who go to the country club to see the sports. 
Show them with the findings for the sports. 


Laces for Sports 


Laces ‘also are findings for the sports. Many a.game has 
been lost for lack of a good lace. Many a game is delayed 
because of a broken lace. Every player knows it. ‘Keep 
an extra pair of laces in the locker.”” That’s a suggestion for 
a sign for the display of laces. Only the strongest laces are 
proper for the sport. A man who plays the game will 
cheerfully pay a good price for laces on which he can rely. 


Puttees for Sports 


Puttees are good for tramping, camping, or riding. Leather 
will stand the wear and tear of the brambles of the thicket 


and the stones of the trail. They can be dusted in a jiffy, 
and made presentable, when the traveler gets back to civiliza- 
tion. A protection against snake bites they are, too, a point 
to be considered in some sections of the country. Canvas 
leggings will serve. But they may catch in the undergrowth 
of the woods. Millions of them are sold to motor cyclists. 
Some trampers and campers prefer woolen stockings. Give 
the sportsman what he wants. That will make him a 
satisfied customer. 


Foot Powder for Sports 


After the game comes the care of the feet and the shoes. 
That’s the opportunity to sell foot soap and foot powder. 
The government supplies foot powder to soldiers. It’s good 
for their feet. Likewise is it good for the feet of sportsmen. 
That’s a talking point for the sale of foot powder. Not all 
sportsmen have a chance for a shower at the country club. 
Some are miles from the club. At the end of a day’s tramp, 
bathing the feet in a running brook, and dusting them with 
foot powder is comforting. 

By the way, a little roll of surgeon’s tape is in the kit of 
many an experienced sportsman. A patch of it protects the 
bruises and sore spots on the feet. It covers blisters on 
chafed heels. It is useful in a dozen and more different ways. 
A few rolls of it may fit into the findings department. Then 
there are, rest slippers, of special types, for the sportsman 
to wear at the close of the day. 


The Care of Sport Shoes 


Sport shoes are the most neglected of shoes. They get 
thrown into the locker, with the soil and the sweat of the 
play on them. Rarely are they dressed.. Properly, they 
deserve to be brushed, and dressed, and put on trees. That 
will keep them in condition for many a day. A dressing that 
will soften and preserve the leather is more to be desired than 
a polish. In a special display of findings for the sports, be 
sure to feature findings for the care of sport shoes. It is a 
neglected incidental of the shoe business. Chances are good 
to turn it into profit. 


Vacation Boxes of Findings 


For a special feature, make up a vacation box of shoe 
findings. Put into it a box of blacking, a box of white 
cleaner, a brush or shining cloth, and an assortment of laces. 
Offer it to people who are getting ready to open their cottages 
for the Summer season. Offer to sell it now, and to deliver 
it to the cottage by parcel post later. It’s a trifle. But trifles 
are the things that keep customers pleased with the store. 








Findings for the Vacation Bag 


It is a good time to buy a few novelties in findings, like 
shoe shining outfits that can be packed in a traveling bag. 
People are already planning their Summer vacation trips. 
It will be a case of see America first this year. People will go 
to the seashore, the mountains and the country. They will 
need clean shoes for week end parties. 


Leather Novelties for Summer 


A few leather novelties may be introduced into the findings 
department. There is a new “canteen bag,” which isn’t 
really a bag, but is a leather covered box. Said box is filled 
with dainty vanity things for fair ladies. Also, there are the 
familiar leather covered cases for toilet things, collars, 
handkerchiefs, note books, cameras, and miscellaneous other 
articles. Sales of them will increase the volume of business 
of the findings department. 


FOOT HOSPITAL FOR STORES 
(Concluded from page 86) 
and the real foot hospital, will be that for the treatment of 
troubles of the bones of the feet. 

‘These troubles are bound to increase. Twenty years ago 
I hoped to see them decrease. But they have steadily in- 
creased all the while. Hopes of lessening them through the 
perfect fitting of footwear are vain. Health experts preach 
about perfect teeth. But the dentists continue to multiply. 
It will be the same with shoes. Manufacturers will improve 
their shoes, and clerks their fitting. But broken down feet 
will keep increasing. 

‘As foot hospitals are established in stores, the profession 
of treating feet will be recognized, and rewarded accordingly. 
The State will license the men engaged in it. They will be 
paid according to their services, like other professional men. 
Some of us old timers in the shoe trade recollect when the 
shoemaker, or anybody else who had a pair of pincers, pulled 
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teeth. Now, only a licensed dentist may lawfully pull teeth. 
The profession of dentistry got new importance when the 
State recognized it. It will be the same with men who fix 
feet. 

“It is my experience that people appreciate advice most 
when they pay a good price for it. That’s human nature. 
Nobody follows the advice of a sidewalk lawyer. But a man 
who pays a lawyer a fee of $1000 usually takes his advice. 
A shoe clerk can pass out a lot of advice free. Good advice 
it is, too. But how many follow it? If people paid for 
advice about their foot troubles, they would appreciate it 
more. I know well enough that fakirs have passed out 
freak advice for fat fees. But fakirs also have sold wild cat 
oil stocks, and the Standard Oil Company continues to 
flourish. 

‘Now I believe we have a business as strong and as legiti- 
mate as Standard oil in this matter of repairing damaged 
feet. The army records of foot troubles shows there is 
present need of it. And it will increase in the future. So I 
am predicting that we will fit up foot hospitals in shoe stores 
to deal with it, and that men will train themselves to treat 
foot troubles, and that they will be recognized by the State 
as professional men, and paid as are other professional men 
for their service. 

“It is a task to design and manufacture the equipment of 
the foot hospitals of the future, and to train young men for 
carrying them on, and I bequeath it to the young men of the 
rising generation.” 


Argument for Dressings 


Shoes cost twice as much. They should have twice as 
much care. That’s a trump card to play in selling dressings. 
It applies equally well to some other findings, too. 

A clerk selling a pair of $10 boots can use in sales talk that 
good old argument that a pair of shoes shined every day will 


wear twice as long as shoes unshined. 
, 
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Arch Supports 
the idea is old 
BUT 


The E ” Z Walk HYGIENIC ARCH nem 


$16.00 per dozen 























REINFORCED ARCH SUPPORT 
$9.00 per dozen 


gives it the newest developments that latest scientific research 
worked out to practical application have as yet devised. 


People who suffer from callouses or any form of fallen 
arch can be fitted with the exact arch required from 
the E-Z walk line—and the profit is yours. 


Have your Findings Jobber ‘Show You” or write us. 


THE E-Z WALK 
MFG. CO., Inc. 


62-70 West 14th St. 
NEW YORK, N. Y. 


METATARSAL ARCH SUPPORT SPIRAL SPRING ARCH SUPPORT 
$18.00 per dozen 



































$18.00 per dozen 














IMPROVE YOUR 
SHOE DISPLAYS 


You can add selling value to your windows by treeing your shoes with 
Mayhew’s Invisible Top Trees. Your shoes will look more attractive 
and will be more salable. 





PUMPS and BUCKLES 
NOW HAVE THE STAGE 


You’ can show them better by the use of: 
NORWICH DISPLAY STANDS now made by 
*“*PALMENBERG”’ 


Send for details 


J. R. PALMENBERG’S SONS, INC. 


A Consolidation of 
Palmenberg Norwich Kindlimann 
63-65 WEST 36th ST., NEW YORK 





Adjustable to all 
heights of shoes — 
lace or button. 


BAAS sox 





CO et et 






Write for free samples of the following: 
No. 8 for no form or open form. 
No. 6 for closed form. 
No. 4 for men’s shoes only. 
$6.00 per doz. prs. (24 trees) 


Sold by jobbers or direct. . 


JAMES N. MAYHEW CO. 


MINNEAPOLIS - - MINN. 








BOSTON " CHICAGO BALTIMORE 
26 Kingston St. 204 W. Jackson Blvd. 108 W. Baltimore St. 
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Depleted Stocks Are 
More to Be Feared than 


Reduction in Price 


You cannot increase your 
hosiery sales or keep the 
wheels of industry turning 
with incomplete stocks. 


Gordon 


HOSIERY 


Immediate delivery notices 
are mailed to our customers 
twice a month. Keep the 
latest notice continually be- 

. fore you and refer to it when 
your stock demands attention. 
If these notices fail to reach 
you, write us at once. 





cbrown Durrell (2 


Boston New York 


RR, = 


Can be used on f 

any type of fil 

buckle, beaded ili 

as well as metal. [iil 

One dealer 

writes, ‘‘send two 

dozen more of 

your attach- 

ments. They 

surely do the 

trick.” 

Does away with 

the objectionable 
fonaee. Fe se sap ty is ny ae 

‘any a dealer is cashing up on his plain pumps by use 

of the ‘‘Dalco” device. Are you stabi 
Can Be Furnished in Black or Nickel Finish. 
Buckles can be attached or detached instantly. 
Order trial dozen of ‘‘Dalco’’ device today. An assort- 
ment of buckles with ‘‘Dalco’”’ attachment is an ideal 
sales combination. We supply both. 


DALRYMPLE-PULSIFER CO. 
88 Washington St., Haverhill, Mass. 


et = SS se 


pl 








Federal Quality Spats 


‘Better Made 
—Better Fit’ 
In Kersey, Broadcloth and 
Felt 
All of Fashion’s Shades: Fawn, 


Taupe, Castor, Pearl, Brown, 
White and Black. 


Let us send you samples on approval. 


Federal Overgaiter Co., Inc. 
16-18-20 East 12th St., N. Y. C. iiieiaalt ties 
Exclusive Makers of 305 Kersey 
203 Broadcloth 


Fox 2-Ply Shoe Tongue Pads 
Pat. Aug. 13, 1918 105 Fel 














Here’s An Arch Support That’s 
A Wonder! 


Selling the NATHAN Arch Sup- 
___ port is simplicity itself once you 


demonstrate its comfort- 
giving, pain-relieving qual- 
ities. 

Write us for story of our 10- 
day free ion plan. 








(ATHAN ANKLET SUPPORT CO., ,,5% Fifth Ave, | 
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Is It Worth More, or Less? 


The Value of Equipment Has Been Changed by New Conditions---Learn 
What It Is Worth : 


HAT’S your equipment worth these days? 
Look it over. Take an account of it. Get a clear 
idea of what it is really worth. Figure its replace- 
ment value. Then fix up your insurance accordingly. The 
cost of much equipment has increased largely during the war. 
It would cost much more to replace it. So insure it on its 
replacement value, and not on its cost value, if you are in a 
fire risk section. 

Also, consider the value of your equipment in your store 
service. Merchandising methods are changing. Equipment 
isfchanging with them. Finer equipment, that adds to the 
attractiveness of the store, and that also increases the equip- 
ment efficiency of the store service, is in the market, ready for 
stores. 

Competition is keen these days. You must have equip- 
ment equal to, and perhaps a bit better than, your com- 
petitor, if you would hold your position in the struggle for 
trade. Old-fashioned equipment and worn-out equipment 
are detrimental in modern merchandising. 


ELECTRICAL EQUIPMENT 
It Has an Important Place in the Modern Shoe Store 
- Little by little, electric equipment has crept into the store. 
We may soon have the electric shoe store. So the store 
manager gives thought to the proper uses of electricity, as 
well as to the reading of the meter. 

Electric lights are common in every store. Not much will 
they be used the coming Summer. But the Summer is time 
to consider improvements in the fixtures for Fall. Flood 
lighting is good. It lights the whole store. Yet it should be 
supplemented with the direct lighting that throws the beam 
on shoes, and the sale. 

Novelties in electric equipment are good advertising, as 
well as good equipment. War restrictions are off. So the 
illuminated signs may be used again. Automatic switches, to 
shut off the current at a fixed hour, are a good investment. 
They pay for themselves by the saving on power. 

Electric fans are a necessity of the Summer. No good store 
can get along without them. They help to make comfortable 
the visit of the shopper. Bear in mind the shopper in your 
store is your guest. Make his visit pleasant, and he will come 
again. 

The electric motor makes possible the power driven repair 
outfit in many a store. The electric shoe shining machine is 
yet to come. Other electric machines for shoe stores will be 
developed. The inventors are freed from the burden of war. 
‘They have opportunity to develop many new devices they 
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have in mind. Look for new electric equipment for the store. 
Get ready to use it. It will come into common use, as did 
the electric lamps. 
. Window Boxes for Stores 

Among the prettiest equipment for stores in the summer 
time are window boxes of plants and flowers. Special boxes 
of metal there are for stores. A few plants and flowers give 
a home-like air to the store, and it is, of course, good mer- 
chandising to make the customer feel at home in the store. 


A Surprise Corner 


Have you a bare corner in the store, Mr. Merchant? Have 
you a space that looks as bare as a solid brick wall? If so, 
make it into a surprise corner. Use your own good taste in 
arranging it, and fit the expediency of your business. Per- 
haps it will suffice to have in the corner a picture of proper 
selection. Or perhaps a display stand may be fixed in the 

- bare spot for the showing of an especially attractive shoe. Or, 
perchance, there is room for a small table, on which to display 
your choicest findings. 

But, we beg of you, do not make your surprise corner as 
plain as a harness hanging in a barn. Put a bit of art into it. 
Make it attractive, even charming, yet in keeping with the 
atmosphere of the store. 

This Spring find a place for a surprise corner near the 
entrance of your store, if you can. Adorn it with flowers, a 
rose from the neighboring florist, or, later, flowers from your 
own garden. It is a trifling bit in store decoration. But it 
gets the kindly attention of people passing by, and they speak 
“‘of the store with the rose by the door.” 





Better Grade Leather for Repairs 


A cut sole manufacturer says he is now selling some of his 
best grades of soles to modern repair shops in big cities. 
Formerly, he sold the lesser grades of soles and reject pieces 
of leather to the cobbling trade. 

This change in demand he figures out this way: People 
have high grade shoes in the first place, and want high grade 
repair work done on them. So the cobblers require high 
grade leather for repair work. Also, repair men get $2 for 
resoling shoes, where they used to get $1, and they can 
afford: to use better leather. Furthermore, the workmen 
in repair shops are getting higher wages, and they cannot 
afford to waste any time working up the inferior grades of 
‘leather. They require the higher grade stock. 
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WHATEVER YOUR SHOE REPAIRING 
REQUIREMENTS MAY BE 


WE HAVE THE MACHINE 








The illustrations above show but a few of the big range of ma 
chines which we supply for shoe repairing. 


They are all illustrated and described in a very handsome cata- 
logue which we are glad to mail free to anybody who writes for it 


They cover every requirement from a simple cleaning shaft up 
to the most elaborate and complete outfit. 


We help our customers make a success of their business. Our 
machines always carry with them a service that is considered 
by many of our customers among their most valuable assets. 


We have customers everywhere, and we are not ashamed te 
have you ask any of them about us or our machines. 


Write us today for a catalog. 








UNITED SHOE REPAIRING MACHINE CO. 


4 ALBANY STREET, BOSTON, MASS. 

















Boot and Shoe Recorder FINDINGS, EQUIPMENT and REPAIR DIVISION, April 26, 1919 

















Reclaiming Shoes 


Mending Rat Holes, Burns, and Rips--Recoloring Faded Footwear--Restoring 
Rubber Boots, and Other Features of a New Conservation of Boots and Shoes 


shoes. It fixes them up so they can be sold. Co-operating 

with manufacturer, wholesaler or retail merchant, it 
renovates defective footwear. That turns waste into gain. 
True conservation is this. The government would approve. 
So would all thrifty men. 

Methods of this Company will interest shoe men every- 
where. Men who sell shoes, as well as men who make shoes, 
will observe new and promising economies in the footwear 
industry, as they.consider these new methods. ~ 


\ LBANY SHOE REPAIRING COMPANY reclaims 


Reclaiming Store Damaged Shoes 


Of the several departments of the Company that of store 
damaged shoes is of most interest to retail merchants. Store 
damaged shoes are those torn or bruised in the fitting, 
handling, or wearing; those of obsolete or faded colors, or 
chewed by rats or scorched by fire. Very possibly, this 
concern would undertake to reclaim a shoe that had been 
struck by lightning, if the pieces could be gathered up. 
Anyway, it does some remarkable things in reclaiming shoes. 

When a rat chews a couple of square inches from the top 
of a colored kid boot, it looks as if that boot was done for, 
and the owner thereof might as well put down $9 on the loss 
account. But this firm fixes up such shoes as that, to make 
them salable. 

Shoes that the customers abuse will be fixed up, too. If 
Mrs. Heavy Foot pushes her foot through the vamp, when 


the heavy perforations made it thinner than it should be, 
it can be fixed. Or if Mrs. Strong Arm rips a hole in the 
back of the shoe, as she pulls it on by main strength, having 
neglected to loosen the laces sufficiently, repairs can also be 
made. Or if Miss Hurry-to-Breakfast tries to step into her 
oxfords as if they were sabots, and rips the back seam, and 
then comes around for a new pair, the company will re-sew 
that seam. ; 


Changing Old Colors to New Colors 


Supposing the window dresser leaves a soft colored shoe 
in the window long enough to get asunspotonit. That shoe 
can be re-colored. Or if it is faded, it can be re-colored. 
While the ‘‘Recorder” representative was in the reclaiming 
shop, in came a messenger with a pair of men’s light tan 
shoes. The color made the shoe look like thirty cents. 
They were dyed a fashionable mahogany. Then they looked 
like $9. The “‘off”’ color was turned into an ‘‘on”’ color, one 
of the kind that goes on to the feet of well dressed people. 
A dye that penetrates, not a paint that sticks on the surface, 
is used. The cost of re-coloring, by the way, is about fifty 
cents a pair. 

Fixing Up Factory Damaged Shoes 

Factory damaged shoes will occur. A cutter’s knife slips 

and cuts a streak a couple of inches long in the quarter. 


A stitcher sews too close, and the threads cut through the 
leather. Or a laster gives the leather a yank. and rips the 





Examples of Damaged’ Shoes That Can Be Made Practically New 
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[fittentores 


Shoe Polishes 


QUALITY VARIETY 


Dressings for All Leathers 
Dressings for All Weathers 


L 


QuicK| 
WHITE 
MAKES DIRTY 


ae HOES 


The buying of this and that preparation for polishing shoes 
eventually leads to a stock of “stuff” in the findings depart- 
ment which sooner or later must be charged off as unsalable. 
On the contrary, to confine one’s buying to a broad line like 
Whittemore’s, complete in everything necessary for keeping 
shoes spick and span, is to have an assortment of polishes 
which years of public use have popularized and made 
steadily salable. In order to have a paying 

findings department it is necessary to be discrim- 

inating. A small section of the store stocked. 

with a few recognized popular articles is 

more to be desired than great space 

filled with everything and not 

have big sales on anything. 

You can safely buy 

freely of Whittemore’s 

shoe polishes, for 


can 


they sell 


BOSTONIAN CREAM—The ideal cleaner for kid and calf. 
You'll need a good stock of the brown for brown glazed kid and 
mahogany calf—also the cordo-tan for cordovan leather. Then 
there’s the white Bostonian for all colors of glazed Russia calf, 7 
vici or dongola kid or patent leather—also light and dark gray —— 


and any other color or shade. 


Whittemore Bros. Corp., Boston, Mass. 


Ask your jobber salesman or write for complete catalogue 














SPATS FALL SEASON STYLES 
SMART STRIKING PATTERNS 


Fitting Qualities and workmanship the best. 
The finest grades in Felt and Kersey Cloth. 
COLORS Griy""Fawn, Black, Brown: 


BLACK SATIN 





Send for Samples 


121-123-125 W. 17th St. 
New York, N. Y. 


$10.00 to $30.00 Per Dozen 


THE SIMON HALPERIN CO. 




















rt 
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NOTE THE ANGLE 
ATTACHMENT 


It is Practical, Firm and Holds the 
Ornament in the Position Desired 


It is supplied when requested on all of our Buckles 
and Shoe Ornaments. It is our exclusive design. } 


OUR ORNAMENT LINE includes many original effects in Hand Engraved Aluminum, Im- 
itation Beaded and Cut Steel and Two Color ‘Effects. SEND FOR SAMPLES. 


SCHIFF JEWELRY MFG. COMPANY 403 BROOME STREET 


NEW YORK, N.Y. 
MITT TTT 
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vamp. Such accidents are happening every day. And the There’s a volume of business in reclaiming rubber boots. 
pile of factory damaged shoes increases. Now, these shoes are One lot of 250,000 pairs was offered the other day, to be fixed 
up and made new and salable. 










It’s Skill, Not Secrets 


How is this reclaiming done? Trade secrets. Yet it is 
not all secrets. Rather is it chiefly the wisdom of years of 
experience, working on shoes, making them, mending them, 
fitting them, and dealing with their faults, as well as their 
virtues. Mr. Lewin of the firm has put in thirty years at this 
work. He started with a repair shop. He graded repairing 
up into reclaiming. Now, instead of just making new shoes 
of old for wearers of shoes, he makes new shoes of damaged 
shoes for manufacturers, wholesalers or retailers. His son 
works with him. Together, they have developed special 
methods. 

“Tt’s a trade by itself,” they say. ‘‘A man skilled in shoes. 
comes to work with us. It’s three months before he is useful 
tous. He learns only by experience. Each shoe is a problem 
in itself. It can be reclaimed only by experienced men. 
As we have gained experience, our business has increased.” 

























Reclaiming Has Come to Stay 


Reclamation of shoes is proven practicable. It look like 
good business. Far better is it to fix up a shoe and sell it 















reclaimed. The damage is repaired, and the shoes are turned 
from waste to gain. 






Shoes Can Be Altered in Many Ways 






Altering shoes! That’s worth while, with shoes $9 a pair. 
When shoés were cheap, it might not have been worth while 
to alter them. But these days it pays to save shoes, and 
make them serve. 

Altering can be done in many ways. Tops may be cut 
down to fashionable heights, or they may be built up, either. 
Some boots can be reduced to low cuts. Trimmings may be 
put on, or taken off. Cloth tops may be exchanged for leather 
tops, and vice versa. Button boots can be made into lace 
boots. 

Tops may be left out, to fit a fat ankle; or-taken in to fit a 
thin one. V pieces can be cut out, or put in, to alter measure- 
ments. Regular shoes can be made into special shoes, to 
fit crippled féet. 

















The Reclaiming of Rubber Boots 







Rubber boot reclaiming also is an interesting bit of economy. 
Supposing a hole is chafed in the leg of the boot, while it is 
in the packing case. Or supposing the ankle got cut, or torn, 
or a nail was driven through it. A hole ruins a rubber boot. 
The water leaks through, even the smallest hole. That 
defeats the purpose of the boot. But vulcanize a patch on it, 
and the beot is as tight against water as an inner tube fresh than to throw it away. It pays all along the line. How far 
from the vulcanizer is proof against an air leak. will this reclaiming business extend? Maybe it will become 
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THE GILLIAM NEVERSLIP 


Heel Protector 


The only absolute guaranteed NEVERSLIP heel 
protector on the market 

IT WILL POSITIVELY PREVENT ALL LOW 

SHOES AND PUMPS SLIPPING AT THE HEEL 
The narrow piece of soft felt attached to the top of the NEVER- 
SLIP does all the work, and is guaranteed not to hurt the foot. It 
has been tried out and proved right. THE GILLIAM NEVER- 
SLIP has a gummed surface to attach it to the shoe, and when 
it is in, it stays there. Unlike other kinds, it will not pull away 
a' each end. Packed each pair in waxed envelope, 12 pairs to a 
carton — $1.65 a dozen pairs. $19.80 a gross, pairs, less 5% trade 
on full gross orders. Terms 2% 10 days. Sells for a quarter and 
practically doubles your money. 


BUCKLES OF ALL KINDS 


This one illustrated is the very latest creation in metal shoe buckles. 
They come in colors, steel, bronze, jet and dark brown, in three differ- 
ent sizes. Prices are from $5.00 to $6.00 a dozen pairs. Delivery at 
once on receipt of order. Sample dozens sent on request. 


THE H. L. HYMES COMPANY 


19 East 17th Street BW WUC, ee 


We carry a complete line of Findings Specialties. including Lambs’ peep ns Linen ypmapnatonge gee 
Wool Brushes, Polishing Sets, Tongue Pads, Heel Cushions, etc., etc. angle or position desired. 
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This — Store Front Put New 
Sales Life 


intoanOld 
Building. 


More than 60,000 
merchants have 
proven the value of 
the KAWNEER 
WAY of Moderniz- 


ing their stores. 


Mo 


mn 
WWII 


AUUANUUUUULLLL 
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LMM 





LLU 


1 
i 


HUH 


- 
|! KAWNEER MBG. CO. 
1213 FRONT ST. 
NILES, MICH. 





Let us Show You How a Kawneer Store Front Will Pay a Big Profit Send me a copy of 
for YOUR STORE. FORGING AHEAD 


Do not overlook this coupon. Send it at once. Ha your new booklet for 


K ann siamenti MF G. CG O 1213 FRONT STREET merchants. | 

7 ~ ee ts ee Pin this to your letterhead. | 

ee Hii e 
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as common as repairing shoes. Anyway, the Albany Shoe 
Repairing Company figures that millions of shoes can be 
reclaimed. “It may cost as little as fifteen cents to reclaim 





STITCHING DEPT. 
Re-soling 
damaged shoes 











a shoe,” says Mr. Lewin. ‘The reclaiming may add $1 to 
the selling price. At least, it will save it from the bargain 
counter, or the dead stock, and turn it into a live seller.” 


Repairing Sport Shoes 


The repair department, too, fits into finds for the sports. 
Just send a note to members of the country club, asking them 
to look in their lockers for sport shoes, that can be fixed up 
and made to look like new. A new sole, a re-sewed seam, or 
other repairs, will make them wear a while longer. The 
business of repairing sport shoes can to built up the same as 
has the business of repairing street shoes; but not in as great 
volume, of course. Also, there is the chance to put cleats 
on sport shoes. Every little bit of business makes business 
more. 


The Display of Sport Findings 


Now for the second question, the display of findings for 
sports. There comes up that familiar window display of the 
girl with the tennis racket, sport sweater, sport hat, and sport 
shoes and stockings. She is in the right hand corner of the 
window. She looks upon an array of sport stockings, foot 
soaps, foot powder and miscellaneous other findings for the 
sports. There’s a tennis net for a background. The whole 
thing is picturesque. But does it do justice to the sports? 

Men and boys are the more numerous, and the fastest 
in the sports. Play up the findings to them. Give them 
practical stuff. Tell them in advertising of the advantages 
of findings for the sports, show it up to them in the window 
displays. Talk it to them in the store. They’ll take it. 
They play the game to win. The cost is incidental. They'll 
buy findings that will help them to win. 

A sportsman, and a shoe retailer, always has in his window 
pictures of the sports, in their seasons. His office is filled 
with trophies of the sports. He sells a lot of sporting goods. 
But his chief interest is to promote the sports. He enjoys 
them. He likes others to enjoy them. The more sport feet 
the fewer foot troubles is among his arguments. That’s a 
reason for special attention to findings for sports by shoe 
merchants everywhere. It helps business all along the line. 
Get the spirit of findings for sports. Then a score and more 
methods will unfold themselves for the sale of findings for the 
sports. Get into the game now, for the biggest sport season 
is ahead. 





Selling Leather in Shoe Stores 


Is it expedient for a shoe merchant to sell leather in his 
findings department? 

A lot depends upon circumstances. If the hardware man 
next door sells strips of sole leather, at from 50 cents to $l a 
pound, it may be wise for the shoe merchant to meet the 
competition. But it is better for him to have a repair depart- 
ment, and sell the leather sewed to the soles of shoes. How- 
ever, there are other uses for sole leather than for bottoming 
shoes, especially in manufacturing and farming communities, 
and a shoe merchant may be wise in offering it among his 
findings. 

Fancy leather usually can be sold to good advantage in a 
shoe store. People want fancy skins for table covers, wall 
hangings, book covers, bags, sofa pillows, and various other 
articles. A shoe store can sell them. 





Caught by the Number on the Lining 


Another of those Sherlock Holmes stories of the shoe trade, 
with the number of the shoe furnishing the leading clue, 
bobs up:— 

A Lynn policeman asked a man, of whose honesty he had 
suspicions, where he got his shoes. The suspected party said 
he had bought them in a Lynn factory, and he named the 
man of whom he bought them, and gave the date, too. But 
the policeman took the factory number that is stamped on 
the lining of all good shoes. By following up this clue, he 
found that the shoes were not made until three months after 
the time the suspected party said he had bought them. 

So the policeman arrested the suspected man on a charge 
of stealing the shoes, and upon searching his house found 
that he had stolen miscellaneous other articles, from shoes to 
hats. j 

Such a little thing as a factory number inconspicuously 
marked on the lining of a shoe was the undoing of this thief. 
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PIT 


SURE FIT 
SPATS 


have become the most 
popular of all Overgaiters 
since their introduction. 
They are pleasing to the 
eye and sell readily because 
of their neat, trim appear- 
ance, 
This style embodies ten 
years of effort in designing and manufacturing 
Overgaiters and is the finest Gaiter we have 
produced. It has an invisible buckle, and is 
Sure to Fit. 


GOODWEAR OVERGAITERS 


For Men and Women 


Indispensable Tool 
for Shoe Dealers 


“UNIVERSAL 
LACE. TIPPER 


The “Universal” Shoe Lace Tipper ~ ?. tips in- 
stantly by simply pressing the handles. Made of 
tempered steel—will not break. Highly polished and 
nickel-plated. 

GUARANTEED—We will replace any Faulty Tipper 
on receipt. Saves its cost on one busy day. 


Price by mail, postpaid, $1.25 each 
Shoe Lace Tips (black, brown or white), per box of 


500, 35c. 
Special discount to Jobbers. 


Send for catalog of Shoe Lasts & Stands, Mogle Jacks, 
Lap Lasts, Nail Cups, Heel Plates. etc. 


THE ROOT-HEATH MFG. CO. 


PLYMOUTH, OHIO, U. S. A. 
N. Y. Office, 90-92 W. Broadway, D.N. Winner, Mgr. 


Made of Felt and Broadcloth in all popular 
colors—10 and 12 buttons. 


IMMEDIATE DELIVERIES 


Established 1908—Manufacturers of Over- 
gaiters—Leggings—Children’s Shoes and Bath- 
ing Shoes. 


GOODWEAR LEATHER MFG. CO., Inc. 


65 West Houston St. New York City 
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SOMETHING NEW 


“AJUSTO” BOOT LEG FORMS. Something every shoe dealer needs. This simple, inexpensive 
device will help solve your window worries and increase their selling power. Every shoe dealer 
likes to feel that his show windows are smartly dressed, that his shoes are not only correct in 
style but reflect the utmost beauty’ and grace of line. 

‘*‘Ajusto”’ Forms will give your windows these distinguishable features, make them more effective 
and multiply their attractiveness. “‘Ajusto” Forms are simple in make-up and easily adjusted. 
Just slip over Form in shoes, pull up slide, lace shoe, push down slide. This little slide does the 
work, it expands the form, removes all wrinkles and shoe assumes a graceful, smooth appearance. 
Order enough for your windows today. The cost is trifling. 

Also form up your Spats with ‘‘Ajustos’’ 
Price $3.00 dozen, f.o.b., Pittsburg. 
If Your Jobber Cannot Supply You, Order Direct 


U. S. SPECIALTY MFG. CO. 


Model No. 2 for A & B Widths DEPT. A, PITTSBURG, KANSAS 
Model No. 3 for C & D Widths (And Remember It’s Kansas) 
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The Foreign Trade Bureau of the Boot and Shoe Recorder 


For Advertisers 


207 South Street Boston, Mass. 
An Effective Agency for Promoting the Export Business of the Shoe and Leather Industry 
Its Service Includes 


Detailed Information on Foreign Markets. Registration of Trade Marks in All Lands. 
Foreign Trade Opportunities. Financial Reports. 
Advice on Financing Foreign Accounts. Means and Methods for Forwarding Shipments. 


Translations from or into any language. Expert Advice for Exporters. 
Mediums for Advertising. 
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For White Canvas 





NOVA 


The popular because proven cleaner 
for White Canvas—Removes instead 
of covering the dirt. In two sizes. 







a Oe eee ee $2.00 
_ ae PR Tenet ne A 85 





ag oh eae $22.00 
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‘‘A Perfect Dressing for Every Shoe”’ 





A good stock of 
“Eagle Brand” 
Shoe Polish pre- 
pares the dealer for 
every demand in 
every season. 


NOVA for White Can- 
vas and NUWAY for 
White Leathers have won 
glowing laurels for quality 
and satisfaction. 


They will prove great sellers 
Be prepared! 


Summer. 


CHICAGO, U.S. A. 






BRAND” 
WHITE POLISHES 





For White Leathers 


NUWAY 
Cleans and refreshes all White Shoe 


Leathers. Free from any harmful 
ingredients. 


I Bn ey os ok $2.00 
ge $22.00 





The American Shoe Polish Company 











Hurting, 

aching. easily 
tired out feet— 
you needn't have 
them! Your feet 

may always 

delightfully at 
ease in the 
stylish shoes 
you want to 


r feet there are 26 delicately adjusted 
; un-over heels, fallen arches. 
tbles come when some 0} 


these little bones get out of position. 


n of Poot Correctio 
port, individually 
ssive Wizard principle of s 


All pain stops 


The Wizard Syster 
natural. easy foot sup! 
your feet by the exclu 
leather inserts 1% overlapping pockets. 
at once 

Buy your shoes where you can get 
delightful Wizard Foot Relief 
department stores everywhere you 
ts in the Wizard System o Foot 
stores near you today- 


At leading shoe and 
will find train i exper 
Correction Go to one ol these 
The Wizard expert will examine your stockinged feet and 
find the exact cause of your foot ¢ 
lividual W izard supporting & 
» Wizards, that fit_ co 
here * 

on to restore 


rouble. 


special inc 
light. all leather, soit pliable 
your shoes four pain will stop at once 
else like this Wizare principle ‘of foot correct 
yoyr foot structure to normal. 
not need new shoes just now—take your 
Wizard expert at a Wizard shoe dealer's. 
Il give you the same delightf relief 
in the shoes that you are now wearing: - 
Get Wizard foot relief today complete relief from callouses. 
run-over heels. arch trouble tired and aching feet, at any shoe 
or department store where the Wizard System * used. 


Write today for FREE booklet 
telling you ™ plain words and with clear 
illustrations how W zgards 80 wonderfully 
bring relief to suffering feet Also ask for 
names of Wward dealers near you 
Wizard Foot Appliance Co. 
1667 Locust St., St. Lows, Me. 
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H oP. 
ALF-PAGE AD IN SATURDAY 


EV , 
ENING POST, APR, 26, 1919 


Another §S ’ 
: - r Step Forward in 
é izard Sales Service 


In order th 
, at there may 
your store < nay be a better ti 
Doastien —— half-page ads pinen Prg between 
Sain Renna nd quarter-page ads run i e Saturday 
dot paring a series window 
' of small, neat— 


CUT- ™ 
UT-OUT WINDOW CARDS 


I he b. a d 4 
‘ . y a Cc pr nt J 


just the thin 
welt eg to put the finishing touch to th 
e 


Chere are 
» other steps i 
Plan that aes in he 
| sane ale e izard Merchandisi 
a a Sarnia about, if they — 


Free Wi 
izard C ; 
Teot—h ourse in O 
—helps clerks to sell Saree of the 
> shoes. 


Free Ad-wi 

Ad-within-ad 

advertisi ny local new 
— ing service. ig, oe 


a w 
This, too, helps rege | 


Free Wi 
izard lante 
: z rn sli 
when their feet are ~ get the people 


Wizard Foot Appliance Co 


] ® . 4 : M . 
= tr t, . t I ul . 
670 Locust ~ ee ~ oO Ss Oo 
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Timely Ads for 
Ppringbouwegr Special 





Events 


ste, We furnish the 

kind of complete ads 

can —illustrations and 

\ A copy to match— 
th. that will attract the 
is Spal oe attention of your 
b 4 readers because they 
oo are cleverly worked 
around timely and 
national events of the 











day. 
‘ 

One more of the{15 exclusive features of the Mer- 
chants Shoe Service. There’s a Bulletin with the 
other 14 business-building features waiting for you— 
Send For It. 


It’s an exclusive Service to one merchant in each 
town. 


Attach this ad to your letterhead or write for Bulletin 
and full details. 


Merchants Service 
255 West 59St-/ewyark, j 


BSR4-26 


“The House of Taylor’’ 


HOTEL MARTINIQUE 


Broadway, 32d and 33d Streets 
NEW YORK 





One Block From Penna. Station 
Baggage Transferred Free 


Equally Convenient for Amusements, 
Shopping or Business 


Direct Entrance to B’way Subway 
and Hudson Tubes 


600 ROOMS 400 BATHS 





Rates: From $2 Per Day 





A SPECIALTY 


155 PLEASANT ROOMS 
With Private Bath 


$3 Per Day 


The Martinique Restaurants 
Are Well Known for Good ° 
Food and Reasonable Prices 


Rncencencaneanonneqiomnoaneanecsonine 


Case Lots 
Black Kid 
Lace Oxfords 


Goodyear Welt 
208 Last, 14-8 Cuban Heel 


Price $3.85 


Net 30 Days 


STYLE B 438 


Sizes run as below 


Pairs 1 1 
AAA 5 5% 6 6 
2 


\ Gee 
TS) 


1 
Pairs 1 2 
AA 4% 5 5% 


Pairs 1 2 
A 4% 5% 


Pairs 1 
B 4 


for) fr) 
— -~ & ae 


M ee m& vo & bo 
i) 
m& vo 


Wire Your Order Today 


CBP Ford & Co, 


' ROCHESTER, N.Y. 
New York Office, 127 Duane St. E.H. Talbot 





(Arpanys 


NI 
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EIS 


THE BIG 


RAZE OF TODAY 


April 26, 1919 


C 
WE HAVE THEM ON THE FLOOR NOW 


READY 
TO 
SHIP 


LOT NO. DESCRIPTION 


2114—Black Satin Oxford, Full LVX Covered Heel.. 
3300—Black Satin Oxford, Enamelled Leather LVX Sled... 
3301—Black Satin Oxford, 13-8 Military Heel. re 
3302—Patent Vamp Satin Quarter, 13-8 Military Heel.. 
3305—Black Satin Pump, Seamless Enamelled Leather LVX Heel... 
1326-—Black Satin Pump, Beaded Buckle Colonial. . ii ana 
1325—Black Satin Oxford, Full LVX Covered Sled . pidie nce aden 
1523—Black Satin Oxford, Full LVX Covered Heel. 
1702—Black Satin Oxford, Full LVX Covered Heel. 


AA-C 


.. AA-C 
.AA-C 
. .AA-C 
..AA-C 


1526—Patent Vamp Satin Quarter, Buckle Colonial, Full LVX Heel AA-C 


1527—Black Satin, Colonial Buckle, Full LVX Covered Heel.. 
1520—Patent Vamp Satin Quarter, 9-Inch Lace Covered Sed... 


1521—All Black Satin, 9-Inch Lace Covered Heel................. 


. AA-C 


AA-C 


WIDTH PRICE 


—. 
..AA-C 
...AA-C 
..AA-C 


$3.75 
3.50 
3.50 
3.50 
3.50 
4.50 
4.50 
4.50 


Wee advise ordering quickly, as above numbers are selling fast. 


~ NOVELTY SHOE CO. 


NOVELTY SHOE BLDG. 32 SO. WELLS ST. 


CHICAGO 


a 
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The Price Bugaboo Has Gone 


ERE is one fact from 
H which shoe dealers — 
whether they have or 
have not placed their initial 
orders for Fall—ought to derive 


considerable comfort: 


This season’s wholesale prices, 
as fixed by the manufacturing end 
of the industry, have been shown 
to be entirely justified. Their 
reasonableness has been proved, 
and sales of Fall shoes thus far 
made demonstrate that dealers are 
satisfied the manufacturers’ prices 
are as low as they ought to be. 


In other words, the retail 
branch of the Industry, natu- 
rally apprehensive as to whether 


stability of prices was a reality 
or an artificiality, has come to 
know that new conditions of the 
Trade following the cessation of 
war have fulfilled all predictions. 


So, dealers are buying_nor- 
mally for Fall. 


Bates. dealers, old and new, 
are daily showing by their orders 
given to the Bates salesmen their 
confidence in the security of 
local marketing conditions this 
Fall and their belief in the cheer- 
ful willingness of the shoe-con- 
suming public to pay the neces- 
sary prices for good shoes. - 


And Bates quality and value 
were never higher than today. 
Our campaign in the interest of 
giving American men good shoes 


. at moderate prices gathers mo- 


mentum every week! 
Send for the Bates Catalogue 


Our catalogue of Spring Bates 
Shoes In Stock at Chicago is 
the most complete and compre- 
hensive we ever issued. Mailed 
on request. 


A. J. BATES COMPANY 


Central Distributing House 
328 WEST MONROE ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 
































BOOT AND SHOE RECORDER 




















SHOE 


FOR MEN Eleven of our 


Styles In Stock 


feature the Ardmore and Biltmore 
shown here. Complete catalog of 
Forty Stock Styles sent by request. 


BILTMORE 
Stock No. 600 


ARDMORE 


Stock No. 624 
Mahogany Russia Mahogany Russia 
Calf Lace Oxford: Calf Bal. AtoD. 
B, C and D, "$6.00 $6.50 


M. A. PACKARD COMPANY 


Brockton, Mass. 


NEW YORK CITY 


BOSTON, MASS. 
127 Duane St. 


60 South St. 
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“HUBTIP’ oN ae SHOE LACES 


PAT. OCT.18) 1BO4 
lips of “HUBTIP” Shoe Laces onsequently, they 
sermManent wIACK Never Ship 


APPEAL TO THE CUSTOMER WHO NEEDS SHOE LACES 
THAT NEVER LOSE THEIR TIPS 
THAT NEVER FRAY OUT 


HUBTIPS BEING MADE OF BEST BRAID WILL 
OUTWEAR SEVERAL PAIRS OF THE ORDINARY 


Women’s or Men’s 
45 in. per gro. Strings ....$3.25 
54 ee oe it) e 3.65 


36 in. S $2.75 
36 in. per gro. Strings.... .$2. 
Ss 405 


Women’s or Men’s 
27 in. per gro. Strings .. . .$2.20 
SS . os coos ee 


Men’s 63 in. per gro. Strings... 4.05 
72 iT) 7) ci) oe 4.45 
F ASSORTMENT CABINET 

48 pair 36 in 

24 ity 45 7) 


E ASSORTMENT CABINET 
36 pair 36 in 
36 oe 45 iy 





G ASSORTMENT CABINET 
36 pair 36 in 
24 ee 45 77 
12 ity 54 iii 
A ASSORTMENT CABINET 


36 pair 36 in 
1 45 





D ASSORTMENT CABINET 
18 pair 36 i 
18 ‘ 40 
18 Ty 
18 oe 


ORDER A TRIAL CABINET 
t. 
COUNTER DISPLAY EASEL 


oi) 





FRANK W. WHITCHER CO.--Mfrs.--Boston and Chicago, U.S. A. 
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Lasting a McKay 
shoe with Korxole 
innersole 


ARPED and stretched innersoles are 
responsible for many shoes being 
returned because they lose their 
shape. This is especially true with 
McKays. After the sole is sewed on 
a poorly lasted shoe, the shape 
cannot be remedied. Korxole holds 
lasting tacks so firmly that the 
uppers remain lasted smoothly and 
do not pull away from the inner- 


A Question sole while the shoe.is being built. 


Good lasting requires good inner- 


of Shape soles. Specify Korxole in some of 


your lines. 


Armstrong Cork Company 


132 Twenty-third Street, Pittsburgh, Pa. 
Branches in the Principal Cities 


Reg. V. 6. Pot. Of. 


“The Flexible Cork Innersole That’s Built Into the Shoe” 
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assed! 


Our shipyards—our aircraft 
factories— our munition 
plants — scared away Ger- 
many’s last atom of fight. 
She quit. And now we are 
paying for this industry — 
this giant whose smoke put 
the fear of death in the Hun. 


When you subscribe, re- 
member it was our over- 
whelming preparations 
which made short of a 
long war. 


Show the depth of your 
feeling by the size of your 
subscription. 


ictory Liberty Loan 


Space contributed by 


a a BOOT AND SHOE RECORDER PUB. CO. 
BOSTON, MASS. 


g with United States Teeasary Department 


Prepared by American Association of Advertising Agencies cooperatin 
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The Boot That 


Sportsmen Swear By 





me, 





Y] 


“Finest thing ever for rough, outdoor wear,’’ says an 
Oregon sportsman. Nothing like them for wet ground or —_ 
dry—hunting, fishing, trapping or hiking. Easy on the feet, == 
but outwear harder, stiffer boots. AS NEAR WATERPROOF == 
AS LEATHER BOOTS CAN BE MADE. Well advertised. == 
You can bank on them to make friends for you. = 


Built the Russell Way 
Quality Always 









My 





Wty 





~. 






chrome cowhide, a wonderfully flexible leather, 
waterproofed in the tanning. Patented Neve 
Rip Seams shed the water—there are no “open” 
stitches. Made to measure in any height. Soles 
hobnailed or smooth. 
Write for Dealers’ Prices 
and Catalog S. 


— 
= 
= 

W. C. Russell Moccasin Co. => 
Berlin, Wisconsin = 
= 
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value. That is all anyone can expect to receive ATT 
and is much more than is frequently given. mT 


HNN ANNU Supply on trade with yy: Shoes. — 
They will cause your store to be long re- 


ily 


















proper place to trade. 
F. MAYER BOOT 


& SHOE CO., 
MILWAUKEE. 









ji va i | 
hig it SHE 


by 


Malte 


z 1 


BOOT AND SHOE RECORDER 





=— 
= 
— 
—_— 
— 
— 
— 
— 
Expert bootmakers make “Never Leak” boots by hand from black .—= 
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Every day re-orders 

come thru the mail 

for the E-Z Walk 
‘*Foot-Pals’’ 











PNovert ie 
FooTwebR 


They show that dealers handling 
“Foot -Pals” are gaining 


friends constantly. | 













Have you an assortment 

of ‘‘Foot-Pals’’ on hand? 

If not, write us or your 
nearest jobber. 












THE E-Z WALK MFG. CO., INC. 


62-70 West 14th St. New York City, N. Y. 



































Keds 


“Yes! I’ve got it in your size”’ 
brings a smile and a quick sale 
“I’m sorry, but’’---- means a 
scowl and a lost sale. 





in all styles and sizes 


NTIL Keds came the va- 
| | riety of styles in canvas 

rubber-soled shoes was 
very limited. 
Which was one great big reason 
why women of taste and par- 
ticularity would tur. up their 
noses at ordinary tennis shoes. 


But— 


You can fit any foot and 
satisfy any style _ taste 
with Keds. 


We’ve provided for women with 
small feet—even for those with 
the smallest. Whatever style 
they want—you can give them 
in KEDS—in their proper 
style and width. 

Same with men. They can buy 
their style and their size in 
KEDS just like they buy a 


favorite collar. 


F you take full advantage of 
all the opportunities we 
have provided in KEDS you 

will clean up this Spring and 
Summer bigger than you ever 
did before. 
You cater to the business in a 
certain community. Every 
man, woman, and child is a 
prospective customer. Remem- 
ber the little folks haven’t been 
overlooked. KEDS are com- 
fortable, flexible and wear-resist- 
ing. Growing boys and girls and 
small children know KEDS and 
like them. 
Nothing can hold back the 
Keds business that is sure to 
come this Summer. ° 
Attractive styles have been out- 
lined for all ages and classes of 
people in all necessary sizes and 
widths, and we urge you to 
stock a sufficient variety of 
styles to meet the tremendously 
increasing demand. 
Don’t be afraid of stocking 
KEDS liberally. We have so 
standardized them, developed 
them and advertised them that 
they are the most staple 
warm weather footwear 
you can install in your 
store. 


Large and Well Assorted Stocks Carried byj the 
Principal Wholesalers and Rubber Stores Everywhere! 


United States Rubber Company 
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Weekly 


BOOTS AND SHOES 


The Season Over but Preparation 
Active for Future 


It would certainly seem that Spring 
has come, and that shoe merchants were 
now justified in packing away such of 
their rubber stocks as may not be called 
for this season. In this connection it 
may be as well to remind them that 
care must be taken in selecting a place 
of storage, for rubbers will deteriorate 
in hot and damp atmosphere, and too 
many shoe stores have only basements 
available for storage. Rubbers should 
be kept in a cool, dry place, and when 
properly packed, as nearly all such 
footwear is now sent out in cartons by 
the manufacturer, they will not deteri- 
orate. Sometimes rubbers, packed in 
bulk and thrown together and nailed 
up in cases, under pressure come out 
in the Fall sticky, crumpled and mis- 
shapen. Such carelessness results in 
losses which can easily and should surely 
be avoided. 

The footwear mills are working on 
moderate schedule. Some are running 
but five days a week. There is a steady 
production of standard styles, and 
manufacturers are watching the shoe 
market carefully to note the trend of 
fashion, in order to forecast as far as 
possible the popularity of the new, 
longer-toed styles now being shown for 
Fall and Winter wear. 


TENNIS LINES 


Steady Business, with Assurances 
of Big Summer Demand’ 


The production of tennis lines con- 
tinues to the limit of factory capacity. 
Everybody. predicts this Summer as a 
white season and the success of the new 
methods of sole and upper joining 
brought out by the rubber factories, 
has resulted in transferring to them a 
large part of the orders which in prev- 
ious seasons has gone to the leather- 
shoe manufacturing centers. This 
change is especially noticeable in some 
Maine and Massachusetts shoe towns 
where canvas upper, rubber soled, 
stitched shoes have been largely pro- 








The Rubb er Realm 
Market Review of Rubber 
Footwear, Supplies and Prices 
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duced, but where this season fewer of 
these lines are being made. In the 
common, everyday “sneaker” variety 
of tennis the improvements in style 
and make, the choice of color and 
material have resulted in a demand from 
the jobbers who are confident of a 
heavy call by the middle or last of 
next month. 


CRUDE RUBBER 


Market Irregular and Unsatis- 
factory 


The market for plantations has shown 
some fluctuations both up and down the 
past week or ten days. The upward 
turn of a week ago, caused by 
those brokers who found it necessary 
to buy to cover forward sales, did not 
tempt manufacturers to purchase to 
any considerable extent, and _ this, 
together with the arrival of several 
large lots direct to New York, had a 
bear effect which brought quotations 
back to lower figures. Considerable 
difficulty in securing cable communica- 
tion with Singapore and Columbo has 
had its effect in unsettling the market, 
and now the markets there are shut 
down until May 2, and the London 
markets closed until the middle of this 


‘week, prices are far from stable and 


satisfactory. Forward quotations are 
strong at the same figures as present 
figures given for spot sales. Paras are 
firm with no change siace last report, 
and most grades in short supply, but 
with demand hardly up to nominal, 
little interest is being shown. 

We quote nominal spot prices: 
Upriver fine para.............. 
Islands fine 
Upriver coarse 
Islands coarse 
Caucho ball upper 
Caucho ball lower 


First latex pale crepe 

Smoked sheets 

Brown crepe 

Centrals and Mexicans 

Guayule (20 per cent moisture).. 
Guayule washed and dried...... 
African Massai 


AW. if) *PURDDDADEDADELATAAD SADR ALDORDRAASLOADAI TANIA) = 


Srarensquondeninunsavdoniuis 
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SCRAP RUBBER 
Dealing Reduced to a Minimum 


Reclaimers hope that the stiffening of 
prices of crude may help the market 
for their product, but with quotations 
of crude given so low it would seem as 
though reclaimers must: reduce their 
selling prices considerably to bring 
reclaim to a parity or to tempt manu- 
facturers to use much of their product. 
Some demand for boots and shoes was 
evinced last week by reclaimers, but 
this was evidently a temporary need, 
which has been filled, and the market 
has dropped back to its previous dull- 
ness. Dealers have large stocks, and 
while there has been some business 
doing between one dealer and another, 
some having needs to fill in covering old 
orders, there has been no animation in 
purchasing from collectors. There are 
possibilities of Spring accumulations, | 
and it is known that some collectors 
have large amounts on hand which 
they have held for some months in 
hopes of a favorable turn of the market. 
An organ of the waste material trade in 
last week’s issue says: ‘‘Reclaimers are 
shy of the market. They are unin- 
terested at the present prices, and are 
not eager to add to their holdings until 
they see a better call for reclaim. They 
may admit that they believe that once 
the demand for reclaim begins it will 
likely be the biggest yet, in paralleling 
the tremendous manufacturing opera- 
tions that are expected in the rubber 
goods manufacturing industry, but 
when it comes to purchasing scrap 
rubber ahead he is not ‘at home’ to 
dealers’ offerings.” 

Such being the situation quotations, 
more or less nominal, are here given: 

Scrap boots and shoes: $6.60 to 
$6.85 in Boston; $6.50 to $6.75 in New 
York; $6.40 to $6.65 in Philadelphia, 
and $6.00 to $6.50 in Chicago. 

Trimmed Arctics: $4.75 to $5.00 in all 
markets. 

Untrimmed Arctics: $3.75 to $4.25 in 
Boston; $3.75 to $4.00 in other 
markets. : 
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Order 
Received at 
8 A. M. 
Shipped at 
12 Noon 


Good Service 
Good Shoes 








No. 113 





Fine grain Kid Lace Ox. Pl. toe. 12-8 heel. B-C- Early Spring No. 669 


D-E. Price 


Fine grain Kid 2-strap Pump. 12-8 heel. B-C-D. 
i ee ere eee $3.35 


Order Now 


No. 668 
Kid Opera two- 


strap sane. 10-8 
heel. C-D-E. Price, 


$2.65. Price ...... . .$2.40 


AULT- WILLIAMSON SHOE CO. 


AUBURN MAINE 
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Styles of Lynn 


Lynn manufacturers are getting ready 
for. Fall and Winter business. An in- 
creasing volume of orders is expected 
from now on. Buyers of women’s 
stylish footwear show a stronger ten- 
dency to hold back their orders to the 
last possible minute, in order to take 
quick advantage of the turn in styles. 
Yet the thing may be overdone. Some 
held back their orders for pumps and 
oxfords for Easter until it was too late. 
Some tardy buyers offered astonishingly 
high prices for pumps enough to carry 
them over Easter. There is presently 
a brisk business on pumps and oxfords 
for Spring and Summer. The produc- 
tion of white shoes is yet to zo to its 
high tide. But the chief interest of 
Lynn manufacturers is in the coming 
of Fall and Winter orders. 

Styles for Fall and Winter show these 
tendencies—lasts are generally longer 
vamped and higher heeled. Vamps are 
4%, 4% and even 4% inches long. 
Heels are mostly 18-8 or 20-8 high. 
Some demand there is for low heels, of 
the military style. But the high heel 
style is the most extensive Lynn manu- 
facturers have known. 


For Fall 9-inch Boots 


Nine-inch boots are accepted every- 
where for Fall. Orders have been 
booked for a few button boots. Even 
these are nine inches high. Finer 
seams are the rule. A new method of 
pressing seams is coming into use. It 
is an electric process. It may seem a 
small detail. But ‘‘the finer the seam 
the handsomer the shoe”’ is a rule that 
is still true. 

Likewise, thin edges and slim shanks 
are the rule. The bottom, as well as 
the top of the shoe, is light and fine in 
line. Feminine fashion so requires. 
Some classy shoemaking is being done 
in the bottoming of Lynn shoes these 
days. 

As for leather for Fall, kid is king, or 


wanes 


hen, 











News in Soe Markets 


and Merchandisi 
in America’s Shoe Centers | 
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rather queen, in Lynn, since Lynn 
makes women’s shoes. Field mouse is 
the most mentioned colored leather for 
Fall. Grays continue good. Patent 
leather is coming back strongly. Fine 
cabretta is looming up after fine black 
kid. But the supply of cabretta is 
limited. The supply of black kid is 
expected to increase, as ships bring in 
more kid skins. Black satin is to be 
used for tops in a number of lines of 
boots for Fall. Reports conflict con- 
cerning fabrics. 


One Firm’s Statement 


W. J. Bridgeo, of Allen, Foster & 
Bridgeo, says: 

“Eighty per cent high; 20 per cent 
low. That is the way our high heels go. 
Never was there such a vogue of Louis 
style heels. 

‘“‘Vamps are 44% and 44 inches long 
with us. The slim last, with the long 
toe, the high heel, the close edge and 
the high arch, leads in our Fall lines, 
according to orders already booked. 

“Orders call for a variety of ma- 
terials. More patent leather vamps 
are wanted than a year ago. Some 
have satin tops. Most have leather 
tops. Field mouse is our best selling 
shade in our grays. Blacks are always 
good, of course. 

“It is all boots with us for Fall. A 
very few orders for button boots we 
have. 

“Our chief concern at the present 
moment is over the rise in prices of both 
sole and upper leather.” 


Business Notes of Lynn 


Harney, Tracey, Crehan Company is 
starting the cutting of shoes at 589 
Essex Street, Lynn. P. J. Harney, 
head of the enterprise, was in New 
York market, during last week, showing 
samples. The factory is being fitted 
up with the newest machinery for the 
making of 1000 pairs of high grade welt 
shoes daily. 
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Murphy, Gorman & Waterhouse, suc- 
cessors to James Phelan & Sons, are 
starting up their shop in the Vamp 
building. 

Bresnahan & McLaughlin are start- 
ing up at 556 Broad Street, to make high 
grade McKays, in the newest styles. 

Trio Shoe Company is to move from 
Suffolk Street to 411 Broad Street. It 
is putting in a new equipment for 
making high grade turn shoes for 
women. 

L. & C. Shoe Company, 192 Broad 
Street, is fitting up to make a line of 
children’s welt shoes, in addition to its 
stitch downs. Samuel Goldberg has 
become president. 

Lynch Shoe Company, 192 Broad 
Street, has fitted up a floor to make 
high grade turn shoes for women. 

Allen, Foster & Bridgeo are putting 
in new machinery, to increase their 
production of high grade McKay shoes. 

Rialto Shoe Company is beginning to 
occupy the factory at the corner of 
Oxford and Mulberry and Buffum 
Streets. It is to move from Salem. It 
makes stylish McKay shoes. 

Welch Shoe Company, Lynn, is 
fitting up to make more welt shoes. 

Nassau Shoe Company, Lynn, was 
recently incorporated by A. F. Strout, 
C. L. Felsenheld and Karl A. Stritter. 

Little Witch Shoe Company has 
begun to make children’s turn shoes at 
144 Washington Street, Salem. Charles 
Cooper, formerly of Engel, Cone Com- 
pany heads the new company. Martha 
Thompson and Augustus Stevens, of 
the Stevens Soft Sole Shoe Company, 


are members of it. 


F. C. Foster Sons have started up 
their factory at Rowley for the manu- 
facture of sport shoes. 


Two New Lasts 

Two new lasts for Fall, from Mc- 
Nichol, Taylor, Inc., are these: 

A last, for McKays, with a 4% inch 

vamp and a 19-8 heel. The arch is 

high, and the shank is slim. McKay 
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shoes, in imitation of fine turn shoes, 
will be made over this last. 

The other, a welt last, has a long 
vamp, and high heel, and a raised side 
effect, like that of the Potaytoe. 


High Grade McKay 


A fine line of McKay shoes made in 
Lynn sells at about $7.50 a pair, whole- 
sale. Before the war, a McKay shoe 
that sold at $1.85 a pair was considered 
high grade. The maker of this line of 


$7.50 McKays thinks that the price of « 
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fine McKays is going higher. He ex- 
pects further improvement in the 
quality and the workmanship of McKay 
shoes. 

Coming From Europe 


Frank Aborn, of &ynn, shoe mer- 
chant, is coming from England the 
latter part of this month, or in May, as 
soon as he can get transportation. He 
was in the Government service during 
the war. He went to England to confer 
with his English customers soon after 
the armistice was signed. 


Cincinnati 


The retail shoe business during the 
week prior to Easter was in every 
respect the best that the local merchants 
have experienced for many seasons. 
This was found to be so from the stand- 
point of numbers of pairs sold, as well 
as the usual condition of a lead in 
dollars and cents resulting from. the 
generally prevailing high prices. With 
the exception of one or two rainy days 
the weather for the week was of such a 
Springlike nature, causing the public 
to think about Spring clothes, that it was 
in every way favorable to a large and 
successful week. Merchants report 
that their sales were large in every 
style and pattern in their stocks, with a 
noticeably large demand for plain 
oxfords and pumps with and without 
the beaded and covered buckles. The 
sales of oxfords and pumps have been 
running about fifty-fifty, they say. 
And the sale of buckles has been exceed- 
ingly strong, they put it. Their only 
trouble has been to get enough buckles 
of the right shape. The bulk of the 
business has been in the Louis heel, 
with a 12-8 heel on a dressy last prov- 
ing very popular with those who don’t 
want the Louis heel. 


Active Business in Men’s Lines 


Business in the men’s lines has also 
been exceedingly active, with the sale 
between black and tans or browns about 
the same. It is noted that in the higher 
priced lines, sold largely for dress, men 
are buying more of the plain black 
calfs on the English last, and in the 
medium grades the browns have dom- 
inated. 


Retail Shoe Selling Group Meets 


The regular monthly meeting of the 
Retail Shoe Selling Group held at the 
Chamber of Commerce on Wednesday, 
April 16, was well attended. After a 
luncheon, president D. E. Hayman 
called the meeting to order. In answer 
to an inquiry of Secretary Adams re- 


garding the report of the introduction of 
a bill in the Ohio State legislature affect- 
ing foot specialists--that no one--be 
allowed to fit arch supports without a 
high school education and three years 
of medical training—the clerk of the 
House of Representatives wrote back 
that no such bill has been introduced. 

Harry McLaughlin of the Potter’s 
Shoe Store in discussing conditions in 
the East—he having just returned— 
pointed out the recent advances in 
footwear. He related that he bought 
a shoe in New York on Thursday for 
$5.10 and on Monday the same sales- 
man in Cincinnati was asking $5.25 for 
the same shoe. This alone precludes 
the necessary existence of any doubt 
as to the increase in price that is and 
has been predicted for the last two 
months. Further discussion at the 
meeting brought forth the assertion 
agreed upon by many of those present 
that today the first thing a lady looks 
at upon being shown a pair of shoes is 
the heel and arch, and next the toe. 


Educational Campaign for 
Clerks 


Another subject brought up was the 
proposed educational campaign to be 
carried out by the local merchants for 
the benefit of the shoe clerk. Lectures 
on foot anatomy and the fitting of shoes 
are being planned. It was decided to 
let the question rest until the special 
meeting held this week, April 23, for 
the purpose of terminating plans. 

Harry McLaughlin announced to 
the group that the committee appointed 
at the last Ohio State convention for 
the purpose of completing the merger 
between the state association of Ohio 
and West Virginia, brought the merger 
to an issue at a meeting in Columbus, 
April 14. The new association resulting 
from the combination of the two state 
associations will be known as the 
“Ohio Valley Retail Dealers’ Associa- 
tion.” 
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Benton H. Orr Returns to Potter’s 
Shoe Store 


Benton H. Orr, brother of J. P. Orr, 
returned to his old position at Potter’s 
Shoe Store last week. Mr. Orr was a 
lieutenant in the Headquarters Troop 
of 37th Division and received his dis- 
charge a few weeks ago. Since that 
time he has been taking a vacation. 


R. E. McLaughlin Notes Changing 
Attitude of Merchants 


R. E. McLaughlin, sales and adver- 
tising manager of the J. W. Carter 
Company, was in Cincinnati recently 
in conference with his local representa- 
tive. Mr. McLaughlin said that he was 
glad to find the rapidly changing atti- 
tude of the merchants in regard to the 
placing of their orders for Fall needs, 
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and stated that to do the unnatural 
thing of placing orders late in the season 
and expecting deliveries in the face of 
the present factory conditions is not 
only jeopardizing the industry from 
the manufacturing side but also from 
the retail side. 


Repairers Make High Wages 

The existing conditions in the repair 
business of Cincinnati are without 
precedence. There is a growing short- 
age of shoe repairers and little hopes of 
remedy for the situation. Shoemakers 
are being paid thirty and thirty-five 
dollars a week in the place of twelve and 
fifteen a week three years ago. The 
prices on repair work are the highest 
they have ever been; a half sole $1.50 
and $1.75; whole sole $2.00 and $2.50; 
rubber heels 65 cents, etc. 


Cleveland 


Shoe Trade Booming 


Neither the Victory Loan nor any 
other reconstruction problem in sight is 
going to hold back the shoe trade, 
which is going straight forward in 
Cleveland and at a pace much more 
rapid than in any previous years, and 
this city has seen some mighty good 
years for the shoe trade. 

That is the consensus of opinion of 
managers of some of the largest shoe 
stores in Cleveland who were inter- 
viewed here in the last week. Although 
Cleveland inaugurated its Victory- 
Liberty Loan Campaign on Easter Sun- 
day with a monster parade that was 
reviewed by Secretary of Treasury 
Carter Glass, and Clevelanders had 
been asked to lay aside a sum to pur- 
chase bonds, yet the Easter trade set a 
new figure for volume this year. 

“Its the greatest Easter trade we 
ever had,” said E. N. Clark, manager 
of the N. O. Stone Shoe Company. 
“And Cleveland is going to raise its 
share of the Victory Loan, and do it 
quicker than it did any of the others. 
War is the only thing that can hold 
back the people from satisfying their 
desires for wearing apparel, and now 
that the conflict has ended, there’s 
nothing that can stop a big volume of 
buying, although, of course, patriotic 
duties will be performed. With the 
boys away, many thought it improper to 
indulge all their tastes, but that situa- 
tion has ended.” 

The same opinion was voiced by A. C. 
LaRose, of the Chisholm Shoe Com- 
pany, who added that colonials were 
most popular. 


Soldiers’ Footwear 


The soldiers who are returning from 
Europe are not going to break away all 
at once from the style of shoes they 
have been wearing since they threw 
down their civilian tools and took up 
the rifle to fight. 

Cleveland shoe merchants have dis- 
covered this in catering to the returned 
fighters. 

The officers’ plain toe shoe, broad, but 
less modified then the square type, is 
having a big run in all the stores visited. 
The stride last on the order of the modi- 
fied Munson last also is popular with 
the soldier boys. 

Coincident with the coming of Spring 
verdure on the trees and shrubs comes 
the glory of the new Spring attire into 
the minds of women. And for the last 
two weeks the bell has been ringing in 
Cleveland shoe stores on satins. All 
managers of stores interviewed say so, 
and they likewise admit that trade 
prospects were never better. 

The war’s over, and the spirit that 
was restrained so long by the sacrifices 
and ghastly news from the front has 
broken through the clouds and every- 
body wants to play awhile and “dress 
up” to make amends for the lost time. 

This desire has been accentuated by 
systematic catering to style shows on 
the part of-managers of shoe stores and 
the policy has played an important part 
in developing the Spring shoe business, 
according to A. P. LaRose, manager of 
Chisholm’s store, at 1140 Euclid Avenue. 

When beautiful women, perhaps a 
score of them, promenade through the 
ball room of a hotel wearing the latest 
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models and the spectators get a glimpse 
of what they themselves shall be if they 
make the necessary purchases, there is 
bound to be a volume of buying. That, 
at least, is the theory of Cleveland 
retail shoe merchants. 


A Style Show at the Statler 


Acting on the tip they have co- 
operated freely with promoters of the 
Style show, which was given in the ball 
room of Hotel Statler, some of Cleve- 
land’s prettiest girls and young matrons 
acted as models, and mind you, they 
wore not only pretty hats and clothes 
but all the latest in shoes. 

The Style show was for the benefit of 
the Bandbox, which is conducted at 
2432 Euclid Avenue for the benefit of 
the committee for Devastated France. 
Shoes make an attractive show window 
when properly displayed, but they are 
much more presentable when peeping 
out from beneath a modish gown. So 
what better method, Cleveland mer- 
chants decided, could be adopted for 
their Easter display. The windows are 
glorious with their displays, but one 
of the very biggest things in the trade 
of Cleveland was that show. 


Black Satins Favorites 


The taste has been running to satins, 
with black the favorite shade, and there 
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is no evidence of an abatement. Brown 
is running a close second and gray is 
trailing along. The craze started last 
December when few merchants had 
them in stock sufficiently to meet the 
demand. The fad had been raging in 
New York, and then came Westward. 

With the coming of Spring, whites 
have been moving better and colonials 
and pumps are daily attracting more and 
more buyers. 


Cleveland Shoe Club to Be 
Rehabilitated 

The Cleveland Shoe Club is going to 
be rehabilitated. It is going to have 
special quarters in the Colonial Hotel, 
where men in the industry can meet, 
converse and get better acquainted, and 
solve problems through the co-operative 
activities of all. 

Elmer A. Clark, manager of the N. O. 
Stone Shoe Company, is president of the 
club, and the man who has been en- 
trusted with the task of putting the club 
back on both feet. 

He was surprised at the enthusiasm 
shown recently at a banquet given by 
men in the industry, and if the Cleve- 
land Club doesn’t have a membership 
of 500 within the next few months, 
dynamite will be used. And then 
there'll be some discussions and lessons 
available that will demonstrate the 
usefulness of the club. 


Philadelphia 


It was very fortunate that a little 
group of men who sauntered up and 
down Fifth Avenue one day last month, 
with their eyes eagerly scanning the 
twinkling feet of fair pedestrians, 
escaped the delicate attentions of the 
New York police. 

The men in question were Julius A. 
Goldberg of Chicago, John Slater of 
New York, C. K. Wolfelt of San Fran- 
cisco, W. W. Willson of Boston, C. A. 
Thompson of New York, and Secretary- 
Commissioner T. C. Mirkil of Phila- 
delphia, widely known members of the 
National Shoe Retailers’ Association. 

It is fortunate, because such attention 
from the police would have been decid- 
edly out of place. The observations of 
these men were of a purely business 
nature, and if their glances occasionally 
rose to the hem of a skirt-it was only 
to note the harmony or discord between 
styles of footwear and skirts. And 
thereby hangs a large part of the 
story of the styles committee’s recom- 
mendations for Spring, 1920. 

The members of the committee went 
back to the Hotel Astor with very 


thoughtful expressions. Then they 
compared notes. It was unanimous. 
Fifth Avenue’s feminine footwear, tak- 
ing it by and large, with special empha- 
sis on the long lasts, was “pretty 
sloppy.”” Why? 

The committee figured it out this way. 
Many manufacturers and retail mer- 
charts have “caved in’”’ under the fear 
that the prevailing high costs would 
hurt business, and have been pushing 
cheaper and inferior merchandise with 
sloppy results, in the appearance of the 
public, and in the reputation of their 
merchandise. The results were partic- 
ularly emphasized in the long lasts 
because these are the hardest to fit. 
They require more than normal skill in 
construction to hold the foot firmly, 
keep it from sliding and so maintain 
their shapes. 


Protest to Manufacturers 


Translated into the dignified language 
of the committee’s report, these obser- 
vations read: 

“We direct special attention to the 
poor workmanship and fitting qualities 





April 26, 1919 


of shoes, of even the best grades, which in 
our judgment is bad advertising for the 
retail shoe business ia that the public 
is bound to be discouraged in buying 
style shoes at present high prices. 

“Therefore, we particularly recom- 
mend to manufacturers that in creating 
new lasts and patterns more attention 
be given to fitting qualities (this applies 
to all grades) thus correcting an 
extremely unsatisfactory situation for the 
retailer and the consumer. 

“Shoe prices are higher than ever 
before, and retailers should insist upon 
better fitting merchandise and higher 
grade workmansbip on all future orders 
for Fall, 1919, as well as for Spring, 
1920.” 


“Cautious Buying in Low Effects 
Advised” 


The committee advises caution in 
placing orders for low effects, pumps and 
operas, and also urges retail merchants 
to avoid extreme long lasts in boots as 
well as low cuts, because they are hard 
to fit properly and the dealer may be 
left with big stocks on his shelves. 
Vamps longer than 3 7-8 are declared 
to be very dangerous. 

It is worthy of note that the observa- 
tions of the committee are verified by 
the experience of the trade in Philadel- 
phia. Certain merchants. who cater 
to the more wealthy trade, and are able 
to demand prices commensurate with 
the cost of really good-fitting tong lasts 
are selling them with success, but those 
who have attempted to push the extreme 
lengths in moderate priced lines have 
been disappointed with the results. 


Apparently they don’t look “‘good”’ to’ 


the average woman. Unless they are 
very carefully shaped and fitted they 
make the foot appear larger, and it is 
not a thorough knowledge of feminine 
nature to expect women to persist for 
any length of time in such a vogue. 
This size-increasing effect is also height- 
ened by the fact that, contrary to 
expectation, skirts are gettii g shorter. 


Retail Demand Maintained 


Retail sales continue to maintain the 
very excellent pace set before Easter. 
In fact, so great has been the activity, 
that coupled with Victory Loan work, it 
has caused the Philadelphia association 
to abandon meetings until May 14. 

The operation of the luxury tax does 
not seem to have affected the sales of 
buckles, though in Philadelphia the 
demand for these seems to be rather 
confined to the more expensive varieties. 
Beaded effects are fairly popular, and 
cut steel appears to be a leader. 

One buyer announces his intention of 
going in rather heavily for fine cloth 
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tops for Spring, i920, and expects to 
concentrate pretty well on them in his 
future orders for Fall, 1919, as well. 
He figures a coming demand on the 
score of price, but emphasizes the 
necessity of avoiding contrasts in 
meeting it. 


Geuting on Men’s and Boys’ 
Division 

George Geuting represents Phila- 
delphia in the men’s and boys’ section 
of the reorganized styles committee of 
the N. S. R. A. Under the new plan 
there are three sections, one for women’s 
shoes, one for men’s and boys’ and one 
for misses’ and children’s. 


Glazed Kid Going Up 


With leather stocks constantly di- 
minishing under the buying of the last 
several weeks, prices are slowly but 
apparently surely rising, with the end 
not in sight. Particularly is this true 
in the glazed kid market. Manufac- 
turers are coming into the market now 
to meet demands which they either did 
not anticipate or did not care to provide 
for at earlier dates. 


New Geuting Store a Model 


Trade is now well under way in the 
new store of A. H. Geuting & Co. The 
building, which was just recently thrown 
open to the public, is truly a remarkable 
one. It is the result of a country-wide 
tour on the part of Mr. Geuting and 
his architect to study out the best fea- 
tures of the best shoe stores in the 
United States. 

There are two sections on the first 
floor, a sort of ante-room right at the 
entrance, where a counter for the sale of 
hosiery is arranged an one side, with the 
elevators opposite. Just beyond is the 
men’s section. With the object of a 
little more privacy in view, the women’s 
department has been placed on the 
second floor. The third floor is devoted 
to children’s footwear and the fourth to 
the workshop. With only a 20-foot 
front a most convenient arrangement 
has been worked out. The “lobby,” 
with good elevator service, makes the 
women’s department seem every bit as 
accessible as the men’s, while both have 


the advantage of greater privacy. Itis - 


a clever capitalization of a keen knowl- 
edge of customer psychology. 


Change in Ownership 


The Walk-Over Boot Shop, Rich- 
mond, Ind., is now owned by Beck & 
Kreinier and is no longer an exclusive 
Walk-Over store, but will handle other 
lines. 
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Kansas City 


The spirit of Springtime is carried 
most vividly to the public through the 
heavy plate glass show windows in the 
gorgeous Easter displays of fresh and 
sometimes novel stocks of Kansas City 
retail shoe stores—stocks that carry 
out to the most minute detail the idea 
of the disappearance of the heavy, 
utilitarian war era of footwear and the 
coming, once more, of lighter goods. In 
the aggregate, this city is given a view 
of a larger and better and more varied 
assortment of shoes from which to 
choose than has been its good fortune 
in many years. 

And on every hand the keynote of 
proprietors, managers and _ clerks is 
optimism. 


Kind Regard for Its Feet 


“Kansas City surely has kind regard 
for its feet,”’ said S. C. Wright, manager 
of the re-organized Radford-Powell 
Shoe Company, “for I have never seen 
a city that had keener demand for the 
better quality of shoes. I always knew 
Kansas City had the reputation of 


. being a town that does things, but not 


until I engaged in business here was the 
full extent of. the city’s progressive 
spirit impressed upon me. 

“Ts our trade growing? 

“Well, I should say it is growing! It 
has been good all along, but here lately 
the Easter business has opened up so 
lively that we could use more floor space 
and more salespeople very nicely. In 
fact, it is no exaggeration to say that 
our Easter trade is immense.” 

Mr. Wright is comparatively a new 
man in Kansas City shoe trade, having 
located here last November, at which 
time he, with V. O. Lewis of Omaha, 
Neb., and T. J. Kiley of St. Joseph, Mo., 
bought the business of the Radford- 
Powell Company. Mr. Wright came 
here from Chicago. 

“We bought the store on a lucky 
day,”’ he said, ‘for the deal was closed 
November 11—Armistice day.” 

The Radford-Powell Company has 
entirely remodeled the front of the 
building, with special attention to win- 
dow displays. Its location is in the 
heart of the retail district, and the 
windows compare favorably with any- 
thing to be seen on State Street, 
Chicago; Euclid Avenue, Cleveland, or 
any other Eastern city retail street shoe 
display. 

Oxfords in Demand 
There is a continued demand for 


Oxfords. 
Easter the sale of Pumps would be 


It had been expected that by _ 


putting a brake on the movement of 
Oxfords, but thus far the demand for 
Pumps has failed to materialize. 

It is noticeable that numerous special 
Easter sales have been put on, much of 
the goods displayed being composed of 
samples, augmented by regular stock. 
As a general rule the average minimum 
price displayed is $3.85 and the rush 
for bargains is heavy. 


Kimber L. Barton, Jr., Speaks on 
Business Situation 

““How’s business?” 

This question was directed at Kim- 
ber L. Barton, Jr., sales manager for 
the McElwain-Barton Shoe Company. 

By way of answer, Mr. Barton ex- 
hibited a copy of a new lease which his 
firm has just signed for a nine’ story 
building, in the center of the whole- 
sale district of the city, at Eighth and 
May Streets—a building which will 
mean that the company will be provided 
with exactly four times the floor space 
of the present quarters. 

“We had to do it,’ explained Mr. 
Barton, “‘in order to keep up with the 
procession. Business all over our terri- 
tory is showing phenomenal increase, 
and besides that, we are taking in more 
territory. We have just assigned ‘a 
salesman to cover the state of Georgia, 
another to cover Mexico, all the way 
from El Paso, Tex., to the City of 
Mexico. We already are covering all 
the intervening territory between those 
points and Kansas City, in addition to 
our regular Western and Central West 
territory. Moreover, we have opened 
a permanent sample room in_ the 
Columbia Theater building, St. Louis, 
and have two men regularly located 
there. One of them covers the St. Louis 
city trade, while the other looks after 
country buyers who visit that market. 
That’s why we are exchanging our 
present quarters for a building four 
times larger. 

Mr. Barton announced also that an 
expenditure of approximately $50,000 
will be made in remodeling the new 
building and it is expected that it will be 
ready for the establishment to occupy 
by the first of October. 

H. R. Barton and Kimber L. Barton, 
Jr., will attend the convention of the 
Chamber of Commerce of the United 
States which meets in St. Louis April 
28 to May 1. They both are prominent 
in local Chamber of Commerce work. 


Feltman & Curme Report Progress 


Feltman & Curme, who operate 
stores in ten cities, report splendid 
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progress in their Kansas City house, 
which was opened for business February 
15, this year. 

“Our trade thus far has gone away 
beyond our expectations,’ said Man- 
ager Fennington, ‘“‘and it keeps getting 
better all the time. In these high- 
price days, the people seem to appreci- 
ate a popular cost shoe such as we deal 
in exclusively.” 

Concurring in the sentiment of other 
merchants, this store finds Easter 
trade more brisk than ever before in 
shoe trade history. 


Women of the City Want Smart 
Shoes 


J. E. Smyth, who came here recently 
from Cincinnati to take the manage- 
ment of the Douglas Company’s local 
store, says: 

“The trade of Kansas City want good 
stuff and lots of it, too. Men and 
women out here buy liberally. In many 
cities if a woman has a chic hat, she 
doesn’t worry much even if her shoes are 
a bit frayed, but here the women seem 
to visit the shoe store first and the 
millinery shop later. Fact is, the 
Kansas City women, according to my 
observation, are smart dressers from 
head to foot. 

“Just now we are having a_ phe- 
nomenal run of black kid Oxfords. We 
sell some hizh shoes, too, of course, but 
the Oxfords seem to be remarkably 
popular. In men’s shoes we are doing 
an unusually big business. The fact 
that Kansas City had no cantonments 
or war industries to lose is, I believe, 
the explanation of why business is 
better here in all lines than in many 
other cities.” 


Report a Brisk Trade 


Manager Vollrath of the Emery- 
Bird-Thayer shoe department for wom- 
en says trade is always brisk there, 
especially at Easter time. It is, how- 
ever, much greater in volume this year 
than it has been within the past two or 
three years, all of which indicates that 
the customers are fully awake to the 
fact that the country is emerging from 
the war period economies. This store 
reports the sale of more Oxfords with 
military heels, just now, than any other 
style. 


An Attractive Display Window 


The Walk Over Boot shop has a 
decidedly Springlike display window, 
and it would have been made even more 
elaborate but for the fact that the 
window dressers had to stop and help 
wait on trade. 

“Our business is very much heavier 
than it was a year ago,” said the 
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manager, “and while some of it is 
traceable to Easter, the greater part of 
it is of a nature to indicate that the 
people as a rule are buying better shoes 
and more of them than they did last 
year. Last season, when a shoe run 
over or the heel ground off from pave- 
ment friction, the wearer, duly im- 
pressed with the ‘wear old clothes’ 
conservation idea, would delay buying 
a new pair. Now,.as soon as a shoe 
shows wear it is discarded and a new 
pair obtained.” 


Important Business Merger 

An important business merger has 
been arranged whereby the Jones Store 
Company will take over the stock of the 
Bernheimer Dry Goods Company, as 
soon as an inventory can be completed. 
This will have no effect on the Jones 
shoe departments, insofar as stock is 
concerned, as the Bernheimer store did 
not handle shoes, but the merger is 
expected to add to the Jones shoe trade 
through a natural transfer of custom to 
the latter store by the patrons of the 
concern going out of business. 

Since the death of J. E. Bernheimer 
last autumn the company has consisted 
of Gustav and J. H. Bernheimer, two 
other brothers. The store had occupied 
the same building here for 32 years. 


Daniels Shoe Company Closing Out 
Its Men’s Retail Store 


With a view to concentration of 
energy and other resources on factory 
expansion, the Daniels Shoe Company 
is closing out its nine retail stores in 
eight Southwestern cities. The Daniels 
Company factory, which is located at 
Wichita, Kas., will make material in- 
crease in its output, the management 
announces. 

A slashing big ‘“‘going out of business 
sale” is now on in the Daniels retail 
stores in Kansas City, Muskogee, 
Tulsa, Oklahoma City, San Antonio, 
Bartlesville, Guthrie and Wichita, the 
latter place having two retail stores of 
this company. 

In making this announcement the 
Daniels people emphasize the state- 
ment that their decision to abandon the 
retail business is not due to dull trade 
im any of the cities. On the contrary, 
trade is reported brisk from each place. 


So the. “‘get-your-eggs-all-into-one-bas-- 


ket’’ idea is merely a policy of doing one 
thing at a time and doing it well, it is 
explained. As rapidly as the retail 
stocks in other cities are lowered to a 
point where shipping will be brought to 
a minimum, all unsold goods will be 
shipped to the Kansas City store for 
final disposition. The. sale here is 
drawing crowds that tax the store’s 
service capacity and it is estimated 
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Where to Buy 
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that by the middle of May the entire 
stock will have been sold. 

The Daniels factory will increase its 
force of travelers to cover rapidly ex- 
panding territory and while there will 
be no branch house in Kansas City, 
several of the traveling salesmen will 
make their headquarters here. 


Call for White Goods 
The general consensus of opinion 
among dealers is that there is to be a 
phenomenal call for white goods and 
that the one big bet of the season will 
be a white low cut with military heel, 
regardless of fabric. Already, although 
in this locality the mercury has a fickle 
way of dropping unceremoniously at 
intervals during April and early May, 

there is evidence of this demand. 
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“Kansas City is always a white shoe 
town in white shoe season,” said Jesse 
V. Byrn, head of a fashionable retail 


establishment. ‘“‘And that season be- 
gins the first of May and runs through 
May, June and July—even into August 
sometimes. We are well stocked in 
anticipation of heavy demand. This 
anticipation is based not only on our 
past experience but also upon advance 
inquiries from customers. I am speak- 
ing now of women’s shoes—the stylish 
dainty white shoe. 

“But the men of Kansas City and 
vicinity also like white shoes, although 
they wear them more for comfort than 
for looks and are not so particular as to 
quality or shape. White shoes for 
children are just as staple in Spring and 
Summer as the proverb‘al straw hat.” 


Rochester 


Advertising Increases Business 


“‘Get in line—advertise.” 

That is the advice given by the First 
Ward Review, official organ of the First 
Ward Improvement Association. 

In the April issue the Review calls 
attention to the remarkable increase in 
business of the merchants of State and 
lower Main Street, and attributes their 
success to advertising. During the 
week of January 6th, First Ward mer- 
chants used 6,636 inches, during the 
week of March 29th, 8,665. This tells 
the story according to the Review, and 
explains why First Ward merchants are 
enjoying more business than they ever 
had before. 

‘Many small firms have found it 
pays to advertise,’ the Review points 
out. Many advertisers in a retail sec- 
tion have greater power to attract 
buyers than a few. If all advertisers 
in the First Ward will advertise to- 
gether in their principal sales events 
each will get more trade than if all ‘go 
as they please’ without united effort.” 

The Review also calls attention to 
recent improvements in the First Ward, 
including new fronts for the Walk- 
Over, Newark, Long’s, and Brink’s Shoe 
stores. 


Eastwood Featuring White 
Linen Pumps 


Easter week found a brisk demand 
for oxfords and pumps in white linen, 
even though the weather was unusually 
bad and every day brought rain. 
Present indications forecast a_ big 
season in oxfords of white linen used in 
combination with white calf in the tip 
and lace stay, with welted sole and 
walking heel. 





Before Easter sales were unusually 
heavy in tan and dark brown oxfords 
and patent leather pumps with large cut 
steel buckles, plain metal buckles and 
beaded ornaments. 


Novelty Infant Spat Big Seller 


George J. Wilson, Inc., recently 
brought out a line of Baby Spats made 
of washable white moleskin cloth, 
trimmed with white, pink or blue edging 
and pearl buttons, which has proven to 
be one of the real hits of the season. 

To keep pace with their constantly 
increasing business, they plan to make 
extensive additions to their plant which 
will enable them to increase their out- 
put materially. 

At the present time they are featuring 
the “Wilson Creeper’ made with elk 
skin sole and tip; and a washable, all- 
white, dress shoe, including sole, which 
is trimmed with pearl buttons; in addi- 
tion to their line of pinks and blues. 


Regrets Over John F. Tobin’s 
Death 


Old employes of Rochester shoe 
factories were shocked to hear of the 
death of John F. Tobin, National Presi- 
dent of the Boot and Shoe Workers’ 
Union, who in the early days of organ- 
ization worked’ in Rochester shoe 
factories for more than ten years and 
was an active member of the old 
Knights of Labor, before he organized 
the Boot and Shoe Workers Union in 
1897. 


An Efficient Follow-Up 


Shield‘s Boot Shop of this city, who 
handle the Stetson line of shoes, are 
great believers in advertising and about 
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six months ago inaugurated a direct-by- 
mail follow-up system which is pro- 
ducing results and making the occasional 
purchaser a regular customer. 

On the day following the purchase of 
a pair of shoes, they mail the customer 
a card expressing their appreciation of 
the purchase and telling of their desire 
to render service, as they express it,— 
“a thorough service—one that does not 
end when the sale is made, but con- 
tinues.”’ : 

The record of the sale is then made 
upon a 5x3 card and filed for follow-up 
one month from date. At that time 
they send a personal letter which is 
typewritten and signed by the manager, 
again thanking the customer for his 
purchase and expressing their desire to 
give satisfactory shoe service. 

This constant attention naturally 
creates a friendly feeling, and Mr. 
Shield attributes the fact that his sales 
of this month are double those of a year 
ago to this constant follow-up. 


Fittings of New Store Attractive 


One of the most attractive features 
of the new department store opened by 
the McAlpine-Bullock Company at 116 
State Street is the abundance of day- 
light which floods every part of the 
building, enabling customers to choose 
their merchandise with a full knowledge 
of how it will later appear when worn. 

The entrance to the new store is most 
attractive, its foyer arrangement giving 
a large expanse of window-space for 
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display purposes. The second floor is 
particularly well lighted by windows at 
each end, and the shoe department, 
which is located in a long connecting 
gallery, has one side which is almost 
entirely glass. 

The four floors of the store Saiitial 
42,000 square feet, all of which will be 
utilized for the various sales’ depart- 
ments. The appointments of the store 
are most attractive, the paneling and 
fittings being of mahogany and the 
decorations in cream enamel. 

John W. Bullock, who for a number 
of years has been associated’ with the 
furniture and dry goods trade in 
Rochester, will do the buying for the 
store. The shoe department will be 
managed by M. A. O’Malley, a shoe 
man of long experience who formerly 
traveled for John Kelly, Inc. Women’s, 
misses’ and children’s shoes only will 
be handled. 


High Prices No Cause for Fear 


That the business affairs of the United 
States are in a sound condition and 
that prevailing high prices should serve 
as no cause for alarm was the opinion 
expressed by J. H. Tregoe, secretary of 
the National Association of Credit Men, 
speaking before the Rochester Associa- 
tion of Credit Men. Mr. Tregoe de- 
clared that the Department of Com- 
merce made an error when it ruled that 
the prices of commodities must come 
down while the wages must remain at 
the level reached during the war. 


Lynchburg Va. 


Reports reaching iocal shoe manu- 
facturing concerns from their traveling 
salesmen on the road show conditions 
in the retail shoe trade to be highly en- 
couraging. The demand for shoes is 
strong, collections are satisfactory and 
everything points to a year of pros- 
perity for merchants and manufacturers. 

All shoe plants here are running on 
full time, with no prospects of a cut 
down. The Craddock-Terry Company, 
the Smith-Briscoe Shoe Company and 
the Geo. D. Witt Shoe Company, the 
three largest manufacturers here, report 
conditions ‘very encouraging. While 
they also work other territory, the 
largest part of their business is in the 
South, which they cover thoroughly. 
From every section, reports virtually 
are of the same color. Merchants are 
buying in good quantities and demand- 
ing a better grade shoe than has been 
the case generally heretofore. Orders 
so far this year are said to be far ahead 
of those for the same time last year. 


Farmers Have Plenty of Money 


While there is no marked difference 
in the reports from any of the sections 
covered, those from the big cotton 
states are especially encouraging. Far- 
mers apparently have plenty of money 
and they are spending it for good shoes. 
Merchants’ stocks seem to be low, and 
many orders for hurry-up shipments 
are coming in as for later delivery. 


Merchants Not Expecting Lower 


Prices 


With leather still high and the prob- 
ability of it going still higher, there is 
no immediate prospect of cheaper shoes, 
according to the manufacturers. In 
fact, even an advance in the price of 
shoes is not unlooked for, say those 
keeping in close touch with the leather 
market. All grades seem inclined to 
hold their present levels, at any rate. 
The view here is that there may be still 
higher prices before any decline sets in. 
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Little concern appears to be felt, how- 
ever, as to the affect on business, with 
such a volume of buying as now pre- 
vails and indications are that merchants 
do not intend holding back for cheaper 


BOOT AND SHOE RECORDER 


prices. The retail merchant is doing a 
good business now and apparently ex- 
pects it to continue. He is therefore 
making his preparations to be able to 
meet all demands. 


Grand Rapids 


Retail trade is reported as exception- 
ally good. In men’s wear this is ac- 
counted for in part by the return of. the 
soldiers. Camp Custer is Michigan’s 
demobilization center. The Western 
Michigan boys getting out of the service 
naturally come here on their way home 
and before leaving here they do their 
outfitting. The regular civilian trade, 
however, is also good and the largest 
call is for the better grade of medium 
priced goods. The soldier trade is said 
to be almost unanimous for the mod- 
erately narrow toe while the civilians 
seem to like the wider lasts. The de- 
mand is about 70 per cent tan. One 
tries to account for the good business in 
women’s wear, but accepts it as a 
pleasing fact, and in the meantime put 
in frequent and rush orders for faster 
deliveries. 


Heavy Demand in Oxfords 


The heavy demand is for oxfords in 
black and brown, low heels preferred. 
A heavy trade in whites is looked for 
to open‘in May or June, and it will be 
almost entirely in oxfords. The popu- 
larity of oxfords is attributed chiefly to 
the price. A very attractive pair of 


oxfords can be bought at $5.00 to $6.00 ° 


while high shoes will run $12.00 to 
$16.00 retail. 


Manufacturers and Jobbers Busy 


The manufacturers and jobbers are 
busy, still shipping Spring orders, and 
with Fall orders coming in in such 
volume as to promise a good year. The 
Herold-Bertsch Company has increased 
its capacity by fifty per cent as com- 
pared with a year ago, and still further 
growth is looked for. 

The Hirth-Krause Company is build- 
ing an addition to its factory and tan- 
nery at Rockford that will increase its 
capacity by 30 per cent, and in the 


meantime the company is sold up prac- 


_ tically to the end of the year. 


The Rindge-Kalmbach-Logie Com- 
pany materially increased its capacity 
last year to take care of war orders, and 
is utilizing its increased capacity now 
for peace production. 


The 48-Hour Basis 

The chief industry in Grand Rapids 
is the manufacture of furniture. In the 
furniture trade the 48-hour basis of 
employment has been adopted, effective 
the first Monday in May. The fac- 
tories will run 50 hours, nine hours 
during the week and Saturday half 
holiday, and will pay time and a half 
for all in excess of the 48 hours. The 
furniture industry here so predomin- 
ates that what the furniture manufac- 
turers do will have its influence on all 
other industries. The shoe factories 
will adjust themselves to the situation 
but on what basis has not yet been 
announced. The labor situation here is 
peaceful in all branches of employment, 
with no agitation of any kind, and 
employers are endeavoring to maintain 
this condition. 


Monthly Dinner of Retail Merchants 

At the monthly dinner meeting of 
the local retail shoe merchants’ associa- 
tion the program called for a round 
table discussion of conditions. It was 
the consensus of opinion that shoe 
prices would be no lower until general 
conditions change and that any material 
change could not be looked for for 
some time to come. Some of the mer- 
chants suggested the advisability of a 
degree of conservatism in buying and 
the keeping of stock well in hand. 
Against the small and often ordering 
plan it was suggested that there might 
be difficulties in obtaining deliveries 
which would at times result in depleted 
stocks. 


St Louis 


White Footwear the One Big Thing 
of New Season 

Although Easter is in the past and the 

annual display of new wearing apparel 

is over, the retail shoe stores and de- 


partments report that business is keep 
ing up wonderfully well, evidently 
maintained by the weather conditions 
which have been ideal and the pros- 
perity of the people, who are spending 
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money just as freely as ever. As a 
matter of fact investigation shows that 
practically all lines of business in this 
trade area are moving at top speed with 
the possible exception of the building 
industry and even that is steadily im- 
proving, new construction plans being 
announced each day, almost. The call 
in footwear continues along much the 
same lines as in the recent past with 
increasing evidence each day that white 
footwear will be the one big thing of the 
new season and a likelihood that there 
will be difficulty in meeting the demand 
if present indications are borne out with 
the coming of the really warm weather. 


World on Higher Price Level 

In the wholesale district the reports 
are of an excellent fill-in business and 
increasing orders from the men on the 
road putting the shoe industry back to 
normal in volume, with the prices well 
held up and the retail merchants ap- 
parently reconciled to the fact that there 
will be no reduction in selling cost so 
long as leather and wages continue at 
their present levels. In fact the philo- 
sophical view seems to be accepted that 
the world at large is on a higher price 
level and is going to remain so. In this 
trade area it is being realized that 
agricultural products, bushel for bushel, 
or pound for pound, will purchase as 
much of needed manufactured products, 
if not more, than ever before and in 
consequence there is no disposition to 
rebel against the prices now prevailing. 


More than Ordinary Attention 
to Men’s Lines 

In the matter of advance orders for 
men’s footwear for Fall and Winter 
wear there is increasing evidence of the 
strength of Russia calf and mahogany 
tans in the selling, with some slight call 
for two-tone effects for novelty use. In 
fact some of the factories report that 
the orders in hand and reported on the 
way to the factories are causing them 
some uneasiness as to whether it will be 
possible to meet all the call for Russia 
calf shoes especially. The usual de- 
mand for staple types of footwear for 
men is also strong and the volume is 
increasing over previous years, accord- 
ing to some reports, indicating that 


_ there is likely in men’s lines at least to 


be an increase in pairs as well as in cash 
volume. Now that St. Louis is well 
established as to style characteristics 
in women’s footwear more than ordi- 
nary attention is being paid to the 
men’s lines which are being graded up 
in quality and style to a marked degree. 


A Little Gossip 


Considerable gossip has been afloat 
in recent months regarding the plans 
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of the Lund-Mauldin Shoe Company for 
additional factory capacity in different 
towns in southern Illinois. The com- 
pany is in need of more factory space 
and is looking into the matter, but 
definite decisions have not been an- 
nounced. Several towns in Southern 
Illinois are making or preparing to 
make propositions to the company, but 
the final outcome is yet to be made 
public. The company has been un- 
usually successful from its establish- 
ment and is now capitalized at $500,000 
and doing a constantly increasing busi- 
ness in its specialized line of men’s 
footwear. 


Brown Shoe Company Pushing 
Service Shoes 

The Brown Shoe Company is develop- 
ing a campaign in behalf of its service 
shoe division and is planning to push 
the lines which have hitherto been de- 
nominated as “work shoes” but which 
have been given the better sounding 
title of service shoes. This company 
has, probably, had more definite ex- 
perience in work shoe lines than falls 
to the ordinary factory organization 
because of its steady application of a 
part of its factory organization for a 
considerable number of years to military 
footwear which has given its force an 
experience in the matter of design, 
workmanship and quality as well as 
comfort that is proving invaluable in 
the manufacture of service shoes. The 
present outlook, according to the reports 
of those in charge of the operations in 
this division, is for a rapidly increasing 
volume of business as well as a much 
better type of shoe for the purpases 
thereof. 


Central Shoe Company’s New 
Building 

The new building for the Central 
Shoe Company, of Kansas City, which 
will remove to St. Louis about July 1, is 
rapidly progressing and will in all prob- 
ability be ready for occupancy at the 
time set in the contract. The structure 
is being erected by the Seventeenth 
Street Realty Company, which is con- 
trolled by George Warren Brown, chair- 
man of the Board of the Brown Shoe 
Company, who is one of the heaviest 
operators in St. Louis business realty. 
The building will be nine stories high 
with a frontage of 125 feet on Washing- 
ton and Lucas Avenues, between which 
it extends for the full block along 
Seventeenth Street, thus giving the 
structure complete light on three of its 
four sides. T. P. Moody is president 
of the Central Shoe Company and the 
removal is for the purpose of centraliz- 
ing the company’s operations more 
closely to its factory sources of supply. 
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McElroy-Sloan Shoe Company 


The McElroy Sloan Shoe Company, 
after a vain search for an existing build- 
ing in which to establish additional 
factory capacity, has acquired a site at 
the northeast corner of Washington 
Avenue and Twenty-first Street and 
will erect and equip a five-story and 
basement building, 75x136 feet, which 
it will occupy as a factory for the pro- 
duction of 5,000 to 6,000 pairs daily of 
one of its trademarked brands, the 
Billiken shoe. The building will be of 
re-enforced concrete frame with the ex- 
terior part concrete and part brick laid 
in panels to-show contrast. The first 
floor will have large plate glass: show 
windows. Very little wood will be 
used in the structure. The interior of 
the building will be finished in white 
and will be fully equipped with modern 
heating, ventilating and other sanitary 
devices, electric elevators, sprinkler 
system, etc. J. W. Craddock of Lynch- 
burg, Va., is president; Warren Mc- 
Elroy, vice-president; W. M. Sloan, 
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general manager and J. F. Dyer, 


secretary. 


Factory at Charleston, IIl., 
Considered 


The Brown Shoe Company is con- 
sidering plans for the establishment of 
a factory at Charleston, Ill., under 
which the business interests of the 
town are to provide the factory and 
site, or a site with a cash bonus to 
cover the cost of building. The citizens 
of Charleston have arranged for the 
site and have recently been engaged 
in obtaining subscriptions to the build- 
ing fund. When this is complete 
definite action will be taken by the 
Brown Company as to what it will do. 
The company already has two plants 
in Illinois and if the new factory plan 
goes through it will be operated as a 
specialty plant making one particular 
type of footwear. 


Webb City, Missouri, is about to 
start a shoe factory in operation. 


Chicago 


The Pre-Easter Week Closes with 
Largest Volume of Business that 
Local Shoe Merchants Have 
Ever Transacted 


There was one adverse factor that 
entered largely into local Easter busi- 
ness and that was continuous rain from 
Monday to Thursday, which had a 
tendency to withhold shopping on the 
part of the public until the latter part 
of the week. However, the weather on 
Friday and Saturday was extremely 
pleasant and acted as a magnet for the 
stores in drawing to them the trade 
which withheld buying during the early 
part of the week. Never before in the 
history of the shoe trade did the stores 
have occasion to cope with such tre- 
mendous crowds as was their experience 
on Friday and Saturday. Fortunately 
every store was prepared with large 
reserves of help and the crowds were 
handled in a very efficient manner. 


Tendency Stronger Toward 
Pumps 
Many of the stores report that busi- . 
ness, compared with the Easter week 
of last year, was more than doubled; 
while others show an increase of 25 per 


cent and more. Without exception, 
however, the merchants were very 
much pleased with the volume of busi- 
ness that was done. Pumps and ox- 
fords of all styles and all leathers were 
selling themselves—the tendency to- 


wards pumps being somewhat stronger 
The call everywhere was for high grade 
merchandise and price was a secondary 
consideration. Pumps with buckles in 
black and patent were the most popular, 
closely followed in volume of sales by 
colonials, suede oxfords, black kid 
oxfords and oxfords in mahogany with 
low heels were selling exceedingly well. 
In many of the stores, the oxford sales 
exceeded that of pumps. 


What the Stores Were Offering 
for Easter 


* Patent leather oxfords at $5.50; 
black or brown suede or satin oxfords 
at $9.00; black kid walking oxfords with 
cuban heels at $6.50; black patent 
colonial pumps with sailor ties and 
buckles attached $9.50; black kid co- 
lonial pumps $9.00; combination dull 
kid vamp and satin quarter oxford, 
covered Louis heel at $6.50; black satin 
oxfords at $4.35; gun metal colonial 
pump, Louis heel, turned sole at $4.85; 
black patent leather colonial pump, 


-satin bow, leather covered Louis heel 


$9.50. 


Retail Merchants Campaigning for 
Victory Loan 


At a special meeting of the Chicago 
Shoe Retailers’ Association, held on 
Friday morning, April 18, at the Chicago 
Athletic Club, final plans were inaugu- 
rated for campaigning the local shoe 





BOOT AND SHOE RECORDER April 26, 1919 


I 
il 
wa ly 


Dw 


lil 
| f Mian | 
Nt 
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Can you say as much 
for the line of womens 
shoes youre handling? 
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No Trouble with J & K Footwear-- 
Read this Merchant’s Letter 


J. D. Reed One Price Store 
SATISFACTION GUARANTEED OR YOUR MONEY BACK 
Everything in Ladies’ and Gents’ 
READY-TO-WEAR GOODS 


P. O. BOX No. 184 144 SOUTH STREET 


UT 


Benton, Ark., March 8, 1919. 


The Julian & Kokenge Co., 
Cincinnati, O. 


Gentlemen: 

Your shipment of the 5th came in to- 
day and I accepted same. Since this lot 
of shoes opened up all right, you can send 
the balance of my order. 

The reason why I wrote you that I 
wouldn't accept the shoes is because I 
have had so much trouble this season with 
shoes. I bought one thing and I got 
something that I didn't buy, so I really 
was uneasy, thinking that your shoes would 
open up just like the rest, but your 
shoes are all right and I like the ones 
that I have received. Therefore, I now 
ask that you go ahead with the balance of 
my order and deliver at the earliest pos- 
sible moment. 

You will please excuse me for writing 
you as I did. 


Yours truly, 
(Signed) J. D. REED. 




















THE JULIAN & KOKENGE co. 


CINCINNATI. 
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WOMEN’S “LIBERTY” MODEL. MADE OF DARK BROWN VICI KID 
FURNISHED PROMPTLY FROM THE CROSSETT IN-STOCK DEPARTMENT 





HE success of the Crossett business for over three 
decades has justified our conviction that. true style 
in shoes springs from good taste, not flippancy or 

faddism. 

So, Crossett Shoes have always exemplified shapeli- 
ness—the fine modeling that leaves the customer satisfied 
today, tomorrow and next month. 


Crossett Shoes have scanty representation in clearance 
sales. But they are strongly in evidence on the front 
shelves of the stores which handle them. 


iShall We Send You Our Spring Stock Catalog—or a Crossett Salesman? 


LEWIS A. CROSSETT, Inc. 


Address all communications to 
NORTH ABINGTON, MASS. 


NEW YORK SALESROOM SAN FRANCISCO SALESROOM BOSTON SALESROOM 
606 Marbridge Bldg. 417 Pacific Bldg. 58 Lincoln Street 
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trade to raise the quota of $200,000 set 
for the Victory Liberty Loan. A. F. 
Martin is in charge as general chairman. 
The city was divided into five districts, 
and two members of the Association 
will call on all shoe merchants in each 
district. So confident is the association 
that this Loan will be successful, that 
it was expressed very freely that it will 
be oversubscribed on the first drive. 

Mr. Sessler, assistant manager of 
I. Miller, said: “I have never seen such 
eager buyers for fancy and high grade 
footwear as those who have visited our 
store in recent weeks. Not even in 
New York, where it was my privilege 
to be associated with the Broadway 
stores of I. Miller, was the spirit for 
obtaining fashionable footwear so mani- 
fest as was expressed by feminine buyers 
during the week of Easter. There was 
one handicap that we had to contend 
with, however, and that was lack of 
merchandise due to strikes in Brooklyn; 
otherwise, we would have tripled our 
business instead of doubling it during 
the last week. We foresee a great 
white season which will develop about 
June Ist.” 


Big Sale of Hosiery 

All records for the sale for silk hosiery 
in the past were smashed during Easter 
week. Many of the stores ran short of 
stock and had to call upon local hosiery 
jobbers for replacements. Fancy ho- 
siery were the most popular sellers— 
the prices ranging from $2.50 and up. 


Demand Strong for Buckles 


Demand for cut steel and beaded 
buckles was overwhelming. 


D. M. Sidder Shoe Store Sold to 
J. H. Salomon 


D. M. Sidder Shoe Store at 538 North 
Avenue, Chicago, was taken over re- 
cently by J. H. Salomon. Mr. Sidder, 
who sold his store, is contemplating 
going into the wholesale shoe business 
either in Chicago or Detroit. J. H. 
Salomon, during the past year, has 
been in the Navy, having prior to his 
enlistment conducted a shoe store under 
the title of the “Style Shoe Shop” on 
Crawford and North Avenue. He is a 
live, aggressive shoe merchant, and now 
that he.is back from his year in the 
Navy, expects to become a factor in 
shoe merchandising in the North 
Avenue district. 


Wholesale Trade Active 


Every wholesale house in Chicago 
handling women’s shoes had an ex- 
ceptionally good week. Merchants 
from all over the Central West and in 
the Chicago vicinity sent in rush orders 
for low shoes of every variety. Ox- 








fords especially were selling well, also 
colonial pumps. The trade expects 
business to keep up the active stride it 
has taken, and to continue well into the 
Summer. e 


Men’s Shoes Selling Well 


The men’s stores report a heavy call 
for oxfords in cordovan, Russia calf 
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and other brown leathers. Shoes, too, 
were moving in fair shape, and gener- 
ally the week proved to be by far the 
best of the season. 


White Spats for Easter 


F. E. Foster & Company were fea- 
turing white spats at $3.50 as a season- 
able and modish accessory for Easter. 


West Virginia 


“I believe that the trade will enjoy 
the most prosperous Spring and Summer 
business they have experienced for 
sometime,” said D. L. Pattison, mana- 
ger of the Bon Ton Boot Shop of Hunt- 
ington, W. Va. “Particularly have we 
noticed an increase in our men’s depart- 
ment, due perhaps to the return of 
‘Our Boys’ who for some months have 
been supplied with shoes by Uncle Sam. 
We notice an increase for wider lasts for 
general wear, but the English models 
continue to be the seller for dress, espe- 
cially in the better grades. 

“A factor that should be taken into 
consideration in buying women’s shoes 
for Fall, is the ever-increasing popular- 
ity of low shoes and spats, with the pres- 
ent high price of colored kid boots; 
their popularity as a matter of economy, 
as well as style, is likely to continue next 


. Winter, thereby cutting down the sale 


of high priced kid boots considerably.” 


Will Handle Blaney Shoe 
Exclusively 


Blaney, the shoe man, has announced 
that he has secured the exclusive agency 
for Morgantown, W. Va., of Blaney 
Glove Grip and Arch Preserver shoe. 
He expects to make this particular shoe 
a leader for both men and women. 


Shoe Merchant Leases New Property 


J. T. Troeger, shoe merchant of 
Huntington, W. Va., will sign a five- 
year lease for the Miller-Watts building 
at the corner of Four and One-Half 
Alley and Ninth Street, just south of 
the Florentine building. This building 
is now occupied by a fruit stand and the 
Universal shoe store. The lease will 
become effective on January 1, 1920. 
Counsel for the property has accepted 
the offer made by Mr. Troeger. 


Mr. Troeger stated that he will prob- © 


ably put in a new store in the building 
after it is remodeled. He will also 
likely move the Troeger-Brumfield shoe 
store to the new location. The terms of 
the lease were not made public. 


Will Need Rubber Shoes 


The G. M. Shoemaker Coal Company 
of Rosebud, W. Va., has on hand $3,500 


to $4,000 worth of odd sizes in leather 
shoes and cannot use them because it 
operates a wet mine and the miners are 
compelled to use rubber shoes. The 
cause of the company’s predicament has 
been brought about by its taking over 
the holdings of the J. M. McDonald 
Coal Company of Cincinnati, O., as the 
commissary contained all this footwear. 
An effort is being made to dispose of the 
stock, which was purchased before the 
war. 


Mother of Clarksburg Dealers 

Dies 

John D. and Charles Livingstone, 

shoe merchants of Clarksburg, W. Va., 

were called to the home of their parents 

at Lonaconing, Md., by the death of 

their mother on April 3. The shoe store 

of Livingstone Brothers was closed the 
remainder of the week. 


Charleston Shoe Men Honored - 


President W. C. Klicker of the 
Charleston, W. Va., Association of 
Credit Men, has made up his list of 
committee appointments for the credit 
men’s new year. He assigned shoe 
merchants who are members of the 
association to organization duties as 
follows: 

Membership—Chairman, Harry Pier- 
son of the Thomas Shoe Company. 

Adjustment Bureau—Chairman, C. 
A. Bettinger of the Thomas Shoe Com- 
pany. ; 

Executive—Harry Pierson of the 
Thomas Shoe Company. 

Investigation and Prosecution—Har- 
ry Pierson of the Thomas Shoe Com- 
pany. 


Shoe Merchant Named on 
Committee 


* Thomas Graham, Jr., of the Graham- 


Bumgarner Shoe Company of Parkers- 
burg, W. Va., has been appointed a 
member of the entertainment committee 
of the Parkersburg Board of Com- 
merce. 


Salesmen Visiting Retail Merchants 


A. H. Lanning, representing the E. T. 
Wright & Co., is a caller among the 
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THE KING OF JOBS 





No house in the country 
can match our prices on 





White Canvas Shoes 


Of All Kinds 





We have 1,000 cases of the four following numbers: 


Wom Fine Sea Island English 
La peneas “e r] ‘he els; Go are we = ti 
widths and heel nd aD 
i 


Same in low covered heel........ Same in McKay.. 


These shoes were — well in advance of the present 
high market and by writing us your wants you will makea 


20% to 30% Saving 


36 PAIR CASE LOTS ONLY C AND D WIDTHS 


S. ROSENBERG ™"2ie7" 


209 ESSEX STREET BOSTON, MASS. 
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retail trade selling “Just Wright” 


Shoes. 
J. E. McLeod of Chicago is a busi- 
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ness caller in the state selling the prod- 
uct of the J. P. Smith Shoe Company, 
Inc., of Chicago. 


Worcester, Mass. 


C. A. Derr of Derr & Sandquist was 
the oral booster at the regular Kewa- 
nian’s luncheon, Friday, April 4th. 
Over one hundred fifty Kewanians were 
present. An exhibit of all the parts of 
a shoe,.also a display of skins, were 
placed in the Winter Garden of Hotel 
Warren, where the Kewanian’s Club 
meets for lunch every Friday. 


The Worcester Shoe Retailers’ Asso- 
ciation was very happy to entertain so 
many out-of-town shoe men the day of 
their style show. The latch string is 
out. Come again. 


The Worcester Shoe Retailers’ Asso- 
ciation meeting and dinner was held at 
Warren Hotel at 6.30 P.M. Thursday, 
April 17th. The Style Show Committee 
reported on the show held April 8, which 
was one grand success. 


The Worcester stores are opened for 
business, April 19. 


Big Business as Result of Style Show 


All the merchants who displayed at 
the Style Show report big business since 
and are willing to say the Style Show 
was a big help. 

A. A. Anderson, manager of I. H. 
Morse Company Shoe Department, has 
just appeared on the streets of Worces- 
ter in his new Maxwell. Frank Kenyon, 
manager of the Regal store, gave his 
new Maxwell a try out one night this 
week. The salesmen of the Maxwell 
car seem to be specializing among the 
shoe men of Worcester. 

Tan walking oxfords are selling big 
in the department stores. 

The men’s shops are having a great 
demand for Cordovan oxfords. 


Columbus 


Local merchants are very enthusiastic 
regarding the outlook for white shoes 
for this season, and predict that this 
will be a banner year for white goods. 
According to reports from the mer- 
chants, white canvas colonial pumps, 
with fancy buckles, with canvas covered 
Louis heel are selling well at this time, 
and predict that this style with the five 
eyelet lace oxford, with canvas covered 
Louis heel, both with welted and turn 
sole, seem to be the best bet for the 
coming season, and predict that sales 
on these two styles will be about equal, 
while the same lasts with a military 
heel, canvas covered, will sell well for 
sport and walking shoe. In misses’ 
and children’s shoes the ankle strap and 
lace oxfords in canvas will sell well. 
Several merchants report that they have 


‘not be a great seller. 


had a demand for the canvas roman 
sandal, but predict that this style will 
In men’s styles, 
the pointed last in white canvas will be 
in great demand, and the Palm Beach 
oxford will also sell well. The sale of 
white boots has been very small, most 
of this style being sold in the white kid. 
Merchants expect that low cuts in white 
kid will sell about as well as formerly, 
but are of the opinion that white canvas 
will sell better than in any previous 
season. 

Several merchants report that 
black satin and black and cinnamon 
brown suede oxfords and colonials have 
sold well, while the majority say that 
their stocks on this class of goods have 
been very limited, therefore their sales 
would necessarily be the same. 


New York City 


The Greater New York Leather and 
Findings’ Association held a_ special 
meeting on Saturday night last, April 
19, at the Stuyvesant Casino. A 
favorable report was made on the 


success of the second annual banquet . 


and ball of the Association. Other 
important matters of vital interest to 
the leather dealers were discussed. 


The President of this association is 
Samuel Goldstein and the Secretary, 
I. Nathan. 


Letters from “The Old Man” 


Nath’! Fisher & Co. of New York is 
enclosing a very attractive leaflet’ in 
their house organ—the ‘‘Target’”— 
namely, Letters from the “Old Man,” 
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series No. 10, on store lighting, which 
treats of giving the customers of this 
house a square deal. What the “Old 
Man” says about lighting is worth 
while. 

A Price Correction 


In the advertisement of The H. L. 
Hymes Company, New York, appear- 
ing on page 130 of our issue of April 
12, the price given for the Gilliam 
Neverslip Heel protector was $1.60 per 
dozen. This was a typographical error, 
the correct price being $1.65 per dozen. 


United States Rubber Company 
Elect Officers 


The Board of Directors of the United 
States Rubber Company met April 17 
for organization and elected the fol!ow- 
ing officers, Executive Committee and 
Operating Council for the ensuing year, 
namely: 

Officers 


Samuel P. Colt, Chairman; Lester 
Leland, Vice-Chairman; Charles B. 
Seger, President; James B. Ford, Vice- 
President; Homer E. Sawyer, Vice- 
President; Elisha S. Williams, Vice- 
President; J. Newton Gunn, Vice-Presi- 
dent; Ernest Hopkinson, Vice-President; 
W. G. Parsons, Vice-President; W. H. 
Blackwell, Treasurer; W. G. Parsons, 
Comptroller; Samuel Norris, Secretary; 
John D. Carberry, Assistant Treasurer; 
H. B. Hubbard, Assistant Comptroller; 
W. O. Cutter, Assistant Comptroller; 
John D. Carberry, Assistant Secretary. 


Executive Committee 


Samuel P. Colt, Chairman; Lester 
Leland, Charles B. Seger, James B. 
Ford, Walter H. Ballou, Nicholas F. 
Brady. 

Operating Council 


Charles B. Seger, Chairman; Homer 
E. Sawyer, Elisha S. Williams, J. 
Newton Gunn, Ernest Hopkinson, 
Theodore Whittelsey, W. G. Parsons. 


F. Blumenthal Co. Increasing 
Capacity 

F. Blumenthal Company have just 
decided on an extensive addition to their 
great tanneries at Wilmington, Del., 
which will increase by 1,000 dozen per 
day their present capacity of 3,000 
dozen skins daily at which rate they 
réport they are now operating. The 
company is likewise manufacturing 
heavy leather on a considerable scale. 


President Ulman Talks on Oppor- 
tunities for Youth 
Although his time is necessarily well 
occupied, President J. Stevens Ulman 
is one of those who are ready to lend 
their efforts to anything that will make 
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better patriots and business men of our 
youth. His recent address to the boys 


of the Morristown (N. J.) School was a 
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most thoughtful and encouraging state- 
ment of the increased opportunities for 
the youth of America. 


Springfield, Mass. 


After about ten days of cold weather, 
during which trade was stagnant, the 
temperature has moderated and busi- 
ness has responded with alacrity. The 
telephone service 
embarrassed the merchants during 
these last few days, as a considerable 
portion of the orders are received that 
way and sent on approval to those who 


suspension of all 


cannot come in person. 


Soldiers Returning to Former 


Positions 


Many men who have served for vari- 
ous periods during the war have re- 
turned to their former places in the shoe 
trade. Among these are Max Brown, 
who resumes the management of Brown 
Bootery, a high grade store near the 
Post Office on Main Street. Felix Oski 
returns from Camp Mills after nearly a 
year in France and joins the Morse & 
Haynes Co. force, and Paul Knox re- 
turns to the same store after serving 
two years in the Navy. 

Fred Constantine, who for the past 
year has been the window dresser for 
Morse & Haynes Co., has opened a 
general shoe store in Northampton, 
Mass. His associate and partner in the 
new venture will be William Mandell of 


that city. A line of medium priced foot- 
wear will be carried, the store is located 
on Pleasant Street. 

Thomas Childs of Holyoke has re- 
turned from a month’s Southern trip, 
taken to restore his son’s health, who 
suffered a breakdown while in the 
military service. 

Department 


Installing a Repair 


The Albert Stieger Company is in- 
stalling a complete machinery repair 
department. William Kelman, formerly 
with the Stetson Company, will be in 
charge. 

Miss Margaret O’Leary has returned 
to her position as cashier with Morse & 
Haynes Co. She recently returned to 
Springfield after three months in St. 
Petersburg, Florida, where she was com- 
pelled to spend the cold weather on 
account of poor health. 

In accordance with a vote of the 
Chamber of Commerce, the merchants 
decided to keep open Saturday, the 19th, 
which was a holiday in Massachusetts. 
The manufacturing plants and whole- 
sale houses, however, closed on Satur- 
day. The shoe merchants observed 
Monday, the 21st, instead of the April 
19 holiday. 


Brockton 


LOUIS HEELS ON WOMEN’S 
WELTS 


Innovation for Made-in-Brockton 
Footwear 

One result of the success which 
Brockton manufacturers have made 
in the production of women’s welt 
footwear is the further refinement of 
these lines. Up to the present time 
practically all the women’s welt shoes 
made in this city have carried leather 
heels, standardized in a similar way to 
those of the men’s welts. These typify 
the street boot or oxford and represeft 
a line of production which is, except 
in lasts and patterns, similar in every 
way to that of the men’s goods made 
in Brockton factories. 


Now Making Further Refinements 

With the growth of the sale of 
women’s shoes as an adjunct to the 
men’s production, Brockton manu- 


facturers are turning their attention to 
more strictly feminine effects in wom- 
en’s welts. In these are used lighter 
weight stock in uppers and soles and 
workmanship to correspond. The next 
step taken in women’s welts is the 
use of the wood heel of the Louis 
or half-Louis shape. By another 
season this feature of the made-in- 
Brockton women’s welts will be proni- 
inent. Several concerns are making 
their plans along this line and have 
gotten satisfactory results. There is 
no doubt that by the Fall of the present 
year the women’s welts produced in 
this city will include not only the 
leather heel type of walking shoe as 
heretofore but will have large additions 
to the lighter type carrying the Louis 
wood heel. This latter is in high favor 
in -all kinds and grades of women’s 
footwear. Brockton manufacturers are 
in a position to compete satisfactorily 
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in lines of women’s welts from the 
daintiest to the sturdiest types. 


COLORED SHOES WANTED 


Large Demand for This Class of 
Goods 


In all orders which are being produced 
for Spring delivery as well as those 
which are coming in from salesmen who 
are showing Fall samples, colored shoes 
predominate. Merhcants say that 
there seems to be no let-up in the call 
for colored footwear and that the 
supply is by no means equal to the 
demand. In fact, the difficulties which 
merchants have in getting this colored 
footwear is the only thing which stands 
in the way of record-breaking sales of 
these goods. The darker shades lead 
in popularity, despite predictions to 
the contrary. “‘Prices,”” said one 
manufacturer, in response to an in- 
quiry, “ are a secondary consideration. 
The colored leathers which we bought 
have soared in price, and are continually 
costing more. I believe that next 
Fall, colored shoes will be higher in 
price than at the present time.” 


DEATH OF FORMER 
MANUFACTURER 


One of Brockton’s Successful Men 


Following an attack of influenza and 
a long period of failing health, James 
M. O’Donnell, formerly head of the 
shoe manufacturing concern of J. M. 
O’Donnell Company of this city, died 
at his home here last week. The busi- 
ness of which he was the head was 
located in the brick factory on Montello 
Street,. originally built for  Lilly- 
Brackett Company. The concern was 
successful from its beginning, about 15 
years ago, producing a line of high grade 
men’s welts. Owing to failing eyesight, 
Mr. O’Donnell found it necessary to 
give up business and three years ago 
liquidated the concern. Since then 
his health had failed. Rising from the 
ranks of shoe workers to a prominent 
position in the Brockton shoe manu- 
facturing industry, “‘Jim’’ O’Donnell, as 
he was familiarly known, enjoyed the 
confidence of all who knew him. Many 
shoe merchants in the cities which he 
visited will regret the passing of an 
old friend. 


RETURNED FROM THE 
SOUTHLAND 


Brockton Shoe Manufacturer at 
Home 


Following a 20-weeks’ sojourn in 
Florida, according to his annual custom, 
Hon. W. L. Douglas, president of 
W. L. Douglas Shoe Company, is 
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again at his factory in this city. Mr. 
Douglas at the age of 74 is the picture 
of health, mentally and physically 
the equal of a man of 50. Long ago 
he gave up the details of the business 
which bears his name, although he 
is at all times in close touch with its 
affairs. As a nationally known figure 
in the business world, Mr. Douglas 
has a wide circle of friends and ac- 
quaintances, all of whom will congratu- 
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late him upon his rugged health and 
continued activity. 


The Week’s Shoe Shipments 


For the past week shoe shipments 
from Brockton totalled 16,561 cases, as 
compared with 13,259 cases for the 
corresponding week last year. Ship- 
ments thus far during the year have 
been 240,738 cases as compared with 
202,651 cases in 1918. 


Haverhill 


TO RESUME SHOE 
MANUFACTURING 
Will Produce Women’s High Grade 
Welts 

Liberty-Durgin, Inc., formerly identi- 
fied with the production of women’s 
turn footwear and during the war 
producing goods for the United States 
Government, will soon begin the manu- 
facture of a line of women’s high grade 
welts. Capt. Frederick P. Liberty is 
general manager of the concern, with 
Bernard L. Durgin, sales manager. Mr. 
Durgin says, in reference to the con- 
cern’s plans, “‘A full line of welt machin- 
ery will be installed in our plant during 
the next two weeks. We shall produce 
a line of strictly high grade women’s 
welt boots, oxfords, pumps on smart, 
snappy styles. All ourlasts and patterns 
will be entirely new. Our output, 
when the factory is fully under way, 
will be about 2500 pairs daily. Com- 
petent men have been engaged for all 
departments. Our new line, which will 
be identified as the ‘“‘Miss Haverhill” 


line of women’s welts, will be ready to’ 


show the trade about May 15.” 


Reorganized Concern Underway 


Harry E. Adams Company, which 
succeeds W. & V. O. Kimball, Inc., 
with factory on Walnut Street, has 
begun the manufacture of a line of 
men’s high grade welt shoes. Cutting 
and stitching departments are at work 
and other departments will soon be 
underway. . Harry Adams, who has 
been for many years connected with 
the Kimball concern, has an extensive 
acquaintance among the trade in all 
parts of the country and occupies a 
high position as a shoe salesman and a 
successful business man. 


ELECTED PRESIDENT 
Member of Leather Trade Honored 


Harlan F. Hussey of the sole leather 
firm of Ellis & Hussey, was this week 
elected president of the Haverhill 
Rotary Club. Mr. Hussey, who was a 
member of the “‘Boot and Shoe Re- 


corder’s” European trip, and recently 
returned from abroad, is one of Haver- 
hill’s live-wire and successful business 
men. His executive ability will be of 
importance in advancing the interests 
of the local Rotary Club. 


SEEKING FOREIGN BUSINESS 


Local Shoe Concerns Interested 


During the past few weeks several 
of Haverhill’s shoe manufacturing 
houses have received inquiries from 
European merchants regarding Haver- 
hill-made footwear. Several concerns 
here have already established European 
and South American connections, while 
others are preparing to do so. Some 
good sized orders have been received 
of late as a result of the work of foreign 
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representatives for Haverhill houses. 
There is no doubt that during the next 
few months the foreign sales of Haver- 
hill-made footwear will make large 
gains and that shoes produced in this 
city will be introduced to many foreign 
concerns where they hitherto have been 
unknown. 


A Fastener for Wood Heels 

Of especial interest to Haverhill 
shoe manufacturers and merchants who 
buy Haverhill-made footwear, is the 
fact that the United Shoe Machinery 
Company has placed on the market 
an ingenious device for fastening wood 
heels on shoes. It does away with many 
faults in similar ideas, giving stability 
and rigidity. The popularity of the 
Louis heel in connection with women’s 
footwear is so great that at the present 
time practically all feminine footgear 
produced in this city carry full Louis 
or half Louis wood heels. 


Device for Tying Shoes 


' A device for tying shoes in cutting 
and stitching rooms of shoe factories 
has been patented by a foreman in a 
Haverhill manufacturing plant. It 
has a double frame which is connected 
by a chain. One side has an adjustable 
hook which can be regulated to any 
height and any size of style of upper. 
The device is in use at several local 
factories. 


Boston 


*‘Punch”’ Increasing in Size and 
Educational Value 

“Punch,” the official organ of the 
Massachusetts Retail Shoe Merchants’ 
Association, is increasing in number of 
pages. The May issue will have twelve 
pages of important reading matter for 
the retail shoe merchants, instead of the 
customary eight pages. 

Editor J. J. Buckley, who is one of the 
Directors of the Massachusetts Retail 
Shoe Merchants’ Association, an- 
nounces that the issues of May, Sep- 
tember and December will be distributed 
to all of the principal retail shoe mer- 
chants in the country. This distribu- 
tion will be made by the National Shoe 
Retailers’ Association to its members. 


There will be a limited number of copies . 


for non-members of the National Asso- 
ciation which may be obtained by 
applying at the headquarters of the 
Massachusetts Association at 24 High 
Street, Boston. 


The May Issue Treats of 1920 Con- 
vention 


Every issue of “Punch” is replete 
with valuable information for the retail 


shoe merchant. The May issue gives 
a most interesting report on the progress 


of the 1920 National Convention, 
which is emphasized by the attractive 
cut of the historic Bunker Hill Monu- 
ment on the front page. A talk by 
W. C. Roose, Manager of the Beacon 
Shoe Company chain stores, has much 
educational value. Manager Roose 
treats of ‘‘Service.”’ 

The talk by H. M. Scates, which will 
be made before the Boot and Shoe Man- 
ufacturers’ Association Convention on 
April 24 and 25, treats of “Two Big 
Association Problems—Labor and Cor- 
poration Retailing.” 


Firm Membership in National 
Boosted 


There is an article boosting firm 


-membership in the National Shoe Re- 


tailers’ Association and also one urging 
the merchants to take out insurance 
policies from the Mutual Fire Insurance, 
thereby saving 25 per cent on their fire 
insurance. 

“It is up to every. member to get 
another member.” This is the New 

(Continued on page 137) 
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The most widely circulated book ever § 


} 

printed for the shoe trade is the ; 

| \ 
| 


Shoe and Leather 


Lexicon 


(Copyrighted and All Rights Reserved) 


Now in its FOURTH edition, enlarged and | 
i revised, and printed from new type. Three 

big editions went rapidly, and it is still | 
selling fast, for it is a book that every | 
seller of shoes will value for reference or 

extended study. It is a recognized au- f 
thority in the trade, because of its de-f 
pendable accuracy. It is compact, concise, | 
| pocket size, not a word wasted. Price, 50 | 
; cents a copy, postpaid, or three copies to ; 
} one. address for $1.00. Every member of f 
every sales force ought to have a copy. 


Send check (or stamps) with order to| 
Book Dept., “Boot and Shoe Recorder,” 


207 South Street, Boston. 


Knowledge Is Power 


Your new salespeople need to 
know the terms of the trade. 


A War Service 


Text Book 
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THE MOST FOR 
THE MONEY 


N Premier Gaiters the 
shoe merchant will get the 
most value at a moderate 

cost. 


Our guarantee—Our gaiters 
are the best fitting and best 
made at the price. 


In felt and kersey—Colors, 
fawn, taupe, castor, pearl, 
brown, black and white—all 
heights and styles. 


$12.00 to $24.00 the dozen. 


Place your Fall orders now. 
Samples upon request. 


Premier Gaiter Co., 1Nc. 
BROOKLYN, N. Y. 














Low Cut Footwear 


For 
At-Once 
Shipment 


| ge Leather Ankle Strap Cc to re $2.50 
ee 2.15 
3 ee oe ax a DtoE 8% toll penéens 1.95 
4 5-8 1.75 

309 —Gun Metal Ankle Strap Cc to EER $2. 
I Paaeee> 2.15 
5e0_ Fe wi aii 7 D to E 84- ree $1.95 
589— “ om - SE. (1.75 


BACON~ROLLINS COMPANY 


TO GEO.F. DANIELS Corp. 


“LYN N, MASS. 
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S. E. Boozer Predicts Good Fall 
Business 

S. E. Boozer, a Manss-Owens sales- 
man, writes to us from Earle, Arkansas, 
that business is very good. “I have 
been working the southeastern and 
western parts of the state of Arkansas, 
which is a farming country. The mer- 
chants are buying only in small quan- 
tities due to the price cotton is bringing. 
With 30 cent cotton and a good crop, 


S. E. BOOZER 
A Manss-Owens Co. Salesman 


this season’s business in the early Fall 
will be wonderful. 

“Cheap merchandise is a dead issue. 
The demand is for better grades in 
merchandise. Encourage the merchants 
to place their Fall orders now if they 
want merchandise. 

“There is a general tendency to wait 
and buy later in the season. It seems 
impossible to make merchants under- 
stand that shoes will be higher and 
harder to get in the early Fall.” 


B. L. Hodge Wins Cup for Business 
Increase 

B. L. Hodge, who was for more than 

five years manager of the store of the 
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Travelin Sidio Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 


MASALA AGA SE A GOOUC AOU A AA C 


Dillingham Shoe Company, Austin, 
Texas, was the winner of the cup offered 
by J. & T. Cousins Co., Brooklyn, N.Y., 
for whom he is now traveling, for 
showing the greatest increase of busi- 
ness in a new territory. 


L.E. Barber Making Increased Sales 


L. E. Barber travels Nebraska and 
Kansas for the Marion Shoe Company. 
“The merchants of that country,” 


L. E. BARBER 
A Marion Shoe Co. Salesman 


writes Mr. Barber, “are giving me a 
very material increase of business on 
Marion shoes.” 


Don Springgate on the Road 


Don Springgate is traveling with his 
father, Harry Springgate, president of 
the Indiana Shoe Travelers’ Associa- 
tion. Don is selling men’s shoes and 
will soon be a member of the Hoosier 
Travelers’ Association. 


W. J. Newberg Minus Sample Trunk 
but Sells Shoes 


Wilbur J. Newberg, a member of the 
Indiana Shoe. Travelers’ Association, 


Qs 


aL 


and the genial representative of the 
Kalt-Zimmers Mfg. Company of Mil- 
waukee, Wis., lost his trunk for four 
days last week, but sold shoes neverthe- 
less, showing that you cannot down an 
experienced traveler of Mr. Newberg’s 
type. 
Charles L. Marks 

Charles L. Marks of Emery & Mar- 
shall Company, Haverhill, is covering 
the principal cities in the eastern and 


CHARLES L. MARKS 
Emery & Marshall Salesman 


southern states with the “E&M”’ Fall 
styles. 


F. E. Hart Travels Eastern Indiana 
and Western Ohio for Brown 
Shoe Company 

F. E. Hart, who styles himself ‘“‘the 
best: looking salesman on the Brown 
Shoe Company’s force,” recently told 
the “Recorder” representative that he 
finds only the very best of conditions in 
the shoe business in his territory of 
Eastern Indiana and Western Ohio. 
Mr. Hart has offices at 320-21 Saks 
Bldg., Indianapolis. 

“‘None of the retail stores are over- 
‘loaded on stock,”’ says Mr. Hart, ‘‘and 
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the merchants are ready to place their 
Fall orders the same as usual. 

‘“‘While the merchants are slow to take 
hold of novelty shoes on future orders 
yet they are ready to buy their staple 
shoes for Fall and are asking to have 
them shipped early. A great many of 
the stocks over my territory are short 
on snappy pumps and oxfords and these 
merchants are looking for this class of 
shoes from stock for immediate delivery. 

“It seems that merchants are looking 
for shoes carried in stock by the manu- 
facturer more this. season than ever be- 
fore and merchants placing Fall orders 
are asking if these shoes are going to be 
stocked in widths so they can be sized 
up later, all of which has a tendency to 
help my business. 

“St. Louis manufacturers have been 
putting all the snap and style possible 
into a shoe along with the unquestion- 
able wear that has always been in St. 
Louis made shoes and on top of all this, 
carry them in stock in the narrow 


F. E. HART 
With Brown Shoe Co. 


widths that interest the high-grade 
merchant. We have, therefore, been 
able to get the best grade of trade and 
this business is increasing every year. 

“*The Indiana Shoe Dealers’ Conven- 
tion held here every year is a great help 
to both the merchant and the salesman, 
as this gives us a chance to get together 
and talk over our troubles and makes 
the salesman feel that he has an in- 
terest in the retail stores of his territory 
besides the mere fact of selling the mer- 
chant shoes, in other words, selling him 
shoes he can sell to his trade. 

“These meetings give the merchant 
some idea of what the manufacturers 
are offering for the coming season. 
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They also give the salesmen a chance 
to get the merchant’s idea of the newer 
styles as well as giving the manufacturer 
a chance to stock heaviest on the shoes 
that the merchant wants, and in this 
way take care of the immediate orders 
as they are received at the house.” 


Merchants Read Trade Papers 

In conclusion Mr. Hart told the “‘Re- 
corder” representative that the mer- 
chant expects higher prices on all good 
shoes, as the merchant reads the trade 
papers and is posted on prices even 
ahead of some of the salesmen, that 
merchants understand the scarcity of 
material and the high prices of: labor 
and for this reason are ready to place 
their Fall business now the same as 
they have always done. 


R. R. Reimert Travels for Elbinger 
Shoe Manufacturing Company 
R. R. Reimert covers Northern 

Illinois and Southern Wisconsin, in- 


R. R. REIMERT 
Travels for Elbinger Shoe Mfg. Co. 


cluding Chicago and Milwaukee, for 
the Elbinger Shoe Manufacturing Com- 
pany of Lebanon, Ohio. 

Mr. Reimert says that the outlook 
for business in his territory for Fall is 
most encouraging; that the wise mer- 
chant is placing his orders early, as there 
seems to be no doubt of further ad- 
vance in prices of both materials and 
labor. 


Sergeant Meyer on Road for the 
Arrowsmith Mfg. Company 


Sergeant J. Burke Meyer, U. S. Air 
Forces, after spending somewhat over a 
year in the service, and a large part of 
that time with the A. E. F., is back on 
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the road for the Arrowsmith Mfg. Com- 
pany, Morristown, N. J., and will carry 
his bag through the states of Washing- 
ton, Oregon and California. 


Ralph Siewers, Indianapolis and 
Western Indiana for Brown 
Shoe Company 

Ralph Siewers represents the Brown 
Shoe Company of St. Louis in the city 
of Indianapolis and Western Indiana. 
Mr. Siewers has covered his territory 
about five years. 

He writes that his business has shown 
a steady increase during this time, and 
while earlier in the season there was a 
tendency on the part of some merchants 
to withhold their Fall buying thinking 
possibly shoes would be cheaper, this 
condition has now materially changed. 
Merchants are beginning to realize that 
really stylish and serviceable footwear 
is sure to be higher at least for another 
season or so. 

“Our volume of business for immedi- 


‘RALPH SIEWERS 
With Brown Shoe Co. 


’ 


ate delivery is very satisfactory,” said 
Mr. Siewers, “and the merchants are 
now beginning to buy for their usual 
Fall requirements. Our office and sales- 
room is located at 320 Saks Building, 
Indianapolis.” 


NEWS NOTES FROM THE HUS- 
TLING HOOSIER SHOE 
TRAVELERS 


By Richard B. Kirby, Chairman 
Publicity and Educational 
Committee 


At the regular monthly luncheon and 
business meeting of the Indiana Shoe 
Travelers’ Association held at the 
Indianapolis Chamber of Commerce 
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Have you a full supply? If poe 
not, take a look through our Child ' 8/4-11..... 2.65 
stock catalog No. 15 and see Misses’ 11/2-2.... 3.10 
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Prices 


what we can do for you. Our . 
[" No. 58 style 53 is a sure winner and =) 3 Widths 
CHOCOLATE ELK BLUCHER perhaps may cover your re- Child’s, C, D, E. 


OXFORD 
UNLINED —WELT quirements. 
Bae B. ra SON CO., hedonvmasednanenente MASS. 


Misses’, B, C, D. 





















IN STOCK 


BAREFOOT SANDALS 


And 


PLAY OXFORDS 


Extra quality—non-rip. 


Goodyear stitched. No tacks or 
nails. Begg ee Solid leather 





E Width 
No. 300—Full chrome tan upper, oak sol 
















ees > -—< Carried 


— ros 11 insole. Sizes 5 to 8; 33 Ss, 

to ™ itis hoe 70) No. 315—Full chrome tan upper, oak out- 

No. 502 Pull chrome black upper. r % - sole, one piece leather insole. Sizes 5 to 8; 
8% to 11; 114% to2. E width. 


No. 28—Infants’ one-strap sandal. Tan up- WAUS AU, WISCONSIN 


per, buck outsole, E width. Sizes 244 to54. 
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WILLIAMS, HOYT & CO., Rochester, NV. Y. 
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to 4 dealer ~ a handles them. "Sturdy enough for play, yet 
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Trade-marks in Foreign 
Countries 


Do you Realize the Im "the South” American werd nage 
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also in Europe, Asia and 
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Shoe Knowledge That You Need 


You’ll find it all in ‘‘The 

Shoe and Leather Lexicon”’ 
“The Shoe and Leather Lexicon” defines and illustrates 
every trade and technical term used in the shoe and 
leather business; from the raw product of the tannery 
and mill through all processes to the finished shoe. It 
contains correct anatomical drawings of the foot, tables 
of foot and last measurements, standard carton sizes, 
classifications of leather, and standard size lengths of last 


measurements. 
It is, in ches. a complete correspondence course in 
one handy little volume for only 50 cents a copy. 
3 copies for $1.25. 


Boot and Shoe Recorder Publishing Company 
207 South saneienves Boston 
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last Saturday reports from the chairmen 
of the various committees showed 
continued enthusiasm in the work of 
the organization and splendid results 
obtained. 

In the absence of the President and 
Secretary, R. B. Kirby was elected 
presiding officer and Walter Crook 
secretary pro tem. 

Communications were read from 
President Springgate, A. A. Stevenson, 
Walter T. Scott, J. B. Meek, Earl A. 
Chenoweth and H. J. Fitts, praising the 
work of the Association and advocating 
the continuance of the monthly Live 
Wire Bulletin issued by the Indiana 
Shoe Travelers’ Association to its 
members. A letter was also received 
from former National President J. J. 
Kaltenbrun, who is well and favorably 
known to all members of the Indiana 
Association. A communication from 
National Secretary Stanton regarding a 
more equitable adjustment of the in- 
come tax for commercial travelers was 
read and action sustaining his request 
that an effort be made toward an 
adjustment of this matter was taken. 
of Travelers with 
Merchants 


Co-operation 


It was agreed that the co-operation of 
the Travelers’ Publicity Committee 
with the same committee of the Indiana 
Retailers had been of great benefit. both 
to the retail merchants and to the 
travelers in increasing the business of 
both. 

H. O. Warren, chairman of the com- 
mittee on membe:ship, reported that 
on January 1, 1919, the organization 
numbered seventy active members, 
which had been increased to one hundred 
and four by April 1, and he expected 
the organization to show an increase of 
100 per cent in membership before the 
end of the year. The boys are working 
hard to secure the prize of a year’s 
subscription to the “Boot and Shoe 
Recorder” offered by Mr. Warren. 

A vote of thanks was tendered James 
B. Meek for his efficient work in arrang- 
ing the Travelers’ Directory for the 
State Retailers’ Convention. 

William Brockway and James B. 
Meek were appointed members of the 
National Committee on Shoe Styles. 


Reports of Good Business from All 
Sections 


George Woodruff, visitor from the 
Cleveland Shoe Travelers’ Association, 
made an address. Harry J. Fitts, 
member of the Board of Directors, said 
that business was good and that he 
expected this year to exceed 1918 in 
sales. He also said that no one wanted 
cheap shoes apparently, as everyone 


was buying only the better qualities, 
indicating that the demand for quality 
is here and that there is plenty of money 
in the country. 

O. W. Nottingham was taken into 
membership at the meeting. Mr. Not- 
tingham is now representing the H. S. 
Albright Company, manufacturers of 
children’s shoes, and reports a splendid 
business. 

The meeting was one of the peppery 
gatherings of the organization. Every- 
body is optimistic, for everybody is 
doing a good business and is confident 
that the remaining weeks of the season 
will be the biggest yet. 

F. E. Hart, J. C. Thomas, J. W. 
Newberg, James B. Meek, Walter 
Crooke, and several others all made 
short talks to practically the same 
effect—that business was very good and 
getting better. 


O. L. Triebel, Jr., with George E. 
Harrison Shoe Company 


O. L. Triebel, Jr., until recently 
representing the Scholl Mfg. Company, 


O. L. TRIEBEL, JR. 
With Geo. E. Harrison Shoe Co. 


and formerly secretary of the Illinois 
Shoe Retailers’ Association, is now 
connected with the Geo. E. Harrison 
Shoe Company, Chicago, wholesalers of 
women’s novelty shoes, as salesman in 
Illinois and Michigan. 


Semi-Annual Farewell Letter 


President S. S. Fechheimer of the 
Cincinnati Association of the National 
Shoe Travelers upon leaving for his 
territory recently sent out his semi- 
annual farewell letter to the members of 
the association. Aside from wishes for 
a prosperous season to each and every 
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one, the letter urged the members to do 
two things: First, in the mad rush for 
business to not forget the association, 
to talk about it at every opportunity; 
second, to get new members, not for- 
getting that the Cincinnati Association 
must win the membership cup. 

The association has made some rapid 
strides forward under Mr. Fechheimer’s 
administration. The membership has 
increased fifty per cent during the past 
six months, and every member has set 
out to get a new one before he returns 
from his trip. 

Among other activities of the Associ- 
ation is its preparation for the national 
convention which will be held in Cincin- 
nati next year. The convention will be 
entirely financed by the Cincinnati 
boys and their progress toward that end 
is reasonably encouraging. 


Charles A. Benjamin Writes from 
South Dakota 

Charles A. Benjamin, who travels 
South Dakota for the George E. Keith 
Company of Brockton, Mass., writes 
from Deadwood, South Dakota, as 
follows: 

“People have money and must spend 
it—all means greater demand and 
demand holds prices. Ten and twelve 
dollars retail price men’s shoes are easy 
and ready sellers. Twelve to sixteen 
dollars are the prices for women’s shoes. 
Everything else also high. Rooms in 
hotels $3.00 to $3.50. Steak $1.00 to 
$1.80; potatoes 25 cents; toast 25 cents; 
tea or coffee 25 cents; cigarettes 25 to 
50 cents; cigars 20 cents per. Transfer 
of two trunks station to hotel and back 
$2.50 to $3.00. Besides hotel rooms, - 
my nights are spent on sleepers. Towns 
100 to 200 miles apart so you see it’s a | 
great life, if one doesn’t falter. 

“Am working towards the Coast and 
will be home about June 1.” 


British Embargo on Amer- 
ican Rubbers 


Much uncertainty is felt in Great 
Britain as regards the reconstruction of 
its industries, and the nation is consid- 
ering a departure from its free trade 
policy of long standing and the adoption 
of a scheme of protection, similar to 
that so long in force in this country, or 
even full restriction of imports. Raw 
material required for British industries 
will be admitted free. Manufactured 
articles are to be restricted, if there are 
British establishments making similar 
goods. Rubber footwear is one of the 
restricted articles, and endeavors of 
importers to modify this proposed 
prohibition of imports has resulted, so 
far, only in allowing the importation of 
Canadian-made rubber footwear. 
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BOSTON 
(Concluded from page 131) 
England slogan. “New England 
should be 100 per cent fine for 1920. I 
will make the effort.”” The National 
slogan is prominently displayed, 
‘‘Every member get a member.” 


W. W. Willson Busy Attending 


Conventions 


W. W. Willson left Boston on Mon- 
day night, April 21, to attend the Spring 
meeting of the Directors of the National 
Shoe Retailers’ Association. He 
brought with him to Philadelphia an 
important message on the progress of 
the 1920 National Convention. 

Mr. Willson will return to Boston in 
time to deliver his talk before the Boot 
and Shoe Manufacturers’ Association 
Convention, to be held at the Copley- 
Plaza on April 24 and 25. 


Leather Concern in New Quarters 


Ellis Gordon & Sons, dealers in sole 
leather and cut soles, are now located 
at 641 to 643 Atlantic Avenue. They 
have a large, well lighted establish- 


ment on the second floor of the build-: 


ing directly opposite the South Station 
and closely adjacent to the heart of 
the Boston shoe and leather district. 


Frank Cushing Allen 


Frank Cushing Allen, sales man- 
ager for the leather firm of Creese & 
Cook Co., Boston, was married on Wed- 
nesday, April 9, to Alice Irene Hasey, 
daughter of John A. Hasey, of Bangor, 
Maine. Mr. and Mrs. Allen wiil be 
‘“‘At Home’”’ to their many friends, after 
the first of May, at Cohasset, Mass. 


**Old Glory’’ Prominently Displayed 


in Windows 


The shoe stores of Boston are dis- 
playing in their windows Victory 
Liberty Loan cards and the Red, 
White and Blue. The local shoe 
merchants, as on past occasions, 
are “doing their bit” in rallying to the 
support of Uncle Sam. The American 
Flag has another significance in window 
and store decorations this week in 
addition to its inspiration to Victory 
Loan purchases, for on the 25th, “New 
England’s Own,” the 26th Division, 
parades through Boston’s streets. The 
windows of the stores are therefore 
resplendent with Old Glory. 


Stores Closed on the 25th 


At a meeting of the Chamber of Com- 
merce held last week, it was decided 
that all the stores of the city should be 
closed on that day. 


A Talk by Secretary Wilson 


On Wednesday, April 23, the last 
assembly luncheon of the season of the 
Boston Chamber of Commerce was held 
at 12.30 P.M. at the Hotel Brunswick. 
Secretary of Labor Wilson addressed 
the meeting on “The Future Relation- 
ship Between Capital and Labor.” 


New Shoe Stores 


Rapp & Co., Elwood, Ind. 

M. Drebin, Connersville, Ind. 

Rapp & Co., New Castle, Ind. 

G. A. Stovall, Brownsville, Texas. 

Olympia Shoe Shop, New Bedford, 
Mass. 

United Shoe Store, 42 Central Street, 
Bangor, Me. 

Fred Carlin, 1002 Belmont Avenue, 
Chicago, II. 

Lloyd Shoe Company, 34 East Third 
Street, Dayton, . 

Fred Constantine, Pleasant Street, 
Northampton, Mass. 

Muldoon Shoe Company, 
Fourth Street, Waterloo, Iowa. 

M. R. Bauer, 177 N. Cicero Avenue, 
Chicago, Ill.—Shoe Department. 

C. B. Marsh, Inc., 475 Main Street, 
Buffalo, New York, new quarters. 

Lowenhaupt-Dessauer Co., Coving- 
ton, Oklahoma—Shoe Department. 

Silberberg & Bauer, 427 W. Division 
Street, Chicago, IH.—Shoe Department. 

The New Palatine Commercial Cor- 


110 E. 


‘poration, 1701 W. 47th Street, Chicago, 


Ill—Shoe Department. 








MISCELLANEOUS 








WOMEN’S 

OXFORDS 

IN STOCK 
A bargain f ick bu i 
quakes, aneh Geailien tne ak Deaton oes. 
Lowest prices. Write for special price list. 

Overland Mercantile Company 
19 South Wells Street, CHICAGO, ILL. 








Milbradt Rolling 
Step Ladders 


ity 
; fini 
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MISCELLANEOUS 








Metal Shoe Fitting Stools 
And Floor 
Mirrors 


Ne. 141 


snta'n, The Chicago 
Pree Wire Chair Co. 
621 N. LA SALLE STREET, 
CHICAGO, ILLINOIS 











STORE LADDERS 


SS Noielene Cushion Tie. g 


fs 
Ecdpomize y 
ate making 


= All Mercantile Lines 


——" 











ERS & BRO| 


AND PUMPS HAY TOOLWORKS 





Wanted at Once 


for Department Store 
for Cash 
Manufacturers’, Retailers’, or Sur- 
plus Stocks of 
SHOES 
No antity Too Large. 
~ ie an” 
GLOBE MDSE. CO. 


Indianapolis, Ind. 


New York Office 
28 Lispenard St., New York City 


"| Merchandise of All Kinds Purchased 


Short 














or iene. s 

SOFT SOLE SHOES AND SANDALS 
Do m po ~y sin seach atih-eeeen 
line of Soft Soles and Sandals made with 
New England Shoemaking Skill ? 

Write us for Samples— Get Our 
Remarkably Good Prices 
BOSTON BABY SHOE CO. 

3 Foster Street Peabody, Mass, 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED. Three cents per word for each insertion 
Minimum amount accepted, six word for each For other “Want” ad- 
vertisements, pee oF sae each insertion. Minimum 
amount accepted One Dollar. will be received 
up to five o’clock Tuesday P.M. “a -ro answers to 
come in care of this twelve words must be allowed im each adver- 
advertisers arded direct 


“‘Recorder’’ rates for space less than one-eighth 
page per issue: 

Space 1 time 
linch..... $4.00 
2inch..... 8.00 
3 inch... .. 12.00 


26 times 52 times 
$2.50 $2.00 
4.75 
7.00 
9.00 


7times 158 times 

$3.00 $2.75 
6.00 5.25 
9.00 7.75 

12.00 10.00 


4.00 tisement for address. 
to their address, 

pt & and paid for accordingly. Answers to ads. must be sent 

under letter postage. 


6.00 
8.00 








4 inch 15.00 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 








SALESMEN WANTED 


SALESMEN WANTED 


FOR SALE 





WANTED A “live wire,” covering Ohio, a 
man in*touch with the best trade, and ac- 

uainted in the territory, to sell the old established 
FOX line of high grade Infants’ Soft Sole shoes. 
10 per cent commission, small classy sample outfit, 
and an exceptionally strong side line. In applica- 
tion state full particulars. F. J. Fox, Mfer., 
Rochester, N. Y 


GALESMEN WANTED—To carry our Boudoir 
Slippers to the large retail and department 
store trade as a side line. Liberal commission. 
Send us your references and we will send samples at 
once. The Baker Shoe Co., 280 River St., Haver- 
hill, Mass. 


WANTED—Live Wire Selesmen in Illinois, 
Indiana, and Michigan, Maryland and Vir- 
ginia, to sell as a side line, forty styles of in-stock 
comfort shoes. We pay 6 per cent commission. 
Do not reply unless you are now selling a non- 
conflicting line to established trade, and can refer 
to the house you are now representing. Ad 
B277, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 

ANTED—Experienced salesman to sell Ed- 

monds ‘‘Foot-Fitters” as side-line on com- 
mission basis. Weekl wm covering ship- 
ments of previous wee! open terri- 
tories. Address Edvonds Shoe , Burleigh & 
Weil Sts., Milwaukee, Wis. 


ALESMEN WANTED—Good e: experienced shoe 
salesmen for high grade Western line of men’s 
work shoes in the following territories: Michigan, 
Ohio, New York, Indiana and Illinois, Virginia and 
West Virginia. Only live shoe salesmen with an 
established business will be considered. Address 
“Optimo,” care Boot and Shoe Recorder, 
West Madison St., Chicago, Th. 


ANTED—A thorou hly experienced | traveling 

salesman to sell leather, shoe findings and shoe 
store supplies to travel Mississippi. Must be a top- 
notch man in every way. We pay a good drawing 
account, figure a reasonable percentage on sales 
and allow full credit for all orders, including mail 
orders, enabling you to earn a good bonus over 
your drawing account, as is now being done by our 
other salesmen. State age, experience, references 
and if possible send your photograph, and if — 
employed state by whom. We can also use a 
for North Alabama and Tennessee. Address B280. 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 
WAN TED— Traveling shoe salesmen with estab- 

lished trade to sell a manufacturer’s line of 
boys’ and girls’ McKay shoes t are carried in 
stock to the retail trade in the following states: 
New England, New York, Pennsylvania, New 
Jersey and Delaware. Must carry our line ex- 
clusively. State e ience and give references. 
Address B281, care t and Shoe Recorder, 207 
South St., Boston, Mass. 


Lg tp ay to carry our line of eport- 
shoes and moccasins through the West, 
Middles and Southern States on a commission 
E. A . Buck Company, Bangor, Maine. 
ie) — wanted to sell shoe laces as a side 
line. commission. Sta’ territory 
covered. P.-E required. ‘Address B269, care 
| a and Shoe Recorder, 207 South Street, Boston, 





WORK, SHOE SALESMAN—For high-grade 
“Mad le in Milwaukee” line of men’s and 
a <i, Have . 
Ay, er - 

Pe me ee gee cent oe 
Building new fac ‘ -- 


qypertanty, Luedke Schaefer Shoe » Sales 

lanager, ilwaukee, Wis. 

GALESMEN WANTED—Any one calling « on the 
retail shoe trade can earn money a8 a 

side line on a well-advertised article. No —-— 

only 1 partial to carry. com: 


We. ath, 





ALESMEN Sanaa akan cae line Pam ymm 
calling on shoe stores, and 
department ——— be ous .... uct on 
the ane, a” unusual com- 
missions. Solvel ct Corporation, 1053-5 
Randolph St., Chicago: It 
ALESMEN WANTED Braga men en with 
established ‘Federal Shoes for 





Tena shoe salesmen wan’ 
of the Union to carry 
ane" line of men’s wa 


INC., CAMDEN, N 














POSITION WANTED 


POSITION WANTED— Highgrade man,twenty- 
nine, experienced salesman, executive ability, 
would like to make New England connections. 
Practical shoe factory man of four years’ experience, 
one year on road. Four years wholesale sole 
ane shoe findings, and factory supplies. Now 

Sepestent position in the above line. 
Fully — ied to fill oales maproweed Pio che or 
that of purchasing agent. open for change 
June Ist. Address B278, care _ and Shoe 
Recorder, 207 South St., Boston, M 


COMPETENT shoeman, 0} for position, 
thirteen years’ ex ve years as buyer 
and salesman, married, age 34. Best of reference. 
Address B279, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 














HELP WANTED 


HEEL. SALESMEN—Live, energetic young men 
in different parts of the country to sell rubber 
heels and fibre soles to shoe mani trade. 
Straight commission basis. In reply state territory 
— | and nde age, references and lines now 

Cambridge Rubber Company, 
Cam pane Mass. 


ne salesman wanted, capable of buying and 

naging women’s and children’s de; ent. 
Only those with ability need apply. ust be of 
pienaine disposition and hustler. Salary $30.00 
per wi bonus. State age and give reference 
in first | letter. Address B275, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


EXPERIENCED man that has sold high grade 
shoes. ull new line of men’s, all up-to-date 
lasts and patterns, a few women’s = 
Several lines carried in wok. x “4-1 = 
Will make shoes that will sell. Shoe 
Co., Worcester, Mass. 




















LINE WANTED 


ALESMAN with established trade in Con- 
necticut State and western Massachusetts, 
desires, as a side line, a few numbers of misses’ and 
children’s shoes. Address B274, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





EEXCEPTIONAL. OPPORTUNITY—For sale 
on account of sickness, shoe store, best location 
in town, rent $50 month, sales over ‘$25, 000 year. 
Quinn’ 8s Boot Shop, Palmer, Mass. 


FoR SALE—A Haverhill turn factory, fully fully 
equipped with latest machinery, etc., for manu- 
facturing of ladies’ turn footwear, capacity 800 
Boot daily, price reasonable. Ad 276, care 

t = Shoe Recorder, 207 South St., Boston, 


GOVERNMENT SALE OF ee. Bids 
will be opened 10 A.M. May 7, 1919—at a 
ew Surplus Property Div., Munitions ro 

m, D. C., for the following, F. 
yaw mville, Ind., ‘where, it may be 
138,800 sq. ft. class-A and 1l, 488 . class-B, 
10 to 15 sq. ft. each, OILED LACE 
yy refer to S.P.D. No. 1140 C.E.; Cw ye ing 
Ne ee 47 & Pt gradi le-B, 5-6 oz., 
LEATHER in 
tides, refer to SPD, No. 1175 C.E. Bids to be on 
forms which, with parti , can be 
obtained upon application to above Office 
Zone Supply oo t ss Cities: Boston, 
New York, Philadelphi -. Atlanta, 
Jeffersonville, _ i 
Orleans, San Antonio, Om 
a. By authority of a Don H. Foster, 








FOR RENT 








FOR RENT 


New Orleans 
Shoe Department 


For men, women and children. 
The city’s most prominent retail 
corner. 


Opportunity for a Big Business 


and department must be repre- 
sentative. 

Location on ground floor and one 
of best in store. Ample space. 
Clientele of store both popular 
and high class. 

An attractive arrangement will 
be offered to the right party. 


Address K148, care Boot & Shoe Recorder 
127 Duane St., New York City 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 
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‘“‘Recorder’’ Occupational Bureau for Returning Soldiers and Sailors 


ment. Would consider any large city. Know I can produce 
results. Address, S31, care of “Boot ‘and Shoe Recorder,” 
207 South St., Boston, Mass. 


Position wanted by discharged soldier, six years’ wholesale 
shoe experience as credit man and office manager. Single. 
Will go anywhere. Last position paid $3,000. Address 
$32, care of ‘“‘Boot and Shoe Recorder,’’ 207 South Street, 





Boston, Mass. 


I would like a 
Have had 


I have just been mustered out of the Army. 
position with a live concern as buyer or assistant. 


Would like position as road salesman to retail trade in 
New England, preferably near Boston or in Rhode Island. 
Previous to entering service, traveled New England for eight 
years. Address S29, care of “Boot and Shoe Recorder,” 
207 South Street, Boston. 


eight years’ experience as assistant. 


Now open for engage- 


juan 





EXPORT OPPORTUNITIES 


WANTED TO PURCHASE 


WANTED TO PURCHASE 








CAPITAL FOR 
EXPORT TRADE 


Experienced Salesman, with 
capital, is desirous of acquiring 
an interest in a shoe manufac- 
turing business that can develop 
and handle export trade. Chil- 
dren’s or Women’s Shoes pre- 
ferred. Address, with particu- 
lars, B270, care of “‘Boot and 
Shoe Recorder,”’ 207 South Street, 
Boston, Mass. 














WANTED TO PURCHASE 








We quick and pay highest cash price 
fer and wholesale stocks of shoes or 
any other merchandise. 

tity no object. 
80 years our speciality. 
Bank end mercantile reference. 


BROOKLYN PURCHASING SYNDICATB 
FRANK WALKER, Proprieter 
61@ Broadway, Brooklyn 
"Phone, 2828 Williamsburg 








WANTED FOR EXPORT 


a= ed Numb 
YOUR nm uw umbers 
FOR CASH 
NEW YORK EXPORT 
PURCHASING CORPORATION 
815-517 Broadway, New York City, N. Y, 








We Buy for Cash 


techn. 8 Jobbers’ and 
Retailers etailers’ Surplus Stocks, Jobs, 


NO QUANTITY TOO LARGE 
We also purehase entire stocks 
— — or manufactur- 

Send of 


what you Reve for sale. 
Short Term Leases Taken 
We pay Highest Cash Value 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, —— 
587 Broadway, New York, N. 
Telephone 2248-2249 a” 




















591 Broadwa: New York Ci 
Phone Spring 4573 - 


CASH or 


Max Kalter Mercantile Co. 














Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 








Highest Cash Prices Paid 


for entire shoe stocks. We also 
buy your surplus or slow sellers. 
Quantities no object. Retail or 
wholesale. Short term leases 
taken off your hands. 

ire or Phone us 

ndence Confidential 
tablished 1890 


GLAUBERG & CO. 
401 Broadway, New York 


Corres 


Phone Canal 4119 
We also purchase clothing, 
hats. furnishing goods, etc. 











MISCELLANEOUS 





Bicycle 
STEP 
LADDERS 


are made 








the right wearer, in 
shoe merchants. 
which dep th of 








THE RECORDER CREED: Getting More Shoes Sold 
the rig 


entire allied industries relating to 


Annual subscription in United States, $3.50; per copy, 25 cents. 
Newspaper Ass'n 
Entered at the Post Office, Boston, Mass., as second-class matter 


Member of the Associated Business Papers, Ine. Member of the Root 
Each issue copyrighted by the Boot and Shoe Recorder Publishing Co 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U.S. A. 
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distribution 
Foreign, $7.50 
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BOOTS AND SHOES 


Allen, Foster, Bridgeo Co., Inc., Lynn, Mass. 
Allied Shoe Co., 

Arnold, M. N., Shoe Co., No. Abington, Mass. 
Ault-Williamson Shoe Co., Auburn, Me...... 
Bacon-Rollins Co., Lynn, Mass 

Baker Shoe Co., Haverhill, Mass............. 
Bancroft-Walker Co., Haverhill, Mass... ... . 
Bates, A. J. Co., Webster, Mass 

Berlow, Elias, New York City 

Berry, A. H., Shoe ae Auburn, Me. 
Bluestein Bros., 

Blum Shoe Mfg. Co., my N. Y 
Boardman Shoe Co., Boston 

Boston Baby Shoe Co., a» eahody, Mass. . 
Brown Shoe Co., St. Louis, Mo. 

Cambridge Rubber Co., Cambridge, Wi 

Cee r W., & Co., Nashville, ‘enn., —— 


Chic 
Charchi & Alden Co. (Campello), —- % 
eee 


Cassend Shoe Co., New _—_ City 

Cotter Shoe Co., L nn, 

Crogsett, Lewis A., Inc., No. J Abington, Mase. 126 

Dalton Co., Brockton, Mass.. 6 

Diamond Shoe Co., New York City.. ..27-118 

Dodge, N. D. Shoe Co., Newburyport, M 68 

Duane Shoe a. New York oa . 64 

Eaton, Chas. A., Company, Brockton, Mase. 65 
ill, M a 

3 


E-Z Walk Mfg. "Co., New York City.. 107 
Fenton, John, Shoe "Mfg. Co., Columbus, 0.. 25 
aa ay Tire & Rubber Co., Akron, O...... 14 
Ford, C. P. & Co., Rochester, ae, Wesee o- Ce 
Fox, Inc., Chas. K., Haverhill, Mass. . 1 
Friedman-Shelby Shoe Co., St. Louis, Mo. 

3rd Cover 
Harney Shoe Co., P. J., Lynn, Mass.. .21-112 
a Shoe & Leather Co., Huntington, 


Hyerede Shoe Works, New York City 

Ideal Vogue Shoe Co., Haverhill, Mass 
Johnson Bros. Shoe Co., Hallowell, a 
Johnston & Murphy, New York City... 114 
Julian & Koken Xo., Ci incinnati, O.. 124-125 
a Shoe Corporation of America, St. 

Louis, Mo Front | om 
Kalt-. iussen Mfg. Co., a hee 67 
Kelly, John, Inc., * - 
pumas, Beury enry & Co., Chicago, Ill 

nipe Bros. 

Knox Shoe Co., 

Krohn-Fechh 

Lane Bros., @-. Boston 

Lilly, Henry Co New York Ce. 

farathon Shoe Co., Wausaw, 

larston & Brooks ks Co., Hallowell, Me... 

_— Shoe Co., Marion, Ind.... 
. F., Boot & Shoe Co., Milwaukee, Wis. 
~? -Sloan Shoe _ St. a0 Mo.... 

Mitch Caunt Co., Lynn, Mass. 

Monitor Shoe Co., New York City 

Nettleton, A. E., Co., Syracuse, 

Novelty Shoe Co., Chicago, a 

Nu Baby mn CG. E. Lynn, Mass. 


a , M. A. ¥ 
Powell & Campbell, New York City 
Regal Shoe Co., Boston 
Rhein Shoe Co., St. Louis, Mo 
Rice & Hutchins, Inc., Boston 


2 yonenme Co., aie, Wis... 
Sargent Co., D. D., Salem, Mass... .. . 

pee & Ca., | th, 
Smith-Briscoe Shoe Co., Inc., Lynchburg, Va. 
Smith-Wallace Shoe Co., Chica 
Smith, William Summer, 
Stacy- "Adams Co., Brockton = 
Standard Felt Co., West Aembes, Cal... 64a-64b 
Co., So. Weymouth, Mass... 
“heaeay York City. 








Stetson Shoe 
Stone, K. M.., a ing 
Stylo ‘Shoe Co., 
Thompson Bros., py . Seeckten. Mass... 

Timson Bros., Boston 

Tober-Saifer Shoe Co., St. Louis, M 

United States ey AW Co., New York City. . 
Vinsonhaler Shoe Co., St. Louis, 

Weimer, Wright & Watkin Co., " Philadelphia 
Whitman & Keith, Brockton, M 114 
Williams. Hoyt & Co., Rochester, N. ches 
Wright, E. T., Co., Inc., Rockland, Mass... 


a AND OTHER MATERIALS 





Gloversville, N 
er Co., New York Gity, “iéa-16b 
Ru ping, Fred, Lenther’ Co., Fond du_Lac, 


Thayer os Co., 


FINDINGS AND SHOE STORE SUPPLIES 
Alterson, L. & Co., New York 7. 


American Gaiter Co. oa 
Bae Ms CoN eee 

icycle cago, Ill........ 
seep Le Chair Co., Chicago, I 
Coburn Trolley Track Co., Holye 
Dudley, T » Gas Haverhil l, 
Emery & \ Inc. ., New York Cit 
F cael Overgaiter Co., New York 
Goodyear Tire & Rubber Co., on 
Greilich & Sons, bi = New York Ci ~e 


Tw 
Vogue Novelty 
Whitcher, Frank. -" 





FINDINGS, med AND REPAIR 
VISION 


EE... Chicago, Ill. . .3rd Cover 
Durrell New York and Boston 90 
ple- Pulsifer Co., Haverhill, seams. 90 

| Ca. New York ‘City 


sneer Fabric Co., The, Readi 

Nathan Aas Support Co., Ne ing Be City 

Palmberg, J. ms, Inc., New York City 

Root-Heath hig Co., Plymouth, Oo 

Schiff roeery Co., New York City 

aw Shoe Ri er Machine Co., Boston. . 
S. Specialty Mfg. Co., Pittsburg, Kan.. 

Wa ttemore Bros., Cam! brid; Mass 94 

Wizard Foot Appliance Co., t. Louis. .4th Cover 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 
sinty Shoe ebapine Co. 
Armstrong Cork Co., F 
motes Polish Mfg. Co., Inc hee’ York 
ity 
Griffin 


Co., Chelsea, ee 

ne Ee Machine Co. a 
Fast Color Eyelet Co., Boston... 
Shoe Machinery Corp., 


MISCELLANEOUS 





ovkaes Nations Bank, Bosto 
ete ve Brooklyn, 


Published Weshiy in & interest of the shoe 
merchant, wholesaler and manufacturer by the 
mw a | SHOE neconnen owe. co. 
‘moorpora’ under ws) 
CAPITAL $150,000 ’ 
OFFICERS OF THE CORPORATION 
CHARLES G. PHILLIPS, President 
EVERIT B. gW-R HILL, ‘reas. and Gen’l Mgr. 
GEORGE W.R.HI . ‘eo 
H. WALTER SCO a 
ARTHUR D. ANDERS (DERSO , Seeretary 


SWAIN, CARPENTER & & NAY, Counsel 
101 Tremont Street 


ARTHUR D. ANDERSON, Editor 
WALTER C. TAYLOR 
GEORGE E. B. PUTNAM 
E. C. LOGAN 
i" M. HANBY 





esa NOTICE 


AR =} in 
the United 


Islands, 
The price for Canada 
is $5.00 = year, including postage. 
FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $7.50 








per year, including postage. 
All subscriptions are payable in advance 
i RATES—Card of Advertising 
ites furnished on application. For rates for 
Wants. for Sales, etc., see Want Page. 


OFFICES IN 
sqoceree OFFICE: 224 enstas S.. Geo. W. 


R. Hill, M 

CHICAGG OF OFFICE #199 West Madison 8. Teie- 
5 anager 

sf Louis OFFICE: 1627 Looust St. B. C. 


NEW YORK YORE O OFF ICE: Feely ay Bidg., 
H. Walter Scott, Manager. 


Ti y worth 
PHI DELPHIAC OFFICE: 929 Chestnut St. H. 


Walter Scot + FFG Ch 
— FFICE: Chamber of Commerce 
ome ren tional Bank Bldg. Geo. 


Mani 
CINCINNATI Maneger 501 First National Bank 
.. B. C. Bowen, Manager. Telephone 


M ’ 

ROCHESTER OFFICE: 609 Powers Bldg. 
Rossiter L. Seward, Western New York Rep- 
resentativ lephone Stone 6314. 

LYNN OF : Fred A. ya 

MILWAYU 'FICE: B. C. Bowen, Manager. 

Paris Office: 2 Rue & Italiens, Miss Laura 











Manager. 
Office: T. C. Verardo, Rivadavia 1160, 
Spanish nish Office: Leon cib de Miguel, 20 Fuenearral 
Cuban Office: aay ea Manager, P. O. Box 

ail: Loom oo ie Cuba. : 
Combacau, Ouvidor 71, Rio de 


magia ‘Office: Yokohama, J. F. Wagem, Man- 
ager. 2 





Fitchbur, net Fire Insurance Co., Fitch- 


burg, 
Glauberg & i Co. ., New York City 
Globe Merchandise Co., ae ed 
— Co, Somaentae 4 Art Co., 
arvard Engraving 
Hooper Printi a. » Boston 
Hotel Essex, 
Hotel Martinique, .= York Cit 
Johnson, W. W. , Manchester, N. |. H. 
— Merch. Sone “Max, New York C y 


Bosto: 
Merchants’ Service, New York City 
New York E Purchasing Corporation, 
New York City 
Root Co., F. 
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In Preparation For 


A Great White Season 


Stock Seyte R 3468—White Sea Island 
Pump, pureed. Covered Louis Heel with 
Plate; B, C, D Wi $2.10 
Stock Style R 2298—Similar style, Ya 
ag =. | Full Louis Heel; 


Stock Style R 1708—White Nu Buck 
8 Inch Lace Boot, Goodyear Welt, Col- 


Im. Tip, I Welt, 
Miitary Hed; B,C, D Widths. Price 


Stock er R 1707—Same with Louis oa 
. C and D $5.60 








If predictions count, the 
coming season is going to be 
the biggest in many years 
for white shoes, both low 
and high cut, turns and 
Goodyears. Our stock de- 
partment is now fully pre- 
pared and is taking orders 
for immediate shipment. 
In view of the probable 
scarcity later on of desirable 
merchandise, we strongly 
urge the anticipation of 
later wants, now. 








Stock Style R_ 1905—White Poplin 

Colonial Turned, Covered Louis Heel with 

plate; C and D Widths. Price... .$1.85 

Stock Style R_ 1916—Similar St le White 

Royal Cloth, Nickel Buckle, Louis 
Heel; B, } and D. Price 


Stock Style R 3471—White Sea Island 
Pump, Turned, overed 144 Inch 
Heel with Plate; B, C, D Widths. arte 

10 


Stock Style R 1901—White Royal Cloth 
8 Inch Lace Boot, Turned, Covered Louis 
Heel, Sizes 2144-7; C and D Widths. extes 


Parker, Holmes & Company 


“The House That Helps’’ 


BOSTON 
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$5.50 






‘“‘Foot-Fitters” are made in the most highly specialized and 
fastest growing shoe factory in the West—a large plant in 


which nothing but this ONE shoe (in ONE leather over ONE 
last) is made! Big volume on this ONE shoe keeps the quality up 
and the prices down!! 









That’s why “Foot-Fitters” (solid leather all the way 
thru) cost less than most shoes containing fibre coun- 
ters, composition boxes, pieced heels, lighter outer and inner 
soles and inferior trimmings! They represent NO-WASTE 
in the makings, yet they have full-grain calfskin top-facings, 
calfskin inside counter pockets and calfskin vamp reinforce- 
ments. There isn’t a shoe in the world (no matter its price) 
which contains those features! Immediate delivery AA to 
EE—5 to 12 (sizes and half-sizes). $5.50. 


—A. H. BERRY SHOE COMPANY— 
PORTLAND, MAINE 


Boston Office, 428-430 Albany Building 
































WE SELL “FOOT-FITTERS” IN NEW ENGLAND 





— 
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Merit is conceded by responsible 
business men only after thorough 
investigation and verification. 
Opinions thus formed become con- 
victions, and if favorable, recog- 
nition is assured. 










The number of single orders on hand for Standard Kid, ranging 
from a 1000 to 6000 dozen, is proof that Standard:Kid meets the 
test of important and discriminating leather buyers. 

The number of orders offered for acceptance being limited only by 
production capacity, plant extensions were begun a few months ago, 
and will soon be completed. 


This will possibly enable us to deliver in August’ new orders for 
quantities. 


Shoes are made in increasing quantities from Standard Kid because 
every grade of Standard Kid must be all that the leather buyer 
expects in quality and uniformity. That is the obligation we 


assume. 


Color 18 Field Mouse 
Color 8 Gray 


are in good demand for Fall shoes. These skins are guaranteed to 
be colored with pure aniline dyes. 
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STANDARD KID MFG. CO. 


MANUFACTURERS OF BLACK AND COLORED GLAZED KID AND PATENT KID 


207 SOUTH STREET, BOSTON, MASS., U. S. A. 
NEW YORK OFFICE, 610 TRIBUNE BLDG. 










Factory, Wilmington, Del. 






AGE NCIES 











CHAS. A. BRADY, ROCHESTER, N. Y. F. W. BAILEY & CO., ST. LOUIS, MO 
I, LOUIS POPPER, CINCINNATI, OHIO. GEO. A. McGAW, CHICAGO, ILL. 
PIERRE BLOUIN, QUEBEC, CANADA 
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EPENDABLE QUALITY—tight there you have the reason for the popularity of 
D the real Beaded Tip Laces. That name “Beaded Tip” has stood for America’s 
Supreme Shoe Laces these many years. It’s up to us to maintain that quality if 

the name is to mean anything in the future. We owe it to you, to your customers and 


to ourselves. 


But what about imitations of Beaded Tip 
Laces? What assurance have you that 
they are “just-as-good”, outside of a mere 
claim? What proof that they will give 
that day-in and day-out service, a service 
gotten only in the real Beaded Tip Laces. 


If you want to be sure of 100 per cent 
Quality from Tip to Tip, beauty, full length 
and fast colors, beware of imitations. Look 
for that trade mark BEADED on the 
wrapper. It’s the sign of the genuine— 
our guarantee—your protection. 


UNITED LACE & BRAID MFG. CO. 


Originators 
and Sole 


Manufacturers 


PROVIDENCE 
(Auburn), 


Ready—N ail—Trim. 
That’s how fast BEADED 
TIP RUBBER HEELS can 


be attached. 


The most 


comfortable rubber heel. 
They’re made in the same 
factory where Beaded Tip 
Laces are made — where 
quality is the watchword. 


May 3, 1919 
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@ WHITEST WHITE 


{ Leather of 
Great Mertt 


Stands the Strictest 
INVESTIGATION 


Made also m the lading colors 


G.LEVOR © CO. Inc. 


NUFACTURERS 
GLOVERSVILLE, N. Y. 
NEW YORK 88-90 GOLD ST. 


ye eee SRO EB = 
sath clam SaURE@OLID IC) 
5 &’ PATTON LEATHER CO. 


-BOSTON- 
145 SOUTH STREET 
THE G. LEVOR COMPANY 


MILWAUKEE — 
A.R. MILLE RO 
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Samples for 
Fall 1919 


No Restrictions 


A Smart, Snappy Style 
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NUBUCK 


REG. U. S. PAT. OFF. 


AN ESTABLISHED LEATHER 










S° secure is the pre-eminence of 

Nubuck—so firmly is it estab- 
lished in the recognition and favor 
of manufacturers and retailers—that 
it represents a standard. 














Originated and tanned exclusively 


by 






A. C. Lawrence Leather Co. 
161 SOUTH ST., BOSTON, MASS. 


New York Chicago Rochester _—_ St. Louis 
Cincinnati Gloversville 
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NATO 
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| Artistic—is the word that probably best describes H. & 
Our Venus Lace M. Shoes for Fall. The new designs we show, many of 


Made of select black kid, 214 . ‘ . 
dh tad 6 tek een which are exclusive with us, are truly works of art. 
our ultra imitation diamond The stylish lines of our shoes, coupled with their well known 


tip. reputation for quality, assure easy sales. If we have no deal- 
See our Fall{Line. er in your city, write us regarding the exclusive agency. 


Stel ming SC#enzle 
Artistic SCakers 
| SHOE 
Cincinnall 


WELTS AND TURNS EXCLUSIVELY 
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---Any condition---or 
means particularly fav- 
orable to success. 


Webster’s Dictionary 


WYCLO has many 
advantages--- 


it is attractive —durable—and 
thoroughly economical for both 
manufacturer and wearer. 

WYCLO is right back of the woman 
of correct style. This modern shoe 
fabric with its appearance of fine- 
grained kid is particularly adapted to 
the style-desire of every. woman. 





Henry ~ & Co. 


NEW YORK 
Boston Haverhill St. Louis Rochester 
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Wherever there is a White Shoe 


there is a customer for 


TheWHITE CLEANER 
“It Keeps White. Shoes White.” 


There are two sorts of customers—those that come 
back for more and those that don’t ! 


Every ‘“‘ Blanco” sale you make 
means a satisfied customer. 








“Blanco” makes friends because it does its work 
well—because it is so easy to use—because it Is so 
convenient—in fact, because it is in every way 
satisfactory. 


It is worth while stocking a line that sells itself, sells quickly, 
and keeps on selling. 


Order your stock to-day. 
All jobbers have it. 


Sole Manufacturers 


JOSEPH PICKERING & SONS, LTD. 


} SHEFFIELD, England. 
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‘THE Casko line includes every 
kind of a cloth that goes into 


the outside of a shoe. 
Both cotton and worsted Cork- 


screw Cloths, Silks, Satins, etc. 


We specialize in first-class shoe 
fabrics at conservative prices. 





We will match any leather with 
a Casko Fabric. Let us prove it. 











We also specialize in cloths for 


OVERGAITERS and SPATS 





Casko Shoe Butiten Corporation 


‘Manufacturers and Distributers 
400 Arch Street, Philadelphia, Pa. | 
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REG. U.S. PAT.OFF 


Mohawk Calf 


A Rueping production. Smooth, 
black Calf, fine grain, mellow feel 
and economical cutting qualities. 


The Best in Shoes 
Requires 


The Best in Leather 


Fred Rueping Leather Company 
Fond du Lac, Wisconsin 


—BRANCHES— 


Cincinnati Milwaukee 
Chicago San Francisco 
Northampton, Eng 
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Stock No. 
810 


LV 


Panama Last, Havana 
[| Brown Kangaroo 
=! Blucher, Single Sele 
qj width: ar Heel. Sizes and 
i) Widths: A to D, 51-2 to 
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Stock No. 
540 


Last, Tyrian 
fed Galt Varsity Bal. 
Single Sole, Broad 

Heel. Sizes and Widths: 
AtoE,6to 11, 
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| DALTON’S 


For Delivery Now 


The reliability of Dalton shoes is 
a matter of record. In selling them 
you can point to definite features 
of superiority. You will miss much 
by delaying to get some or all of 
these styles in your store soon as 
they can be gotten there. 


le, Broad Heel. 
a Wide ths: A to 


Stock No. 
690 


A to D, 5 to 11. 


A toE, 6 to 


Stock No. 

520 
Winchester Last, 
Cherry Calf Square 
Ft ny t — 

Heel 8 Bruad 
Sizes sand \ aaa 
to D, 5tol 


0 E,6 1-2 to 





PLAIN CARTONS—SHOES UNBRANDED 








Stock No, 


ellington 
pogany Cal Calf Bal, Bal -Binele 
Heel. ey 
and Frese: A to D, 





CATALOGUE 











Stock No. 
820 

Oh Boy Last, Black 

angaroo 
Blucher, Single Sole, 
R ar eel. Si 
and Widths: AtoD,51-2 
to 11. 





The Dalton Company, Inc. 


Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern Building 
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18-FT. GOODYEAR SHOE REPAIR OUTFIT 


OVER 


$300,000,000 


A YEAR 





is said to be the volume of the shoe repairing 
business of the United States. 


ARE YOU GETTING YOUR SHARE OF IT? 


If not, let us talk over with you the possibil- 
ities of a repair department. You will be 
interested to know what others are doing. 


United Shoe Repairing Machine Company 


BOSTON, MASSACHUSETTS 
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spring heel. Silk rosette ornament. All shades. 





The 
Distinguishing Features 
of 


CosyToes Feltwear 


There are many points wherein CosyToes Feltwear excels. Made of what 
is recognized by every authority to be the finest grade of felt available, 
Cosy Toes have the true mark of quality through and through. The felt is 
produced in our own factories in Southern California by the celebrated 
“sun-bleach” process, which. bleaches and dries the wool by the hot, direct 
rays of the sun, rather than by artificial means. 


One of out distinétive improvements is the patent cushion sewed sole and heel, consisting of a 


STYLE 449—Silk cord embroidered cuff. Soft sole and 


special sewed bottom, tufted ‘with soft, carded, sun-bleached wool. The heel and body of slipper ° 


are in one piece (patented). CosyToes.are positively the most comfortable and attra¢tive slippers 
on the market—sure to meet favor with every customer. 
Scores of new styles are being introduced by us exclusively, in every imaginable color com- 
bination. 
You must see aétiial samples to appreciate the superior features of Cosy'Toes. A request will 
bring them to yout 

Ask for Ready-to-Ship Catalog 


Standard Felt Company 


Fa&ory and General Offices .WEST ALHAMBRA, CAL. 
Chicago, 404 South Fifth Ave. 


New York, 117 East Twenty-third St. San Francisco, 417 Market St. 
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ALCO-GRAVURE, INC. 
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Smoked Elk 18-inch 
Leather Lined 
Wing Tip Hi-Cut F 
Upper lined with pearl sheep skin, 
vamp lined with gusset leather, mak- 
ing the vamp three solid pieces of leather, 
one over the other. Both upper and out- 
sole are heavily viscolized. 
An ideal boot for oil field, 
rice field, or sportsman, 
Sizes 6 to 11 E width. 
Price $11.50 


HUNTINGTON SHOE & LEATHER CO. 
HUNTINGTON, INDIANA 


BARKER BRAND SHOES for MEN 


GOOD FOR BAD BOYS SHOES 
Not Bad FOR GOOD BOYS 
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a shoes and sf shppers 


hv EVERY TURN WE FIND 
THE DEMAND FOR DOLGEVILLE FELT SLIP- 
PERS STEADILY INCREASING. MERCHANTS 
HAVE HANDLED THIS ESTABLISHED LINE 
LONG ENOUGH TO APPRECIATE THAT A 
UNIFORM STANDARD OF QUALITY 
TOGETHER WITH REALLY EXCLU- 
SIVE STYLES MAKE A SELLING PROP- 
OSITION THAT IS_ DISTINCTIVELY 
PROFITABLE. 


























DOLGEVILLE FELT SHOE CO. 
DOLGEVILLE, N. Y¥. 
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Our stock department is complete and we can ship stock orders same day 
as received. Prompt service on stock orders is a “hobby” with us. The 
dependable quality of our product together with prompt service accounts 
for the rapid growth of our business. 


Prices will be higher. 
Buy now. 


No. 669 
Fine Grain Black Kid 2 Strap Pump, 12-8 py] 
B, C, D 


Plain Lace Comfort Oxford, 


No. 668 


Blk. Kid, 2 Stra 
Sandal, 10-8 heel, 
D, E....$2.65 


No. 114 
Kid Nurse Oxford, St. Tip, rubber heel, C, D, 
EE $2.60 


No. 165 


» Kid 1 Strap Sandal, 
8-8 heel, C, D, E. 
° $2.40 





Black Kid St. > 10-8 Rubber Heel eo} 
Oxford, B, C, $3.25 


AULT-WILLIAMSON SHOE CO. 


AUBURN, MAINE 
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SHOES > 


fOr” 


YOUNG WOMEN 


Thousands of - 
shoe men are 
willing to follow 


in the footsteps 


oT==— 


IPC RIROS, 
((ONTIDA\IN YY 
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re 
A _ ORDER 


ATLANTA, GA. 
EVER 
April 8 1519, 
Mr Milton Adler, 
The Julian Kokenge Co. ~ 


Cincinnati, Ohic. 


Dear Sir 
I have your favor of the 2nd inst. l O 


We placed with your representative 


when here,. pessibly the largest order up to 

that time which was ever given to one man ON L 
by this store. Our buyer liked the shoes very 

much, amd besides the order for a second ship=- 


ment. There may be some other styles that we 
will add to the order,. and I am writing you 
so that you will give it a little personal 
attention. 
It is necessary for us to have sample 
pairs of each style here by May 1, therefore 
trust. you will see that they are promptly ex— 
pressed to this store by that time. The writer 


then will take them with him to Savannah in 
order to let the boys there see the styles and TE 
they may intelligently place their oriers for 


fall for the Savannah store. 


Very Sincerely Youre,. STORE Ww 


THE JULIAN & KOKENGEC®. 


CINCINNATI. 





This 
Building 


—now under construc- 
tion for us, is large, 
roomy, up-to-date, fire- 
proof and modern in 
every way. Every pos- 
sible facility to insure 
the prompt and careful 
TESTE TTB Tie handling of your orders 
ALitt I 1 dt) oS sha] ; Orry will be at hand in this 
LM = = Kh are) our splendid new home. 

On sO Phe O_o) ° 
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y You. 


To Better Serve 
To Meet Our Natural Expansion. 


That is why you'll see us in our new building at Seventeenth Street 
and Washington Avenue, St. Louis (the country’s greatest 
shoe center), on July the first. 


We'll be closer to our ten specialty factories, closer to the leather 
markets and will have the advantage of St. Louis’ wonderfully 
central shipping facilities to all territories we now serve and will 
serve after July first. That tells the story. 


CENTRAL SHOE CO. 


Kansas City, Mo., Till July First 


780— Women’s “‘Coronation”’ Kid 410—Men’s “Coronation” Tony 
Pump, Plain Toe, 2% in. Covered SEND FOR Red Calf Lace Oxford, Single Sole, 


Wood Heel, Turn, Lenox Last. 1 in. Heel, Welt, Campus Last. 
A 4-8, B 3-7, Cand D2%4-8. THECATALOG ¢ 6-11, D’s-11. 
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“The warrant of value 
that makes you sure”’ 


Buying Time Now 


A word from you 
will insure (and 
without obligation) 
an opportunity to 
see our Fall Boot 
offering. 


oy 1] 1] 
GH GH GH 


Williams Clark & Co. 


Lynn Mass. 
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INVEST!! 


S a patriotic citizen, it is your duty to invest 


in-— 


VICTORY 
BONDS 


so that we may make secure the fruits of a dearly 


won VICTORY. 





S a good business man, it is your duty to invest 


in— 


8 POSNER: 
OSes > 


FOR CHILDREN AND YOUNG LADIES 


so that you may make your business secure—founded on 
the solid base of well satisfied customers. 


DR. A. POSNER, SHOES, Inc. 


OFFICE AND SALESROOMS: 
138-140-142 WEST BROADWAY 
NEW YORK CITY 
FACTORY: 141-151 Roepling St., Brooklyn, N. Y. 


“Identify by the Trade Mark” 
























































FALL STYLE 


Castor Worumbo Gloth Top, Chocolate Calf, 
Whole Vamp, Eight Inch High Lace, Seventy- 
three Last, Welt Sole, Midget Eyelets, Imita- 
tion Stitched Tip, Fourteen-eight Cuban Hee! 
Walking Boot. 














ANY stylish lasts and pretty patterns, such as have not been seen 
for several seasons due to war conditions, are given introduction 
in our line of women’s footwear for Fall. 


The makers of DUTTENHOFER shoes are known throughout the 


country as originators, designers and manufacturers of high grade foot- 


wear of superb quality for particular women. 


In every one of our styles you will find a mark of distinction and a 
finished touch that can not be surpassed by master shoemakers. 


The Val Duttenhofer Sons’ Co. 


Cincinnati 








TRADE MARK 


2: 
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Style No. 719 


A Havana Brown 
Kid 9 inch Lace Boot 
with Brown Cloth 
Top, built on our new 
112 last, 
which car- 
ries a Louis 


heel. 














The steady reliable quality of Johnson 
Bros. shoes is well known among the 
retail merchants of this country. This 
quality is the foundation on which 
many merchants have built a success- 
ful business. The above style repre- 
sents one from many that our salesmen 
are now selling. 








a ay ay * 
“Tree State 


JOHNSON BROS. SHOE MFG. CO. 
Hallowell, Maine. 
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CY 
The Sole that Has Made White Shoes Staple 





AUGHAN'S IVORY, because it finishes in its 


natural color, saves three distinct operations 






ee) 


qe Ny in manufacture. 


A Better 
Sole Leather at 
No Greater Cost 


And besides this saving it gives a better-looking, 
better-wearing sole and heel to white footwear. 


There is no camouflage to VAUGHAN’S IVORY 
SOLE LEATHER—no necessity for painted heels or 
edges—it cannot chip or peel. 


Nothing adds so much to the appearance of summer 
footwear as VAUGHAN'S IVORY. Its edge is its 


own and— 


It costs no more than other good sole leather. 





George C. Vaughan 
Tanneries at 
PEABODY, MASS. 


Hl 








Al 
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Your Guarantee of 
Shoe Satisfaction. 


Style xe 1237 


$3.85 


SERVICE 
QUALITY 
SATISFACTION 


» Three outstanding fea- 
tures of the GRAHAM 
LINE. 


sad 


OU have been looking for the one best shoe to sell at $5.00. Here it is—Made 
from Brown Elk in Goodyear Welt, 144 double Oak Sole natural bottom finish, 


Grain Leather Insole. 


We have specialized and concentrated on this GRAHAM SPECIAL. The Wearing 
and Selling value is built in it. Always IN STOCK because always IN DEMAND. 


Style No. 1217, same with single sole Munson last, soft tip, at $3.75. 


Shall we send you a catalog? 


GRAFAM-BUMGARNER COMPANY 


“Pioneer Shoe Manufacturers” 
PARKERSBURG - - WEST VIRGINIA 
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We don’t propose to let anybody give the trade 
the impression that there’s anything but the 
following reasons for our difficulty in supply- 
ing all the demand for 


| TONY RED 


We State Those Reasons Again: 


1* In its eighth season of popularity, 
TONY RED is in greater demand 


than ever. 


ad With seemingly everybody asking for 

TONY RED, weare confronted with 

a shortage of raw stock supply and 
subnormal labor conditions. 


gre We can not and will not produce calf 
leathers in any degree less excellent 
than our customers have been taught 

to expect. 


Creese & Cook Company 


Tanneries at Danversport 
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“It Looks 
Good!” 


A LUNDIN Shoe not 
only looks good---it in- 
variably wears well. 


Honest Material,superior 
Workmanship, exclusive 
Styles---these three char- 
acteristics of the LUN- 
DIN Shoe explain its wide 
and growing popularity. 


“The LUNDIN SHOE is right 
all through” 


Manufactured by 


LUND-MAULDIN Co. 


MANUFACTURERS 
St. Louis, U. S. A. 
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NOVILLA KID 


THE FOREMOST CONTRIBUTION TO FASHIONABLE 
FOOTWEAR 

is favored for its soft, mellow feel, kid-like break and lustrous appearance. 

Makers of all classes of footwear are finding in NOVILLA KID the ideal combi- 


nation of quality and economy. 
It is made from selected light weight sides, but to the eye the finished leath¢r is 


a duplicate of high grade kidskin. 


NOVILLA KID DOES NOT SCUFF 
Your manufacturer can supply you with NOVILLA KID footwear in black 


and colors at popular prices. 


ORIGINATED AND MADE ONLY BY 


Castle Kid Company - - Camden, N. J.. 
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Those Educator 
Advertisements 


Of course you have been reading the Edu- 
cator Advertisements in the national publi- 
cations and metropolitan papers and have 
realized that they are printed for your 
benefit. You are of course taking every 
advantage of the consumer interest they 
are creating—if not, you are failing to co- 
operate with the greatest consumer shoe 
advertising campaign ever printed. 


Distributing houses for Educator Shoes: 


The Rice & Hutchins 
New York Company 

The Rice & Hutchins 
Atlanta Company 

The Rice & Hutchins 
Cleveland Company 

The Rice & Hutchins 
St. Louis Shoe Company 


The Rice & Hutchins 
Baltimore Company 
The Rice & Hutchins 
. Chicago Company 
The Rice & Hutchins 
Cincinnati Company 
The Atlas Shoe Company 
Boston, Mass. 


Joseph I. Meany & Co., Inc., Philadelphia, Pa. 


Rice & Hutchins, Inc. 
20 High St., Boston, U.S.A. 











